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This Business of Dies. 


They are like razor blades. Every screw plate sale opens the 
way to a series of die sales. And now we have set things up so 
you can get a greater profit on such sales thru reduced selling and 
handling expense. 


The New Little Giant Die Cabinet 


This beautiful little solid mahogany cabinet will carry your stock of 
Little Giant Dies and help you sell more than ever before. It comes to 
you completely equipped with a selected stock of Little Giant Dies, the 
best selling sizes only. It will keep you from accumulating slow moving 
sizes and speed up sales on the good ones. 


And, since we are not in the cabinet business, we give it to you when 
you buy your stock. You see, we’ve found that it speeds up the sales 
of dies so well that we can afford to be generous! Write us or your 
distributor for full details and price of the initial stock. 












GREENFIELD § TAP AND DIE 
CORPORATION 


GREENFIELD. ? MASS., U.S.A. 








SCREW PLATES-DIES-TAPS-DRILLS-REAMERS-PIPE TOOLS 











HARDWARE AGB, published weekly by the IRON AGH PUBLISHING CO., at 239 West 39th Street, New York, N. U. 8. A. Entered as second 
class matter May 22, 1913, at the Post Office at New York. under the Act of March 3, 1879. (Printed in U. S. a): $3.00 per year. Single copies 
25e. each. Vol. 121, No. 9. 
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A Well Balanced Trio 
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bee these Greenlee Bits and Chisels 
in stock you will be able to fulfill all 
general requirements. They represent the 
needs of the carpenter and handy man, and 
whatever their desire, this combination will 
help you to serve them. 


In a chisel he'll want one that has a thin 


| blade with a keen cutting edge, and one that, 


when necessary, can be easily brought back 
to its original effectiveness. Such is the 
No. 230 Chisel. 


Should he ask for a bit that will produce 
the finest kind of boring, probably for use 
in exacting pattern or cabinet work, he could 
want none better than the No. 12 Extension 
Lip Auger Bit. 


Or should he ask for a general, all-pur- 
pose bit, the No. 22 Solid Center Bit will 
meet his demands. 


In any case, the customer will be satisfied 
because of the fine quality and workman. 
ship of these Greenlee tools. 


Write for catalog of Augers, Auger 
Bits, Chisels, Gouges, Draw Knives, etc. 


GREENLEE TOOL CO. 
Rockford, Illinois 


Sales Offices and Warehouses 
New York: 126 Chambers St. 
Boston: 63 Commercial Wharf 

Philadelphia: 901 South 47th St. 
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Rools that Stay Sold 
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Chain Pipe Vise 


One Piece 
Drop Forged 
Jaws 


The jaws are 
forged of one 
piece with a solid 
structure 
that prevents 
bending of even 
the smallest pipe. 


Adjustable 
Stocks and Dies 


and Dies 





ore 







Armstrong Bros. 
Dies 
Armstrong Bros. 
Dies are made of 
Special Vanadium 
Tool Steel, hard- 
ened and_ tem- 
ered. They cut 
ast, easy and 
clean and back off 
smoothly. Fit all 
standard stocks. 



















ARMSTRONG BR 


QUALITY PIPE TOOLS 


»\ 
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Each tool in the “Armstrong Bros.” line of pipe tools is an 
improved tool. Each is so designed as to embody the best 
features of its type, at the same time eliminating the weak 
points which extensive use and exhaustive tests have de- 
veloped in other makes. Only the finest materials are found 
in Armstrong Bros. Tools. Selected High Carbon, Special 
Vanadium and Alloy tool steels—all heat treated and tem- 
pered—are used wherever practicable. The bodies of the 
stocks, standard pipe vises and pipe cutters are of Certified 
Malleable Iron. Each tool is made in all needed sizes. Cut- 
ter wheels and dies are interchangeable with similar parts 
of the standard makes. 


SALES POINTS 


Dealers find “Armstrong Bros.” pipe tools are easy to sell because 
they have more real sales points. They know that where they sell a 
tool bearing the Armstrong trade mark, they are backed by an un- 
conditional guarantee. Workmen know the quality represented in 
this nationally advertised line. Every sale is certain to build good 
will and repeat business. 


The P-10 Catalog pictures and 
describes the “Armstrong 
Bros.” Pipe Tool Line. It is a 
booklet worth having. Sent 
free upon request. 





ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 


314 North Francisco Ave. Chicago, U. S. A. 








Armstrong Bros. 
wheels — smooth edge or Z 
Knurled edge, are of oil Ly 
tempered Alloy Tool 
Steel. They hold their 
edge, cut faster and 
cleaner and re- 






All Steel 
Pipe Wrench 










@*t@ 


Cutter 


quire less power. 








Improved design “ball and 
socket” replaces “frame.” 
Over size at point of strain. 
The strongest pipe wrench 
made. 


Barnes Type 
Pipe Cutters 
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Two Extra Strong 


Clean-cutting 


Leather Punches 


HESE two punches, No. 384 illus- 
trated, and No. 386, described below, 


are the result of many years’ experi- 










2-SIDED 


ence in making punches for the shoe and STEEL 

harness trade and for belt repairs in fac- FRAME 

tories. SUPPORTS 
THE HEAD 


Besides being unusually strong, they 
are keen cutting and the edge lasts. 


“Lodi” No. 384 has four drive tubes: 
1, 3, 5, 7; and lists at $12 per dozen. 


“Lodi” No. 386 has six drive tubes: 1, 
2, 3, 4, 5, 7; and lists at $15 per dozen. 
Both punches are 8-inch size with 
bright steel finish and spring action. 


With their very reasonable price and 
unusual quality, these punches sell about 
as fast as you can keep them in stock. 
Order now, while it’s on your mind. 





“Todi” 
THE WM. SCHOLLHORN CO. (AF Ucother Punch 2 
NEW HAVEN, No. 384 





BERNARD TOOLS 


TRADE MARK RE 





Made by the Makers of 
BERNARD SIDE-CUTTING PLIERS 
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Its buyin time in the — 


Billion Dollar 


«Its selling time for yo 


ODAY---in your trade territory---scores of Now is the time to go after this profitable U. S. 
potential purchasers of U.S. Poultry Fence Poultry Fence trade. 
are figuring their needs. 


They know what they want, these poul- 
try raisers. They recognize in U. S. 
Poultry Fence the only netting which 
fulfills every requirement of modern 
poultry husbandry. They know it 
stretches straight and true from post 
to post under even, uniform tension. 


They know it requires neither top rail 
nor baseboard and, stretches as readily 
to steel posts as it does to wood. They 
appreciate its greater economy. They 
demand it---nothing else will do. 


And, while it is buying time for the 
poultry-man, it also is selling time for 
the dealer. 








Timely advertising, attractive window displays 
and aggressive merchandising will 
bring new customers to your store, 
open new accounts and build up the 
profit side of the ledger. 


If you are one of the remaining few 
not already ‘ ‘cashing in” on the con- 
stantly increasing demand for U. S. 
Poultry Fence, start now! Be sure 
to specify U. S. Poultry Fence--not just 
“poultry netting.” It costs no more. 





U.S. SAMPLE ROLL FREE. The surest way 
Poultry to convince yourself of the superiority of 

Fones U. S. Poultry Fence is by actual compari- 
son. Send today for miniature sample roll 
(PATENTED) md descriptive catalog. 


Indiana Steel & Wire Company 
Dept. H. A. Muncie, : Indiana 
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—— by the keenest 
buying brains in the country 


CASH TO KEEP 
No Refunds 


It is well to remember that the rivets of our 
manufacture “stay sold.” Your customers 
make no returns for refunds, because these 
products drive easily and clinch smoothly. 
Stock up on every size. For repeat busi- 
ness, first sell quality. Leave price to the 
quibblers. : ; 


KATP 


TUBULAR RIVET & STUD 
ns tezeee COMPANY 


J. 
Postal Telegraph Building 
San F 


m Francisco, California BOSTON 


E 
FF 
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About the 


New No. 1075 Motor Driven Scroll Saw 


How to sell it— 


To show this is to sell it. And the best way 
to show it is to put one in your window, 
running, with work done displayed. It 
will surely attract attention. Every man, 
whether a tinkerer or expert craftsman, 
wants such a tool. And when he comes in 
to ask about it, suggest its many uses. 
Some of these are listed in the border of 
this advertisement. There are many others. 
This Motor Driven Saw is not only much 
more rapid, but enables the operator to do 
more accurate work. Being a Goodell-Pratt 
Tool, that in itself is a guarantee of its qual- 
ity and correctness of design. We'll be 
glad to send you, promptly on request, com- 
plete detailed specifications on this latest 
addition to our line, with net price. 
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A “Big 
In Electric 


Nationally advertised, offers outstanding 


























No. 2—This Plug 


Built on an entirely new patented principle. 
No contact springs inside to lose temper and fail 
to grip. Brass contacts insulated with India Mica 
and mounted on steel plates are gripped from the 
outside by strong air-cooled spring. Heat control- 
ling—no need to stop ironing while turning heat 
off oron. Operator regulates heat at will. The 
only plug that holds cord out of way—plug must 
be removed with Bakelite grip which never gets 
hot. This saves cord troubles. 

This New Sunbeam Patented Plug has a strong 
selling appeal. Fits all contacts—round or flat. 
Plug and cord set, $2.00. Plug 
only, $1.50. 

















No. 1—This Iron 


The new 6-lb. Sunbeam has four big selling 
features that appeal to the women: 

All-over heavy-duty heating unit keeps the 
bottom of the iron hot from tip to heel and out 
to the very edges. 

Large air passage through the handle and vents 
in the handle supports—air sweeps through and 











GOOROO ENED 


ALLL 


s 


keeps the handle cool. 
Indestructible heat-controlling plug removes 
plug annoyances. The only plug that holds cord 





This plug now sup- 
plied as standard 
equipment on Sun- 







beam 6-lb. Irons 
and Sunbeam 
FLAT Toasters, 


out of way. Has on-and-off heat control. 
Art-Steel Fireproof Case in which iron may be 

put away hot as soon as ironing is finished. 
6-lb. Sunbeam, Stand and Heat-Controlling 

Plug and Cord—complete, $7.50. 

Art-Steel Fireproof Case, $1.00 more. 











GUARANTEED 
Sunbeam Art-Steel Fireproof Case 


When through ironing put Sunbeam away hot : ‘ 
in its fireproof case. When closed, the case keeps 6-Ib. Princess is guaranteed to do as good work 
as any iron selling up to $6.50. 


the iron, stand and cord neat and compact, away and last as long [ > to $6.5 
from dirt and harm. This exclusive Sunbeam at- Little Princess for traveling and “small ironing” at 


traction, endorsed by Good Housekeeping | nstitute, home. Women like it. 6-lb. Princess, $4.25. 3-Ib. 
is $2.50 when purchased separately—only $1.00 Little Princess, $3.50. 
when bought with a Sunbeam Iron, 


Made and Guaranteed By THE CHICAGO FLEXIBLE SHAFT COMPANY, Dept. 3 








3 
2 
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Four” 
Appliances 


buyers want 


advantages that women 








No. 3—This Pad 


Nurses and doctors especially know what this 
saves. Any woman will quickly appreciate it. 
Saves trouble and injury in constantly wringing 
out scalding hot packs. Inner surface of eider- 
down cover is wel-proofed. Bears no “Caution 
—Do Not Wet” notices to interfere with sales. 
Also for dry heat application purposes, of course. 

Comes with three thermostats and three-heat 
switch for high, medium and low heat—also 
white slip cover to keep it clean. The eiderdown 
cover may be removed for cleaning or steriliz- 


ing. $9.50. 


beam 











No. 4—This Toaster 


FLAT toastingimmediately appeals to women. 
They can quickly understand it. Bread, crackers, 
etc., lie directly over rising heat—thus it toasts 
twice as fast and toasts better. Sandwiches lying 
flat don’t lose filling—the only toaster on the 
market offering this feature. 

Everything, from thinnest “Melba Toast” to 
thickest sandwiches and rolls, can be toasted on 
the Sunbeam. ° 

Sunbeam Heat-Controlling IndestructiblePlug. 
‘Turn heat off and on by simply pressing buttons. 

Large, flat turn-over rack operated without 
touching hot toast. Clean reflector tray by snap- 
ping open and shut to dump crumbs. $8.00. 
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ELECTRIC APPLIANCES 


im, 


Finest $3.00 Iron Ever Built 


($3.50 Denver and West) 

One of the biggest values we have ever offered. 
The 6-lb. Stewart Iron is made to sell in the 
lower-price class. Many others at higher prices 
will not render equal satisfaction. 

Display it, and note how it “takes” at a glance. 

Attractive leather design carton, back rest, plug 
and cord included, $3.00. 


Cooks 49 Dishes Right at the Table 
Sunbeam Toaster and Table Stove 


Has all the features of our Sunbeam Flat Toaster 
plus Grill Feature. Makes a strong appeal to ald 
women. 

Display them, make a quick demonstration and 
they’re sold. $10.50. 


5600 Roosevelt Road, CHICAGO, ILLINOIS, 38 Years Making Quality Products 
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Made From —_ 


Full Gauge 














Open Hearth Steel 








Practically all modern homes are screened when built or rebuilt. The 
screening of homes once considered a luxury is now considered a 
necessity. 


Most people used to figure that the cheaper painted brands were good 
enough. Now home owners see the economy in using the best and 
avoiding continual expense in repainting, repairing and renewals. 


One of the most durable and satisfactory brands of Screen Wire 
Cloth is GRAY-WICK which is made in its entirety by us from 
Open Hearth Steel produced in our own furnaces. The wire is 
drawn in our own mills. Every process in the manufacture of 


GRA Y-WICK 


is under our expert supervision. 


Only full gauge wire is used both lengthwise and crosswise. Wher- 
ever sold and used it has given unfailing satisfaction. That is why 
customers buy the same brand when they require more wire cloth. 


GRAY-WICK is also attractive—its soft pleasing Gray color wins 
customers instantly. When unrolled it lies smooth and flat making 
it easy to cut and apply. It carries an extra heavy electro zinc coat- 
ing and is enamelled with a high grade transparent varnish which 
adds years to its life. You cannot sell a better steel wire cloth. 


Our Other Brands of Screen Cloth 


Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 

Wickwire Bronze 


Your jobber will supply you 


HERS) 


Pie prscseries 





12 Mesh, No. 
14 Mesh, No. 
16 Mesh, No. 

No. 
18 Mesh, No. 





Gray-Wick 
may cost 
a little 


more, 
but— 
It is 
worth 
it. 


33 gauge each way 
33 gauge each way 
33 gauge filler 
34 gauge warp 
34 gauge each way 
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GOOD TOOLS ARE ESSENTIAL TO GOOD WORK 











* MICROMETER CALIPER 
Catalog No. 11 





Micrometer Caliper No. 55 has a broad range of measure- 
ments, from 2” to 6”, by thousandths of an inch. Range 
of measurements is easily obtained by four anvils, quickly 
changed and positively held in place by knurled nut. 





* DIAL TEST INDICATOR 
Catalog No. 733 


Trained Hands Demand wate 


| Fine Tools * TWIST DRILL tea STEEL 


WIRE GAUGE 
Catalog No. 705 





Mechanics prefer Brown & Sharpe tools 
because they know they can rely on their 
accuracy. These fine tools set a “world’s 
standard of accuracy” and maintain this 

accuracy under hard usage. * RULE DEPTH GAUGE 








These tools are on the job in thousands of shops 
where metal is worked, where all types of work 
depend on their reliability. | ee 


Our policy protects the retail dealer. Asa result, 
he obtains steady profits from the sale of Brown 
& Sharpe tools. Dept. H. A., Brown & Sharpe 
Mfg. Co., Providence, R. I., U. S. A. 











* IMPROVED UNIVERSAL 
BEVEL PROTRACTOR 
Catalog No. 496 


* This tool shown in 
Catalog No. 30 
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SARGENT & COMPANY, New Haven, 


New York: 94 Centre Street 


&> Flardware 


Connecticut 


Chicago: 150 N. Wacker Drive (at Randolph) 





Millions of these hardware items 
are used down on the farm 


MILLIONS of bull rings, 
bull snaps, cattle leaders, ox 
balls and cow bells are sold 
annually. The city man 
might find this hard to be- 
lieve—but every hardware 
merchant in the cattle and 
agricultural districts knows 
it is true. Do dairy farmers 
and breeders of fine stock 
in your vicinity look to you 
for such supplies? 





These Sargent items are 
in great demand and profit- 
able to handle. They are 
made of finest materials and 
with all the care that goes 
into Sargent Hardware for 
buildings. They can be sup- 
plied by your jobber. This 
page, with its descriptions 
and catalog references, will 
help you place your order 
right now. 





1O 4CE) 


BULL RINGS—Page 559 of catalog 


No. 25, extra large and strong, 314” in 
diameter, made of 7/16” pure bronzé 
cannon metal, highly polished. Favored 
by breeders. Sale is large. Hardware 
dealers should push it with the local 
stock breeders. Other Bull Rings, Nos. 
20, 21 and 22, made of polished copper 
wire, 2”, 214” and 3” in diameter; also 
No. 42, 3” in diameter, but made of extra 
heavy wire. Also polished steel and alum- 
inum, the latter, No. 51, corresponding in 
size with No. 21, being both light and 
strong. 


Self-piercing Bull Rings No. 31 are 
214” in diameter, made of polished copper 
wire. No. 72, 3” in diameter, made of 
extra heavy, polished copper wire; also, 
an aluminum Bull Ring No. 61, corre- 
sponding in size with No. 31. Our self- 
piercing Bull Rings have a beveled point 
which makes them easy to insert in the 
nose of the bull. 


OX BALLS 
Page 560 of catalog 


3 sizes, No. 10, 54”, No. 
12, 34”, No. 14, 74”, of cast 
brass with octagon rim. 
We also have a fancy ball 
No. 30, 1%” in height. 
The inside diameters taper 
so that they fit the horns. 
Also known as “Horn 
Knobs” or “Tips.” 

Large sale where dehorn- 
ing of cattle is not prac- 
ticed. 


BULL SNAPS 
Page 559 of catalog 


No. 500, made of tinned malle- 

able iron, 7%” long, with socket 

for 1” pole. These Bull Snaps are 

furnished complete with three 

feet ef chain, but we do not fur- 
nish them handled. 











CATTLE LEADERS 
Page 559 of catalog 
No. 51, 254” x 5”; No. 52, 3” x 5%. 
These Cattle Leaders are bright finish, 
with brass wire springs. They, with 
the Bull Rings and the Bull Snaps, are 
largely used by dai farmers and 
stock breeders. 








— 


These Beams are made in five sizes to weigh 200, 
300, 400, 600 and 1000 pounds. They are furnished 


SCALE 
BEAMS 


Page 567 of 
catalog 


complete with poises, 


states, 


bronzed figures and graduations. They are light and 
accurate. There is a large sale for these in all agri- 
cultural sections and particularly the cotton growing 





in japanned finish with 








KENTUCKY COW BELLS 
Page 560 of catalog 


Made in ten (10) sizes, 
from 2” to 71%” in height, 
of special heavy gauge 
steel, bronzed, with large 
head rivets to reduce 
wear. These bells have 
long life. Tone is sharp. 
Also used by musicians 
in jazz orchestras. 
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POULTRY NETTING 


Galvanized Before and Galvanized c/4fter Weaving? __ 
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Sas 7. i» Doors and | 
Finish aa \ ; sae Porches {| 
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The Gilbert & Bennett Mfg. Co. | 


Established 1818—America’s Oldest Woven Wire Factory 


Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicago 
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Identity 


HERE is only one OPAL Wire Screen 

Cloth. This is a trade name and trade 
mark registered in U. S. Patent Office and ap- 
plies only to the special, high quality zinc- 
coated-after-weaving product of the New York 
Wire Cloth Co. 


OPAL Wire Screen Cloth, after being perfectly 
woven with uniform mesh and straight lines, is 
heavily coated with a solid layer of pure electro- 
lytic zinc, the best known protection for steel 
against weather exposure. The fabric is then 
covered with a transparent, flexible lacquer, the 
purpose of which is to prevent soiling or dis- 
coloring of the natural zinc metal color and to 
preserve the attractive White Satin Finish char- 
acteristic of OPAL. 


See that the trade mark name OPAL is on the 
label and on the identity tag attached to end of 
each roll. 


Manufactured ONLY by 


NEW YORK WIRE CLOTH CO. 


Manufacturers of golden and antique bronze, bright copper. 
zinc-coated and black enameled screen cloth- 


342 MADISON AVE. NEW YORK Works -York.Pa. 


SUPERIOR PRODUCTS— STANDARD OF THE INDUSTRY 
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Kelly Axe & Tool Co., Inc. 


KELLY 


SCYTHES 


Hand forged 
with CRUCIBLE steel cutting edge 
welded between layers of mild steel. 
Made in all patterns. 


“Flint Edge” 





WIDE HEEL GRASS SCYTHE 


“Blood’s” 





WEED SCYTHE 


“Briar Edge” 


The new method scythe. 
Forged from one solid piece high carbon steel. 
Entire blade of tempered steel gives extra long service. 
TEMPERED SHARPENS HOLDS 
IN OIL EASILY KEEN EDGE 


“Briar Edge” 





BUSH SCYTHE 


GRASS HOOKS 


Hand forged, high grade steel. 
These hooks WILL cut grass. 
They are practical tools that anyone can use effectively. 





“HAND MADE” “BRIAR EDGE” 








“BLOOD’S IMPERIAL” 


Charleston, W. Va., U. S. A. 
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No. 570 Door 





MARK 


Closers 











Selling Facts 
about Yale No. 570 
Door Closer 


1. Useful on all screen doors, 


light kitchen doors, light 
coat-closet doors, etc. 


. Easy to apply — only a 
screw driver is necessary. 


- Closes the door quickly 
and noiselessly —without a 
bang. 

- Reversible — for either 
right or left hand doors. 


Made in two finishes— No. 
570, gold bronze — No. 
5708S, silver bronze. 


6. Suggested retail price, 


$4.50. 











Padiocks, Auxiliary Rim Locks, 


Yale No. 570 Screen Door Closer 
is similar in design and construc- 
tion to the standard line of Yale 
Door Closersbut madelighter to 
meet the-requirements of screen 
doors. 


It is built to Yale’s precision 
standards and proven design. The 
moving parts are immersed in a 
liquid lubricant which retains its 
consistency in all extremes of 
temperature. 


All moving parts are carefully 
machined to gauge to insure per- 


A Quality Screen Door Closer 


fect action; all bearing points are 
ground to within one-half of one- 
thousandth of an inch, reducing 
friction to a minimum, insuring 
long life and carefree service. 


Yale No. 570 or No. 1570 be- 
long on every good screen door. 
(No. 1570 is suitable for applica- 
tion between doors). Is your stock 
ample for spring business? 


Let us send you a window card 
and a supply of attractive folders, 
featuring the Yale No. 570, with 
your name and address imprinted. 


The Yale & Towne Mfg. Co., Stamford, Conn., U.S. A. 


Canadian Branch at St. Catharines, Ont. 





YALE MARKED IS YALE MADE 


Builders’ Locks and Trim, 
Trunk Locks, Door Closers, Bank Locks, Prison Locks 





Cabinet Locks, 
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The new Hoover Floor 
Polisher, which has 
soft wiping bristles 
that give better polish- 
ing, is ball bearing, 
and has a shield to 
prevent wet wax from 
being thrown back into 
the nozzle, fan and 
bag. It comes equipped 
with new belt. Retail 
price, $7.50. Standard 
dealer discounts apply 








Brings ease, speed and thoroughness to the polishing of 
floors. The new Floor Polisher —an attachment which easily 
slips into the place of the Agitator — gives a new impetus 


to the sale of Hoovers — and every sale is a dealer sale. 


THE HOOVER COMPANY, NORTH CANTON, OHIO 
The oldest and largest maker of electric cleaners + The Hoover is also made in Canada, at Hamilton, Ontario 
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Are You Selling 


"Te design is really beautiful and I would like 
to have a percolator but I do dislike nickel. It 
gets dull and dusty looking. What kind of 
polish should I use on it if I buy?” 

“Never use polish on a percolator,” answered the 
clerk. He continued: “The easy way to keep a nickel 
appliance bright and beau- 
tiful is to use it every day. 
I will guarantee, madam, if 
once every day it will grow : 
more and more beautiful 
with just the ordinary 
cleaning. Wash it often, 
wipe it carefully each time 


you will use this percolator Lael 
4» a : 
"o> ie i 


Ze 


“ 


Fvery Day Use? 


“Where did you get that line? Does it win every 
time?” 

“No, it does not win every time but it has almost 
doubled my nickelware sales. I not only use it for 
electric appliances but for everything we have in 
nickel finish, for you see I sell the entire housewares 
line at times. 

“IT got it from a factory 
salesman. I never miss an 
opportunity to talk to the 
salesmen when they come 
near the counter while 
waiting to see Mr. Blank. 
Most of them know some- 
thing about selling, or at 








and the polish grows richer. 

“It is only when you let 
the percolator stay on the 
sideboard or on the shelf 
that it gets ugly and dull. 
Percolators are manufac- 
tured to make coffee in— 
not for ornamental pur- 
poses. As long as you use 
them as often as you serve coffee, all will be well with 
them and they will be more and more ornamental daily. 
Of course, you do not get the heating element damp.” 

The writer was a bystander during this conversa- 
tion. He had been talking to this salesman about the 
smaller electric appliances when the customer stopped 
to admire a percolator; the salesman offered his services 
and eventually came the selling talk sketched here. 

After the sale had been completed, we asked the 
salesman: 
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least some points about 
their specialties. 

“T asked a jobber’s sales- 
man the other day just 
what an attachment on a 
grill he sold to us was used 
for. He gave me the best 
information yet. It was 
like this: 

“*T don’t just remember. We have so many things 
to sell but I do know that the people who made it put 
the selling points in their catalog and if you will look 
it up there, you can find out about the whole line. 

“We had that catalog and I have learned a lot 
about selling points out of it. That was the most 
help anyone has given me. 

“Since I have quit talking construction and cost of 
operation and have talked use and service, my sales 
have doubled.” 
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Using the Unadvertised Specials 
as Friendship Makers 


Lipman’s salespeople keep telephone lists of wants of customers for use when odds 


N effective method of merchan- 

A dising specialed articles in 

order to promote good will as 

well as volume turnover is illustrated 

in the electrical department of the 

Lipman-Wolfe department _ store, 
Portland, Ore. 

Here is the way it is worked out. 
This department carries, in addition 
to leading nationally advertised lines, 
an additional secondary line of one 
manufacturer, which bears a trade 
name separate and distinct from the 
advertised make. 

On this secondary line the manu- 
facturer permits -price reductions 
and this is the line used for adver- 
tised leaders in the appliance depart- 
ment. Thus the department is able 
to special some electrical appliance 
once or even twice each week. Other 
specials are drawn from the remain- 
ing stock of discontinued lines. 

The specials from the secondary 
line are advertised. 

The specials from the odds and 
ends which are on hand in insuffi- 
cient quantities to advertise are left 
to the salespeople to “tell” to their 
prospective customers, as a personal 
“tip.” The salespeople let the cus- 


tomers regard these “tips” as special 
favors. 





and ends are specially priced. 


The word passes around from 
mouth to mouth until the sets being 
offered are off the shelves. 

The salespeople are permitted 
however, to go further than this. It 
frequently happens that a woman 
will come into the department, 
brought there by an advertised spe- 
cial and she stops to admire some- 
thing else. The salesperson is help- 
ful without exerting any “high- 
pressure” selling. She ascertains 
just what it is the woman wants 
and what is keeping the woman from 
buying. It develops in most cases 
that the woman wants some particu- 
lar appliance but just cannot see her 
way clear at the moment to pay for 
it. 

The salesperson says: “I'll tell you 
what we can do—we have specials 
on these every once in a while and 
when they are placed on sale next, 
I’ll be glad to call you up and let you 
know.” She takes down the woman’s 
name and phone number and a friend 
is made for the store, and nine 
chances out of ten, a customer for 
the department. Other women hear 
of this service and come in to Lip- 
man’s first when they’ are in the 
market for anything electrical. 

Often they come in for something 


that has been on sale and they are 
just too late to get in on the bargain. 
In these cases, the salesperson 
handles the disappointment diplo- 
matically and turns it into another 
sale by offering to call up the shopper 
the next time the article is specialed. 

There is a notable absence of 
“high-presure” salesmanship in this 
department. J. W. Winkler, general 
manager of the sixth floor, frowns 
upon everything that savors of sell- 
ing a customer against her will. 

“Such a method cannot operate for 
the ultimate progress of a store,” he 
says. He believes that a woman 
must first be thoroughly sold on what 
she buys if she is to remain a satis- 
fied customer and one who comes 
back for more goods. Salespeople 
here seek rather to promote a feeling 
of freedom that gives a shopper op- 
portunity to form likes that develop 
into sales. 

No effort is spared to help a woman 
in making a choice or in finding 
exactly what she wants. With this 
information as a premise, high-pres- 
sure with its resulting dissatisfaction 
is unnecessary. When a customer is 
once thoroughly sold on her choice 
and convinced that it is just what 
she wants, the store can be reason- 





The well carpet- 
ed department 
has dignity and 
the wide aisles 
permit easy ac- 
cess to open dis- 
plays. 
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ably sure there will be no come- 
backs to handle. 

The department takes every pre- 
caution to see that only merchandise 
that will give satisfaction is sold. 
Only standard lines of tested merit 
are stocked. The city of Portland 
demands that retailers of electrical 
appliances and equipment sell only 
merchandise that complies with the 
requirements of the National Board 
of Fire Underwriters. Lipman- 
Wolfe & Company, however, goes 
further than this. 

A system of store tests is main- 
tained and every new article offered 
for sale is tested to be sure that it is 
of such quality that can be recom- 
mended and give satisfaction to the 
purchaser. This method serves 
effectively to weed out the appliances 
that overheat or in some other way 
do not promise to give the purchaser 
the kind of service she expects. 

By making sure that every article 
offered is of standard and dependable 
quality, more whole-hearted enthusi- 
asm is noted on the part of the sales 
force. Even in the old days when 
some very low-priced specials were 
offered along with more expensive 
articles of standard quality, the 
standards were sold in greater quan- 
tity due to the more enthusiastic 
efforts of the sales people back of 
them. It is difficult to get trained 
salespeople to recommend any appli- 
Electrical Goods Section 
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The reductions in lamp prices are used to attract many people to the electrical department and merchandise is 
specially arranged for the event. 


ance convincingly when they are not 
thoroughly convinced of its quality. 

Only those lines are now carried 
on which may be had a local replace- 
ment service, and the store backs up 
every purchase with its own guaran- 
tee in addition to that of the manu- 
facturer. When complaints are made 
and adjustment is necessary, the cus- 
tomer is taken care of on the spot. 
The matter is then later referred to 
the manufacturer. 

Great stress is placed in this de- 
partment upon the importance of 
creating store traffic. For this pur- 
pose, a great many small specials 
are advertised in addition to the 
electrical appliances themselves. 
Small items from adjoining depart- 
ments are also made to contribute, 


For the Small Store 


HIS department store is adapting 
to its use a practice that thrives best 
in the small store, where the salesperson 
has a better opportunity of knowing the 
customers personally 
Unadvertised specials are even more 
important to the small store as friend- 
ship winners when handled properly. 
There also is a suggestion to the small 
store in the advertising of hose washers 
merely to get many people to see a dis- 
play of electrical appliances or other 
higher priced merchandise. 


rs 





such as hose washers at lc. in the 
household department. Such an item 
never fails to bring in crowds and in 
order to get the specialed articled, 
the customers must pass through the 
electrical appliance department. 

Within the department itself, such 
items as fuses at 2c. or incandescent 
lamps at a manufacturer’s reduction 
are offered and always with excel- 
lent results. The department is 
planned and displays arrngd on these 
occasions to lead the “special” cus- 
tomer to inspect other merchandise. 

The department is approximately 
40 by 40 feet, located directly in 
front of the elevators on the sixth 
floor of this ten story department 
store. It is-attractively arranged 
and richly carpeted throughout. The 
de luxe sets, of course, occupy a good 
share of the limelight and the wide 
aisles between and around these dis- 
plays are invitation enough to keep 
people interested to walk through and 
examine the every-changing variety 
of labor saving appliances. 

The electrical appliance depart- 
ment is coming to be a leading gift 
department and although there are 
many items now considered standard 
equipment in most homes and which 
most women will buy for themselves, 
yet at Lipman’s it is found that al- 
most three-fourths of the business 
here is done on the gift idea. 














— and = make 


A. FRAYSER began build- 
R ing the radio business for 
@® Howell Bros., hardware 
merchants in Richmond, Va., “’way 
back when every enthusiast rolled 
his own.” He made money then and 
later he sold the first manufactured 
set in Richmond. Soon after that 
historic event, Frayser was greatly 
dismayed as he saw the radio busi- 
ness going to the pot. 

The butcher, baker and barber got 
into the business and it was a race 
for volume. Profits disappeared in 
promises and competitive prices. 
Then Frayser realized that he could 
not make money unless his competi- 
tors did. 

So he called a dealers’ meeting 
and in a friendly way asked those 
present whether they were in busi- 
ness for notoriety, profit, or to go 
broke. Out of this meeting came 
the Richmond Radio Dealers’ Club. 
Twenty-five dealers joined and, like 
Alice in Wonderland, they discussed 
many things but not cabbages and 
kings. Chiefly, discussions were on 
what it costs to let a salesman prom- 
ise free service for even a longer 
period than the time payments, and 


goodness knows they were long 
enough. 

It was only natural, with these 
discussions going on, that some 


dealers compiled real figures which 
they gave to others. Most of the 25 
realized that there was one short cut 
to profit and that was to charge more 
than the merchandise and service 
cost. Those dealers not in the club 
did not realize this and soon reports 
of bankruptcies began to come in and 
a special effort was made to learn 
why each went broke. The lessons 
were obvious. No trade agreements 
were needed. 

Then Frayser did another thing 
that makes for profits. He made 
each step in each sale a matter of 
record, thus eliminating disputes 
over verbal agreements. Each cus- 
tomer knows exactly what he gets 
when he buys a receiver or anything 
else from Howell Bros. The forms 
are shown on this page. They ex- 
plain themselves. 

Then Frayser organized a little 
club of his own. It is the “Howell 
Bros. Radio Service Club.” It is 
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HOWELL BROTHERS 
RADIO SERVICE CLUB 


AGREEMENT No 





I ian . 
° —-—- reby make applica 
membership in HoweLt BroTners RADIO SERVICE CLUB pplicatio 


Benefits of membership are as follows: 







































































Complete inspection of Radio Set, batteries and tubes, on: 
on stated dates for six months, a t San eeeaeer 
whan amples =r poh onths, inspection card to be left with member 
ane will make minor repairs and adjustments, such as bat INVENTORY € 
» » ete 
Date Received 
in be supplied at regular retaii prices as quoted at 
Monthly inspection to Le limited to one hour calls. M 
If more time is needed fer repairs, etc, a chai MAKE 
be made, same to be paid at time work is hes. one a ee SERIAL No. 
In event extra calls are needed a y y ; 
made, same to be paid at time sePvice is gy eae cia ERIE 
Extra service calls can be substituted for the lar i i COST 
viding the member calls HoweLL BrotHers Rabio SeRvicr om Plone of 
Randolph 46, and Radiotrician can consistently arrange the service 
Cost of membership, $5.00 for six months, payable with ‘application 
It is understood that this membership i ithi 
, p is limited to those within city 
= service is desired outside of city limits; additional charge will 
(Signed) 
Date. andl 
Salesman ne ad HY ; 
240 N 240 : N@ 240 : N@ 240 
j ‘e ’ : : " 
oneal. sane, ; This Coupon : This Coupes : This Coupon 
Radio Service + Good for OneCall ; Goodfor OneCall : Good for One Call 
Gee with sath Relie wid y= } by our Radiotrici : by our Radiotrici : Radiotrician 
‘The Three Coupons attached ‘ : ; ee : 
ened for thoes calle by om Radio 5 Howell Bros. : Howell Bros. : Howell Bros. 
Caetalel : 
i 
aeno.. . 4 Name ¢ CEP co mcsoaet- : Name... 











HOWELL RADIO SERVICE ORDER 


Name 





Address 








Work to be done 




















Date 





Make Set 


Some forms used 
in Howell Bros.’ 
Radio  Depart- 
ment 
1| $1 
Py27 
iij3 

















well explained in the membership 
agreement. Frayser is quite con- 
vinced of several things which may 
be summed up as follows: 

You must have a limited but ade- 
quate stock of dependable goods, well 
displayed. 

You must give a lot of informa- 
tion free—but nothing else. 

You cannot make money on any- 
thing unless you get a fair price 
for it. 

Put a limit on “free” service and 
then cover in the original charge for 
the -set. 

Among other things, Frayser has 
made money on aerials. Long ago 
he made two installation prices— 
$10 or $15—according to conditions. 
When prospects asked for a home 
demonstration, he asked about an 
aerial. “You cannot get a good dem- 
onstration without an aerial,” he 


would say, “and of course you are 
going to have a radio, so let us put 
up a good aerial and then you can 
buy the set that operates best.” 

Many people bought. 

All of the transactions are care- 
fully recorded and in dull times 
Frayser and his two assistants, 
Everett Foulkrod, assistant manager 
and salesman, and L. E. Olmstead, 
service and outside man, can check 
through the cards and find openings 
for business. 

In the early days of radio, Howell 
Bros. operated their own broadcast- 
ing station—a 10-watt affair, but a 
wonder in that day. They also or- 
ganized the Tri-County Radio Club, 
which met in their store. The firm 
did much of the pioneering and have 
not let up in the pace. 

Most important, they have made 
money. 
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fen the keynote of the new 
Spring sales activity on Edison 
Mazpa* Lamps. And that’s where 
Edison Mazpa Lamp Agents will 
be during the campaign period. 

Only past experience gained in 
such outstanding sales successes as 
“TODAY’S THE DAY” and 
“LIGHT UP... FOR PROFIT” 
could make possible the sales ideas 
and display material that “OUT 
IN FRONT” provides. The cam- 
paign portfolio shown above pre- 
sents an entirely new conception 


viqy. | 


mre ea. 


of lamp merchandising. Follow its 
suggestions and you can not fail to 
increase your lamp business! 

Join the ranks of those Edison 
Mazpa Lamp Agents who will be 
“OUT IN FRONT” this Spring. 
Read the current issue of the Edi- 
son Sales Builder for full particulars 
of this money making sales cam- 
paign. And ask your Jobber’s sales- 
man to help you in getting started 
on the most successful lamp season 
in your business experience. 





*Mazpa— the mark of a research service 


EDISON MAZDA LAMPS 


GENERAL@S ELECTRIC 


Electrical Goods Section 











26 


HARDWARE AGE for MARCH 1, 1928 








HESE newspaper advertisements are a part of the Spring 

series now being run by ABC dealers throughout the 

country. ABC dealers are advertising Spinners, talk- 
ing Spinners, demonstrating Spinners, and making money selling 
Spinners. 


The ABC Spinner has set a new standard for the entire elec- 
trical appliance industry. It is the only washer that combines 
FAST AGITATOR WASHING, FAST CENTRIFUGAL DRY- 
ING, and CLEAN SANITARY PORCELAIN. 
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The ABC Spinner will soon 
be available with depend- 
able 4-cycle gas engine 





ABC PORCELAIN, successfully applied at the A BC plants, 
has set a new standard for LOW RECONDITIONING COSTS. 


The success of the Spinner has been unprecedented. Already 
thousands of dealers have found the Spinner a profitable sales 
franchise. To these dealers have been attracted thousands of 
the country’s crack re-sale men. 


If you have not investigated the wonderful possibilities of this 
fast-selling washer, do it today. Write or wire. 


Altorfer Bros. Company (Est.1909) Peoria, Illinois 


SPINNER 


The PORCELAIN Washer 
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N. Lazarnick Photo 


1—Contest closes April 15. 5—The winner will be announced in the second issue of 
2—Contestants must be connected with retail sales of the ELECTRICAL Goops following this issue. 
appliances or radio. 6—The staff of ELECTRICAL GooDS SECTION will be 
Print your name plainly, address, store you are con- judges. 

nected with and position occupied. SPECIAL—Please do not tear the page from this 
4—In case of tie each contestant will receive $15. magazine. 








3 


Address—Title Contest, ELECTRICAL GooDS SECTION, 239 West Thirty-ninth Street, New York City 
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New Outlet Box Receptacles 


For Direct Threading Reflectors 
and Shadeholders 


a 
3 





No. 93080 


These Receptacles amplify the Arrow Aluminum Socket line by 
providing a means of installing direct threading reflectors close 
to the ceiling. They also take Arrow Aluminum Shadeholders. 


























RECEPTACLES 
Schedule B 

‘ (| in | 2 i Dimensions | Screw Hole | 

Cat. List | Std. of Base | Spacings | Pkg. | Car- 
No. | Price | Pkg. inches | inches | Wet. | ton 
2 93080 | $0.35 | 100 |For 34-inch Outlet Boxes................... , 3i5 234 | 54 | 10 
: 93090 | 40 | 100 [For 4 -inch Outlet Bones:...........5......%8. 4 } 3% | 61 5 

| 
* Japanned Covers are standard. Galvanized and Arrolac Covers will be furnished at the same price. 
THREADED ALUMINUM SHADEHOLDERS 
Schedule H — Without Ventilating Holes 

8122 | $0.20 Be te cities WE OWE dock oho See ee ves eect eek 6 10 

8123 ET oe tn EN UNOWN 5, co iicas oka Paw acdtesnaboced iveccecce'’s er | 7 | 10 

8133 -40 Se CU I EI oo oS aoe a ea ee we Oka la se oe wie we | 10 | 10 





| er ce 
| | 


Write Your Jobber for Price Information 


THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 


RROW 


The complete line of Wiring Devices 
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Hot Coffee is 
Best ad for There Always is a Way—by T. F. Chantler 






















I 7 Wresse A cup o' | Mi 
a Percolator Rae ARLE ae | | THe poss wen I 
FON AME THINK OF A QUT TOGET HIS & 







=\"MOCHA—~ OTHER 
| PEOPLE WILL COME FR 





Percolator Month in the adver- 

tising campaign by appliance 
‘manufacturers and power com- 
panies, we do not know but it cer- 
tainly is a wise selection, for most 
parts of the country. 

March certainly is a month when 
good, hot coffee is appreciated. So 
it becomes a good sales point to in- 
vite people—on those chilly March 
days—to step in and sample your 
coffee just out of the percolator. 
Many of your customers will appre- 
ciate it sufficiently to get interested 


J: why March was selected as 















































in a percolator. LETS DEMONSTRATE Wy DEMONSTRATE. GO AHEAD 
The sales people should always cr ata ttm Np IN THE WINDOW. 

make a strong point of the certainty eect AND net ¢ THAT LL LEAVE 

of good coffee by the electric per- PLENTY. OF ROOM FOR THE STORE ik. 

colator method when good coffee and A DEMONSTRATION FOR SELLING 

good water are used. There are 








many points in the electric percola- 
tor’s favor. The heat is regulated, 
it is certain and—if you handle the 
right kind of merchandise—the per- 
colator is better made than most 
flame heated percolators. 

Mr. Chantler shows in his graphic 
sales suggestion how a saleswoman 
got an idea when the boss went out 
for his morning cup. So while he 
was gone she looked around for a 
place to serve the friends of the 
store. She did not want to interfere 
with sales—no good sales person 
wants to do that. 

So she decided upon the window. 
She probably set aside entirely her 
own ideas of modesty and personal 
inclination. She made the sugges- 
tion to the boss when he came back 
warmed by his extra cup and fully 
in a mood to appreciate how much 
good a bit of hot coffee will do to a 
tired, jaded individual. 

Do it this month while national 
advertising is carrying the message 
of electric percolator coffee to all 
people who read. 
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She Westinghouse 
LAMP MERCHANI 


A new and strikingly Attractive Merchandising device: 
which will positively increase your Lamp Sales 


| 


~ YC YA TT. 
JALORIAN 


, 





| to and merchandising experts ular flashing of the lamps varies the 


color blends and gives the effect of 


who have seen the Westinghouse Note these fea ceeres 
Lamp Merchandiser declare it to be the motion. In no other merchandising device 


Attracts attention. ; ’ . 
is the play of color so beautiful and effec- 


ideal means of increasing lamp sales. It is : 
8 P es. it Reminds the customer to 











20” wide, 25” deep, 24” high and holds purchase lamps. tive. Placed on counter or small table, the 
‘ ; Displ: full li f 
about 100 lamps. It is sturdily constructed imo ore eR eee Merchandiser will attract the attention 
of special Kraft lined mounting board and Shows a and wattage of every one coming into your store. 
; a : : at a glance. 
is artistically decorated in rich orange Invites handling of lamps. The Merchandiser comes knocked 
and jet black. Easily illuminated. down and can be easily and quickly 
a Holds an ample supply of : ; 
Provision has been made to place three lamps. assembled. Price $1.50 delivered. (Cash 
. Costs you only $1.50— . 

colored lamps on flashers in the back of got lh daar 4 with order.) 
the merchandiser. As these colored lamps For further particulars regarding this 
flash on and off, the lamps displayed and other exceptional features of a West- 


on the sloping panel and those heaped in the display rack on inghouse Mazda Lamp Agency appointment, write our nearest 


top are illuminated with marvelous color blends. The irreg- . Division Office. 


The Westinghouse Lamp Company, 150 Broadway, New York 


NVISION OF FD AT —ATLANTA, GA., 426 Marietta St.; BOSTON, MASS., 10 High St.; CHICAGO, 
ILL., 111 West Washington St.; NEW YORK, 133 West 41st St.; PITTSBURGH, PA., Chamber of Commerce Bldg. ; 
ST. LOUIS, MO., 411 North Seventh St.; SAN FRANCISCO, CALIF., 1414 Hunter Dulin Bldg. 
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EDITM@RIAL PAGE 


Now for Fans 


T will probably be some days yet before fans will 
| sell well over the retail counter, but it is past the 

time for considering well your coming market and 
getting your order in and the goods in your store. Last 
summer was an example of what can happen to the fan 
market. There was a slump instead of a gain. The 
reason, we believe, was the lack of fan weather early 
in the season. The merchant who does not sell fans in 
the early hot days loses much of his season’s trade, just 
as the industry lost last year because there were no 
early hot days. Get your fans early and begin to sell 
on the first hot day. 





Electric cooker is one of the most efficient 
trouble savers in the list of appliances, and yet only 
one home in 16 has one. 


Have You Tried 


r NHE Hardware Council says that dealers have 
been thinking too much in terms of what others 
should do for them, rather than what they should 

do for themselves. This leads us to wonder if dealers 
have done all that they might to correct the situation 
as to merchandising electrical appliances in their com- 
munity. We know of several communities where deal- 
ers, by explaining to the power company heads how 
much effort they were willing to put behind appliances 
if the situation was cleared up, succeeded in adjusting 
all questions as to terms, prices and so on and enlist- 
ing the active aid of the power company. 





Ironing machines are gaining, despite the heavy 
first cost. One family in 50 in wired homes has 
one. 


Laziness or Good Sense 


NE merchant we know sells electric appliances 
QO with misgivings. He believes the women of 

today have too little to do rather than too much, 
and he is opposed to selling them anything that lessens 
their daily toil. He says they do not work as hard as 
their grandmothers. He apparently thinks it is unim- 
portant that they live longer or that he lives quite dif- 
ferently than his grandfather. This man’s place of 
business is well electrified. 





It is estimated that 755,000 wired homes are now 
enjoying electric refrigeration. That leaves 16,- 
841,000 to be sold. 


Progress of Standardization 


[ise tam the Voltage Book recently compiled by 
the Lamp Committee of the National Electric 
Light Association we learn that in 1923 the 115 
voltage service was distributed by 35.6 per cent of the 


power companies to 38.5 per cent of the population. 
In 1928, 68.2 per cent of the companies were distribut- 
ing this voltage to 58.8 per cent of the population. 
This interesting accomplishment indicates that the 
electrical industry is making progress in the effort to 
standardize service throughout the country, which will 
mean much less trouble merchandising electrical goods. 
It means that there will be less likelihood of getting 
the wrong voltage lamps and appliances when you 
neglect to mark your order. 





Are you sure of the quality of the electrical mer- 
chandise you sell? It may mean life or death to 
some customer. 


It’s Selling After All 


\ N 7] E heard the other day of a merchant who had 
not believed in outside selling; but, when he 
stocked radio, he employed such a man. This 
salesman did well with radio until the first of the year, 
then his sales and earnings slumped. He began to 
wonder about his job. One day he came to the mer- 
chant to ask about selling other things while working 
on radio prospects. He had a nice order for wire 
fencing and an inquiry for paint for a rather large job. 
This merchant has made arrangements with his radio 
salesman to “sell the line” and he is doing very well 
and the merchant believes his sales will increase. 





Now comes the two-cleaner sale. 
house and one for the car. 
uses. 


One for the 
Both will serve many 


The Electric Churn 


OW comes the story of a farm woman who, when 
| \ the electric wires reached her home, hastened 
to buy a washer. She had always hated wash 
days, but with the washer she did not mind them much. 
Then she thought of churning—another job she hated. 
Churning looked just like the motion of her washing 
machine. So she tried it and it worked. To get above 
criticism, she bought another tub for the churning opera- 
tion. She told the dealer what she wanted the second 
tub for and he told the story. It is a good selling hint 
for those who have washers that will churn. 





Whose fault is it when a customer gets a wrong 
voltage appliance? Have you helped to get your 
community standardized? 


Seasonal Suggestion 


OW comes a lighting manufacturer who suggests 
| \ that this is the time to sell lighting fixtures 

for school houses. Fixtures are installed in 
school houses, he makes note, during the summer and 
this is none too early to take up the question with the 
school board. 
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HE sweeping popular demand for a 

lower priced—modern—full size elec- 
tric washer is at its height. The One Minute 
Model 60 enables the washer retailer to get 
more than his share of this lower priced 
washer business. For here is a washer that 
looks and acts the part of a machine selling 
in excess of $125.00 yet can be retailed 
profitably at less than $100.00. The model 
60 is the kind of a VALUE that insures a 


larger volume of sales in any community. 














HE Model 52 One Minute completely 

satisfies those particular people who 
desire only the very best in electric appli- 
ances. Handsome in appearance and finish 
—the wringer with balloon rolls—the tub 
of heavy copper with outer shell of steel— 
timken bearings and quiet drive—the larg- 
est capacity of any family washer—and 
many other outstanding features. You can 
sell this washer in any competition. 











ONE MINUTE MFG. CO. 
NEWTON, IOWA Dept. BG 


Send complete information on One Minute Washers. 
Model 60 Model 52 
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Clearing Static In the 
Radio Set Sales 


OW the number of radio re- 
H ceiver prospects has _ been 

practically doubled in the 
last year was told by O. H. Caldwell, 
a member of the Federal Radio 
Commission, at the meeting of the 
Radio Manufacturers’ Association in 
New York recently. On this phase 
of the work of the Commission, Mr. 
Caldwell said: 

“The purpose of the Commission 
and its ideal is to bring good radio 
into every home in America. We 
hope to bring good radio, with a 
strong field strength if possible, into 
city homes and into those homes that 
are near radio broadcasting stations. 
But when you realize that more than 
half the people of the United States 
live more than 100 miles from a 
radio station you can see the impor- 
tance of developing this other great 
market, a prospective market of 50,- 
000,000 people whom, by the process 
of clearing channels undertaken by 
the Commission during the fall, we 
are now able to serve. 

“As you gentlemen are aware, if 
there are two radio stations oper- 
ating on the same wave length, each 
radio station will deliver a very ac- 
ceptable program to its community. 
But at a distance the two produce a 
whistle and the program is ruined. 
The Commission has, therefore, un- 
dertaken to clear up a limited num- 
ber of the waves and put on those 
waves the best stations that are do- 
ing the best jobs. 

“These stations occupy the chan- 
nels between 800 and 1000 kilocycles. 
We have not yet got that region into 
good shape. Eleven remain to be 
cleared up, but we have our own 
plans laid and we propose to go 
ahead as soon as we are able. 

“The next step in improvement is 
that of helping the situation be- 
tween 1000 and 1300 kilocycles to 
enable local stations to operate on 
these channels without interference. 

“A very interesting development 
which is of importance to manufac- 
turers and dealers is that some of 
the high powered stations are going 
down to 200 meters in the extreme 
lower end of the broadcasting band. 
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Commissioner O. H. Caldwell 


There are already some eight or ten 
stations down there. 

“A large number of the radio sets, 
I believe, sold this year and last 
reach down there satisfactorily, but 
there is now a need for a low priced 
set—selling for less than $50— 
which reaches down into that area. 
I have asked your president to make 
public the names of equipment that 
will reach down there, for this is an 
important development. 

“As we broaden this broadcasting 
band, it is going to relieve the pres- 
sure on the upper reaches of that 
band. 

“We hear many questions - in 
Washington as to the prospect of 
putting a tax on radio sets. I feel 
that this would be unwise. We have 
in this country the greatest radio de- 
velopment in the world. It has been 
accomplished by the very fact that 
radio is free. 

“Such taxes and such plans of 
licensing are in use in Canada and 
in England. I learned there that a 
large number of sets are escaping 
taxation and that the cost of collect- 
ing taxes is exceedingly expensive, 
in terms of the taxes collected. Cer- 
tainly I oppose, and I believe you 
gentlemen would oppose, any plan to 
tax either radio sets or tubes or 
any other radio equipment. 


“TI have pointed out here the grow- 
ing market for radio in the United 
States through clearing these chan- 
nels, by which it is now possible to 
reach every home on the North 
American continent with a program, 
however faint it is, however weak 
it comes in, because the Radio Com- 
mission cannot control the power of 
stations except to diminish them. 
We cannot order a station to in- 
crease its power. 

“There is now laid down into every 
home in the country a fair diversity 
of good radio programs. To manu- 
facturers and_ distributors that 
means there has been opened up a 
tremendous new market of a popu- 
lation of at least 50 to 60 millions 
of people who are now prospects for 
radio sets of a higher value, of a 
better quality, of a character to re- 
ceive these signals and to amplify 
them to good loud speaker volume.” 

The change in receptive conditions 
for such a large part of the popula- 
tion means, of course, that many 
hardware dealers have before them 
a better prospect for selling radio 
receivers and kindred merchandise. 
It will bring merchandising oppor- 
tunity to hundreds of merchants 
who have been deprived of partici- 
pating in a big way. 

In another part of his talk Com- 
missioner Caldwell explained why 
the Radio Commission had not been 
more drastic in its actions. He ex- 
plained that when the Commission 
was appointed, it was suggested that 
the then 700 stations be reduced to 
400. That would have meant 300 
hegrings for the stations to be 
closed, probably a day for each. 
Then at least 150 of these wouid 
have sought injunctions and it re- 
quires two years to get a decision 
from the United States Supreme 
Court. The Commission’s rulings 
could not. have become effective until 
the injunction suits had been de- 
cided. So no forward step could 
have been taken posititively for two 
years. 

By “trading” with the individual 
stations instead of issuing drastic 
orders, the Commission feels that it 
has accomplished much in a shorter 
time. Had the existing conditions 
been continued, Commissioner Cald- 
well said, there would havé been no 
radio industry last fall and none 
until the Supreme Court rulings 
were made. 











A Tested Display 


— advertising this season will help 
our many dealers move Wagner Fans. 
Attractive envelope enclosures, dealer news- 
paper electros, counter leaflets. FAIR ano COOLER 
This year the big feature is the window 
display. Beautiful in appearance, a credit to 
even the most fastidious dealer’s window, } 
this style of display has been tested ina display CONTINUED 
expert’s laboratory as well as in the windows 
of dealers distributed over the country. Its 
pulling power was phenomenal. You can’t 
afford to miss this display — it will draw sales 
your way. | 











FAIR WEATHER 


The Motor 


The Wagner Fan Motor is a representative product of an 
engineering organization long famous for its outstanding 
achievements in electric motor history. WagnerFan Motors 
were developed by Wagner Engineers who designed the small 
Wagner Motors used by manufacturers of Electric Refrigerators, 
Floor Polishers, Food Choppers, Washing Machines, et cetera. 





LONG STRONG 
BREEZE 









TRANSFORMERS FANS 


MOTORS 
Single-phase, Polyphase and Power, Distribution and Desk, Wall and 
Fynn-Weichsel Motors Instrument Ceiling types 


WAGNER ELECTRIC CORPORATION ... 6400 Plymouth Avenue, St. Louis, U.S. A. 


61-6238-2 








Wagner Products 


A Good Line for Dealers 


) ea who pride themselves upon 
their complete service in all things elec- 
trical will want to handle the Wagner Line. 
Not only large motors but small motors, fans 
and transformers are made by Wagner and 


sold by Wagner Dealers. 


Wagner Dealers are firms which have the 
reputation of selling only the best and of 
being able to furnish full electrical service to 








their customers. 


The Wagner Electric Corporation will be 
pleased to explain its dealer plan to firms 
which meet these specifications. 


Products: MOTORS ... Single-phase, Polyphase and Fynn-Weichsel Motors 
TRANSFORMERS .. . Power, Distribution and Instrument 
FANS ... Desk, Wall and Ceiling types 


WAGNER ELECTRIC CORPORATION — 6400 Plymouth Avenue, St. Louis, U.S. A. 


61-6238-2 
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The Title Is 


“A Little Child Shall 
Lead Them” 


The $15 Prize 


For the best title for picture in Sepia Section of next to 
last issue was won by 


Paul Patrick, 
Electric Appliance Salesman, 
London Kilpatrick Hardware Co., 
Johnson City, Tenn. 





Electrical Business Briefs 


UCH interest is aroused in business circles by 
M the adoption of a resolution by, the United 
States ordering the Federal Trade Commission 
to investigate the financial arrangements of public 
utility companies doing an interstate business in gas, 
electricity or similar forms of energy. The objective 
of the investigation is the financial structure of the 
holding companies that have grown out of the consolida- 
tion of many small companies. The questions of service 
and rates for current apparently do not enter directly 
into this investigation but the earnings on stocks, 
methods of distribution of stock, cost of selling stocks 
and such questions are to be directly investigated. Such 
questions as rates, local business practices and other 
such questions that more directly interest the local busi- 
ness man will probably be affected by the results of this 
investigation. Much comment was made on the allega- 
tion made in the Senate that public utilities supported 
a lobby to oppose the investigation. It is known that 
the utilities supported another lobby—that which urged 
the investigation. A considerable number of utlities 
are anxious for an honest investigation. 

Herbert H. Frost, well known in the radio business 
through his connection with the E. T. Cunningham, Inc., 
tube manufacturers, has been elected vice-president of 
the Federal-Brandes, Inc., makers of Kolster receivers, 
and is in charge of merchandising. Mr. Frost was form- 
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RADIO - IS - BETTER - WITH - DRY - BATTERY - POWER 























Insuring still greater 
profits for you! 


The interesting story of Chrome is reach- 
ing battery buyers through leading 
magazines and newspapers all over the 
country. Every reading home will be 
reached this season. 


This new answer to the long recog- 
nized superiority of Burgess Batteries 
is all you need to tie into for your share 
of increased dry cell profits. Get back 
of the Burgess line now for better busi- 
ness. Inquiries invited. 


BURGESS BATTERY COMPANY 


General Sales Office: CHICAGO 
Canadian Factories and Offices: Niagara Falls and Winnipeg 








Chrome 


is a metallic element 
that prevents chem- 
ical action when bat- 
tery is not in use— 
means longer life. 
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Electric Ranges 
—a growing opportunity 
for hardware merchants 


Successful merchandising cannot be done in 1928 
on 1918 methods. New fields must be developed. 
New opportunities must be welcomed. And for 
the alert hardware merchant there is no better 
opportunity than the merchandising of electric 
ranges. You havea range department— but, with 
the increasing acceptance of electrical cooking, it is 
not up-to-date unless it includes electrical ranges. 


Many hardware merchants are making a success 
of Standard Electric Ranges. They are getting 
business that they would not get otherwise. And 
they are making added profits. Standard is a 
complete line—manufactured by the oldest exclu- 
sive makers of electric ranges. Standard Electrics 
are a dependable, thoroughly high-grade product. 
Our policy is one of helpful cooperation with 
our dealers. 


Ask for all the facts, and copy 
of the Standard catalogue. 


THE STANDARD ELECTRIC STOVE CO. 
TOLEDO, OHIO 


Standaw 


ELECTRIC RANGES 


“‘Standard quality is never questioned”’ 

















erly president of the Herbert H. Frost, Inc., radio manu- 
facturers of Chicago. 

The Laun-Dry-Ette, wringerless washer, has been 
purchased by and is now manufactured by the Sentinel 
Manufacturing Co., Cleveland, Ohio. 


known as NEMA, at a recent meeting held in 

New York heard encouraging reports of prog- 
ress on the work of the National Electric Code and the 
standardization program. A pamphlet on the National 
Code has been prepared and should be read by every 
business man who has the interests of his community in 
mind. The standardization of quality of electrical appli- 
ances and equipment, it is believed, will greatly progress 
—where certain changes now under way for the Board 
of Underwriters are completed. 

Reorganization of Servel, Inc., manufacturers of an 
electric refrigerator, has been completed and Frank E. 
Smith, receiver, is president. The head offices will be 
in Evansville, Ind. 


N ATIONAL Electric Manufacturers’ Association, 


ERCHANDISING section of the National Elec- 
Mee Light Association was held recently in 

Chicago. The members of the section approved 
of a draft of certain fundamentals as to the merchan- 
dising of appliances and equipment that have been 
reached between hardware, department and drug store 
associations and the N: E. L. A. This agreement and 
certain stipulations will be published later. The com- 
mittee also announced that a series of tests on oil- 
burner heating equipment would be continued. 

Hygrade Lamp Co. of Salem, Mass., has bought 
Triumph Lamp Co. of Indianapolis, and will tranfser 
the business to Salem, closing the Indianapolis factory. 

Simplex Electric Appliance Co. of Cambridge, Mass., 
has sold the entire lamp socket appliance business of 
the company to the Edison Electric Appliance Co. of 
Chicago. The Simplex company will retain the electric 
range business. 

George J. Klein, Novelty Lighting Corporation of 
Cleveland, has been elected president of the Artistic 
Lighting Equipment -Association. C. A. Bridges of 
Moe-Bridges Co., Milwaukee, is vice-president. Imme- 
diate starting of an organized re-fixturing sales cam- 
paign by the association was authorized. 


Stevens Hotel, Chicago, the week of June 11, there 

will be many trade meetings during that week. 
Many dealers attended the show last year and were 
well repaid by the opportunity to examine the newly 
designed lines. 

James Cameron is the new general manager of 
Charles Freshman Co., Inc., Myron Goldsoll, vice-presi- 
dent, has resigned from the company. 

Edison Lamp Works is offering a contest “Out In 
Front” to stimulate merchandising during March. All 
Edison lamp dealers are eligible for the contest. 

Liberty Gauge & Instrument Co. of Cleveland, has 
purchased the electrical business of the Variety Machine 
Stamping Co. of the same city. The Natural Marcel 
Waver made by the purchased company will be rede- 
signed and continued as a product. 


G steven Radio Trade Show will be held at the 
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The illusion 
of actual pres- 
ence is created 
when you listen 
through — not to—the 
new UTAH"No.X” SPEAKER. 
Its qualities of reproduc- 
tion are expressed in the 
mystic spell of pleasure 
which they weave for you. 
UTAH RADIO PRODUCTS CO. 
1615 S. Michigan Ave., CHICAGO 


The only complete line— 
ranging from $10 to $100 


datas ase 
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The two window displays shown on this page have proven ability to stop passers-by, and that is the first 


requirement of a display. This is done by a combination of merchandise and background. Once the per- 

son stops, the window can carry a further message. In each case you will note that parts of the appliance 

are shown. This carries the thought to the observer that the machine is well made, that the parts are 

equipped for the work put on them. Then, in each case, comes information as to price and terms. That 
about completes the objective of such a display. 
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Century fans move an un- 
usually large volume of 
air, because the entire 
blade area is made effec- 
tive by a sharp curve in 
each blade near the center 
of the blade assembly. 








Century 12-in, 3-speed 
Portable Oscillating 
Fan A.C. and D.C. 


CONVENIENCE! 


Easily Handled and Controlled 


Convenience is a big selling feature of Century 12-in. 
3-speed Portable Oscillating Fans....They can be easily 
carried by the handle secured to the top of the motor 
frame....Their weight is the lightest, consistent with 
stability....The oscillating mechanism can be adjusted 
by a small, easily accessible lever....The direction of 
the breeze may be varied without lifting the fan.... 
There is a 3-speed switch in the base. 


In addition, Century Fans provide COMFORT, because 
they move an unusually large volume of air—and their 


CONSTRUCTION assures lifetime service. 
CENTURY FANS BUILD BUSINESS 


The Century Fan Line Includes 
Stationary 9-inch Portable, 1-speed switch in base, for A.C. ’ % Oscillating 
9-inch Portable, 1-speed switch in base, for A.C. ’ ’ Oscillating 9, 12, and 


16-inch Portable, 3-speed for A.C. and D.C. * ” Ceiling 60-inch sweep, 3- 
speed for A.C. and D.C.” ” Ventilating 16-inch, 3-speed, for A.C. ahd D.C 


CENTURY ELECTRIC COMPANY 
1806 Pine St. St. Louis, Mo. 
33 Stock Points in the United States and More Than 50 Outside Thereof 
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When Electricity Comes to Town 


smaller communities, many merchants have the 
problem of adjusting themselves to new conditions. 
We do not, of course, refer to the use of electricity for 
lighting, for fans or in any way to the personal phase. 
We refer to the rather difficult task of stocking the 
new merchandise that becomes available to the people. 

In this connection, the following letter will be inter- 
esting. The writer is Beryl O. Hoyt, whose suggestion 
was accepted as the title for the full page picture printed 
in the December issue of the Electrical Goods Sec- 
tion. You doubtless remember the title, printed in the 
February 2 issue. The charm of the wording and 
sentiment, “Candle lights tapering tall gleam their 
greetings to all who call,” makes it stick in the mind. 

In answering the letter carrying the news of the 
award, Mr. Hoyt writes of his job. New Auburn, Wis., 
his home, is a small community, about 500 population, 
in a farming district. He writes: 

“For several years I was buyer for the grocery de- 
partment of Farmers’ Store Company at this place and 
was transferred some months ago to the hardware de- 
partment, which includes electrical goods. So it has 
been new work to me. Hardware Age and the Elec- 
trical Goods have been interesting and helpful to me. 
The manager passes the magazines along to me and 
never a week passes but I get some help from the stories 
and the advertisements. 

“New Auburn is a small, hustling place. 


|: this period of expansion of electric lines to the 


Electric 





lines have been here only a little over two years and 
of course some homes are not yet connected. It will 
take time and, of course, money, to complete the elec- 
trification. The farmers not on the high line are wait- 
ing anxiously for current to reach them. 

“After the current reaches them, they will gradually 
buy the electrical needs. First comes the installing of 
fixtures in houses, barns and sheds. The rest can wait. 

“Next comes the milking machines and motors, fol- 
lowed by irons and washing machines. During the 
recent holiday trade the irons and waffle irons moved 
better than the larger appliances. The vacuum cleaners 
and washers will come later. Then, gradually, kitchen 
appliances. The expense of installation and fixtures 
are too great to rush them with other things. 

“As to the prices they will pay for fixtures and ap- 
pliances, they vary according to the prosperity of the 
farmer. The hard-pressed farmer looks for the cheaper 
grades rather than go without, while the prosperous 
farmer buys the best. 

“The Lutherans have just had their church wired 
and we furnished beautiful crystal fixtures, which is 
really a great ad for us. 

“We always carry wiring supplies and bulbs. We 
keep a washer on the floor. 

“Our biggest appliance trade is coming this year, for 
which we are making plans. The community is realiz- 
ing the necessity and advantages of appliances and will 
“BERYL O. Hoyt.” 


respond. 








Most popular B Power Unit 
for radio sets in the world 


The Super B, illustrated above 
is only $292, complete wi 
Majestic Super~Power 
B-~ RectifierTu he. 


GRIGSBY + GRUNOW= HINDS CO 4572 ARMITAGE AVE CHICAGO-ILL 





Not just ‘‘Electric Radio” 
but Reliable A-C Radio 
by MOHAWK 


that you can sell for $112.00 and up. 
Mohawk Corporation of Illinois—Chicago 











Hogan patent No. 1014002 and Mohawk 
| patent No. 15 





Radio Tubes 





ALL STANDARD TYPES 


Greatest Proposition in the Field 


The most complete support given Dealers and Jobbers 
with advertising, selling helps and broad-gauge policy 
to back them up on the platform that Gold Seals give 
extra satisfaction. Quality tubes in all standard types. 


GOLD SEAL ELECTRICAL CO., Inc. 


250 Park Avenue New York 
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“Comeback” of Radio Parts 


the radio parts business goodby, drew a long sigh 
of relief and said “good riddance of bad rubbish,” 
or something to that effect. 

But it was not the end of the story. Radio parts 
have staged a remarkable comeback, so much so that 
a special division of the Radio Manufacturers’ Asso- 
ciation is sponsoring its bid to fame and fortune. 

This new era of radio parts is as far from the old 
jumbled table of miscellaneous experimental gadgets as 
the Lindbergh performance is removed from the adven- 
tures of Darius Green. There is method and profit for 
the right man in this new radio parts business, but he 
must be the RIGHT man, and not every radio enthusiast 
is the RIGHT man. 

The new idea is based chiefly on buying the radio 
parts from a single or at least a limited source of sup- 
ply and shutting your eyes and ears against the peddler 
—if any still survive—who comes along to sell you “the 
most revolutionary thing of the radio era.” These 
parts are sold chiefly in kits and the directions are very 
explicit as to wiring, accessories and other equipment. 

The big idea is to supply sets for people who want 
a special service. Perhaps there is still a man in your 
community who is a bug on distance. Or he may be a 
man who wants a receiver for local stations to keep the 
family from trying for distance. It might be that your 
community requires svecial treatment, although that 


é ko years ago the hardware merchant kissed 


is not so likely since the Radio Commission has spanked 
some frolicsome broadcasting stations. Be the reason 
what it may, until people are standardized, some men 
and women with money to pay their way will want 
something different from their neighbors. Supplying 
these individual wants is profitable for people who 
catch step with those who are out of step with the 
masses. People with strong individual tastes must, and 
usually will, pay for the gratification of these tastes. 

’ Radio service is building a structure of its own. In 
some communities the radio service man is on his own, 
building a business around his personality and ability. 
In other communities this radio service man works for 
the radio dealer and is building a business through the 
combined personality of himself and his employer. 
Often this service man is in the employ of the hard- 
ware merchant and in the smaller communities he ser- 
vices many things besides radio—the vacuum cleaners, 
oil burners, steam heating valves, replaces gears in 
washing machines and similar work. He likes radio 
and knows it. 

This is the man who can sell a kit set and can tell 
just the loud speaker to be sold with it. To date this 
man has distinguished himself by selling loud speakers, 
special purpose tubes and battery eliminators.on his 
service calls. 

This parts business may be a solution for your service 
department—if you have the RIGHT man. 
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FRANKLIN. HARDWARE 


ee however, that they returned to Hygrade. 
we % : The wisdom of this choice is shown by the fact | 
i; - : } that in 1926 Franklin’s gross sales of Hygrade ; 
B , | Lamps had mounted to $1200 and in 1927 to $1500. 








‘ 


Franklin’s Hygrade Lamp 
Sales Jump from Nothing 
to $1,500 in Six Years...... 


In the last four months of’ 1919, when the Frank- 
lin Hardware and Novelty Works of Denver, Colo., 
began business, their sales of Hygrade Lamps 
amounted to very little. 


In 1920, with another make, they reached a < 
volume of $170. This figure was so unsatisfactory, 


A good merchant always shows an increase with 
Hygrade Lamps. 


HYGRADE-~-LAMP CO © 


GENERAL OFFICE 


SALEM Mass 


SOLD THROUGH JOBBERS 


AND FACTORY 
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Why Let Cooking Stove Trade Slip Away? 


Some merchants are successfully selling electric ranges by contracting 
with electricians for installation and service 


HE hardware dealer was the 

original stove dealer. He 

sold the early day wood and 

coal stoves that kept the people 
warm and cooked their meals. 

The hardware dealer also was 
early in the gasoline and oil stove 
business and he has held his own 
pretty well in these lines in which 
he has been joined by the depart- 
ment and general store, who have 
a generous share of this trade. 

Since the day of the steel range 
and later the oil and gasoline stove, 
a rather energetic competitor has 
been the canvassing salesman, or 
perhaps he worked for some manu- 
facturer who believed in direct 
distribution. 

The gas stove distribution has 
been largely monopolized by the 
hardware, department and house 
furnishing stores. 

Recently the electric range has 
entered and is not only becoming a 
serious competitor to other stoves 
in the west, but the smaller styles 
of the electric range in the form of 
cookers and grills are rapidly cut- 
ting into the prestige of the gas 
stove’ and range. 

Strange to say, this newest form 
of stove has not followed into the 
merchandising channels of its pre- 
decessors. 


Appliances Sell Power 


One reason for this is that the 
electric service stations are a bit 
keener in merchandising than were 
the predecessors, the gas com- 
panies. The electric service com- 
panies several years ago saw that 
the way to sell power was to place 
utensils that required power in the 
hands of the people. 

So they proceeded to merchan- 
dise all sorts of equipment and 
electric ranges came in this classi- 
fication. 

These ranges have proved a 
great success in the west, where 
men are—oh well, you can finish 
that quotation, but if you are a 
western merchant the word that 
you use may depend somewhat 
upon your record of range selling. 


If any one doubts the success of 
these men, he should dig into the 
figures a bit. For instance: Out in 
the San Joaquin Valley the electric 
service company has 9997 farmer 
customers for lighting and 1052 of 
these have electric cooking and in 
some cases heating. In Seattle and 
Spokane a lot of working families 
have discovered the qualities of 
electric cookery. 


The Two Difficulties 


Just why have the old time stove 
merchants not handled this busi- 
ness to a greater extent? This 
question has been asked many 
times and the answer usually is in- 
cluded in two classifications: 


Too high priced and 
Too intricate a service prob- 
lem. 


The price objection is answered 
in the fact that thousands of these 
ranges have been sold and if some 
one else can do it, why cannot the 
legitimate store? Most of these 
ranges have been sold by people 
who have a minimum of store traf- 
fic and this minimum comprises 
only people who come to pay bills 
or make complaints—the worst pos- 
sible classifications to include 
prospects, you will say. And that’s 
true, but these people sold the 
ranges. : 

Now as to service. It has been 
just a bit difficult to get the accu- 
rate data on this service thing but 
there are some very excellent data 
now at hand. 

The Electric Cooking and Heat- 
ing Committee of the National Elec- 
tric Light Association has made sev- 
eral reports, one of 30 pages, six of 
which are devoted to service prob- 
lems and how they were met. 

There is one report from a com- 
pany that serviced 3972 ranges dur- 
ing 1924. The average was 2.4 com- 
plaints per range and the total cost 
of handling these complaints, in- 
cluding parts, was $5.53 per range. 

Definite information is given as 
to the causes of these complaints 
and these show that the art of 


range making is advancing. One 
specific instance is the complaints 
concerning oven linings. Formerly 
this complaint held first place but 
has now dropped to eighth place 
in the list. 

Most of the calls, it is reported 
by several companies, were due to 
the fact that the housewife was not 
properly instructed as to the use 
of the range. In this connection, 
the investigators learned that 
where more ranges are in use, 
women talk about them and their 
troubles when they meet and that 
they educate each other. 

The report says that “the major- 
ity of electric service companies de- 
veloping electric range loads are 
servicing the ranges installed on 
their lines.” And the investiga- 
tors comment as follows: 


“It would seem that this was 
undoubtedly the right policy 
since the matter of servicing 
bears such an important part 
in the continued development 
of the range load.” 


How to charge for this service is 
discussed at considerable length. 
The committee is very positive in 
its condemnation of the policy of 
extended free service. After the 
preliminary period, in which it is 
largely a case of teaching the 
housewife how to use her new 
property and watching to see that 
there are no manufacturing defects 
in the stove, a charge for parts (in- 
cluding a fair profit) and a charge 
for labor (at a profitable price) is 
advocated. 

Several hardware and deparment 
store merchants have informed us 
recently that they sell ranges and 
have contracts with the light and 
power company or an electrical con- 
tractor to install and service them. 
This reduces the problem to one of 
giving attention to calls for service 
and seeing that the service man 
answers promptly and then paying 
the bill. The..manufacturer, of 
course, takes-care of the guarantee 
period and after that, the owner 
pays. 














x 
2 
4 
ae 
ee 














HARDWARE AGE for MARCH 1, 1928 i. ci ; a. 45 











require more and better light and that means new lamps. 





Other electrical merchandise is shown as 
suggestions of better winter food and drink 


Attractive Display Doubles Lamp 


Sales for Reynolds 








Sales were few and far between as long as lamps remained on the shelves. When they 
were placed on tables and in the window, many people bought often 


A. REYNOLDS, of Niles, 
HK Mich., a city of about 8000, 
@ has come to the conclusion 
that in successfully operating a 
hardware store nothing must be 
taken for granted. He is convinced 
that even the most prosaic staple 
items must be displayed to be sold— 
it is not enough to take for granted 
that customers will ask for what 
they want when they want it with- 
out any reminders being offered to 
them. 

Mr. Reynolds’ education along this 
line has been gradual and has ex- 
tended over a period of years. In- 
cidentally it was a simple little article 
—common electric light bulbs—that 
proved to be the best teacher. 

The Reynolds store caters largely 
to a home owner trade and conse- 
quently the stock is made up of the 
items that have a steady demand 
among the housewives. Four years 
ago Mr. Reynolds decided that incan- 
descent lamps would add to his sales 
volume and accordingly stocked them 


Electrical Goods Section 


for the first time, signing a $300 
contract. 

When the lamps arrived, he ar- 
ranged the cartons neatly on one of 
his upper shelves and patiently 
waited for his customers to ask for 
them. However, not many guessed 
that he carried lamps and at the end 
of the year he had failed to make his 
quota by a wide margin. 

He had, though, learned his first 
lesson and the next year he again 
signed a $300 contract but about 
this time he began making counter 
displays of the lamps. These dis- 
plays resulted in his passing his 
quota the second year and he felt 
justified in making his third year’s 
contract for $600. 

This necessitated additional push- 
ing and an occasional window dis- 
play of lamps was made during the 
best selling seasons. At the end of 
the year the doubled quota had again 
been passed and so Mr. Reynolds 
took on a $1,200 contract. 

His experience with lamp sales 


had by this time firmly convinced 
him of the advantages to be gained 
by open display tables and he re- 
placed his floor show cases with a 
battery of these tables. One table 
near the front entrance is devoted to 
the display of various types of lamps 
almost continually throughout the 
year. That he again made his con- 
tract is best evidenced by the fol- 
lowing purchase record of lamps for 
this past year: 


GEOONEG cokc sen crvenvnas $197.02 
IED ns bc bins die ecetews 136.40 
ENON 5 5.5 85 5:26 oe eee Weis 230.61 
PRRMRUNT 4. ior0 dee Re eee 91.28 
er Sar er SP 89.94 
Mi 7S ES eee he eg ee arom 73.46 
A DRG nee ae 46.06 
i RA Re are ee 58.17 
a eee 262.57 
NEED Sona 2,’ bow Gh baie dey oe 264.17 
NER 0. Se arFaaiein ais Diere 193.02 
J oy ae 191.88 

Total for year....... $1,834.58 


This year Mr. Reynolds will again 
double his contract, relying on his 
table display and window display to 
help him pass the enlarged quota. 
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But Bill, th’ power-house-man, 
Had cut th’ profit all away,— 
With his fool sellin’ plan;— 
Whereby th’ customer could get 
A cleaner, fan or grill, 
An’ pay fer it, so much a month, 
With his electric bill. 


Fer he would think home-owners 
should 

Have always, just one more 

Appliance—so they’d have t’ use 

More current than before: 

An’ so Bill sold ’em terms, instead, 

O’ merchandise, yo’ see— 

An’ got their business, 
rights, 

It should o’ come t’ me. 


| tried t’ sell electric goods, 


when by 


So after while, I up an’ went, 

T’ see th’ pesky cuss,— 

An’ try t’ show ’im why ’twas wrong, 
Th’ way he treated us: 

An’ maybe get his promise to 

Give up th’ sort o’ thing 

He’d practiced,—t’ th’ sorrow of 
We others, in th’ ring. 


Says I, “ole Boy, yo’ got enough 

T’ do, t’ keep yer plant 

Supplyin’ power,—an’ furthermore, 
Yo’ know darn well, yo’ can’t,— 


Make money on th’ things yo’ sell,—, 


When all yo’ get is cost,— 
Plus maybe five or ten per cent,— 
That thru yer ‘terms is lost!’— 


“We all would profit, if yo’ should 
But do yer own job well,— 


<=SNHES , 





mil i | Hi 






An’ leave th’ sellin’ end fer them 
Whose business ’tis t’ sell:— 
’Cause as it is, there’s not a one, 
In town, that makes enough— 
On ’lectric goods, t’ justify 

His tryin’ t’ sell th’ stuff. 


“Together, tho, we hardware men 
Could sell a darn sight more— 

Than yo’ can ever hope t’ sell, 
With one poor little store: 

An’ after all, that’s what yo’ want,— 
T’ get th’ things in use,— 
Regardless o’ th’ profit made,— 
An’ that’s yer sole excuse! 


“So if you’d quit th’ sellin’ game, 
An’ give us help instead— 

O’ competition,—soon you’d find 
Us forgin’ straight ahead: 
A-puttin’ int’ service things 
That use yer power each day,— 
An’ naturally, th’ more they used, 
Th’ larger’d be yer pay! 


“An’ now I think that you’ll agree— 
’Twould be good business to— 
Cooperate with us, ’cause then 
We'll all, in turn, help you: 

So why not give this plan 0’ mine— 
At least, an honest trial,— 

An’ see if business won’t improve, 
An’ profits be worth while?” 


Well, Bill jest set fer quite a bit, 

An’ hadn’t seemed t’ be— 

A-payin’ heed t’ what I said,— 

But finally turned t’? me— 

An’ says, “my friend, I’m glad yo’ 
come, 


nih 
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Fer all yo’ say is true,— 
An’ I'll be more than glad t’ try 
This plan o’ yours, with you!” 


We said no more, but ’twas enough, 
A treaty had been made,— 

An’ now we’re puttin’ other towns 
Completely in th’ shade! 

’Cause we’re a-workin’, with an’ for, 
Each other, every day,— 

Instead o’ “scrappin’,’”—so 0’ course, 
We’re makin’ good, that way. 


An’ Bill has proven it’s a fact,— 
An’ cheerfully admits,— 

He’s makin’ far more money now, 
Than when he give us “fits,”— 
A-tryin’ hard t’ take away, 

From all us other men, 

What ’lectric business we had won— 
Tho small, our trade, was then. 


But anyhow, as I have said, 

That kind o’ trouble’s past,— 

An’ hardware merchants find in Bill, 
A steadfast friend, at last: 

An’ he’s as happy as th’ rest,— 
’Cause he says, “What’s th’ use— 

O’ sellin’ things, when he can make 
More dough, supplyin’ juice!” 


An’ now we're all a-helpin’ Bill 

To end a lot of hate, 

An’ people aint a-raising Cain 

So much about the rate 

An’ when the franchise time comes 
round 

We'll all be sitting in the Seats 

Where Bill needs friendships sound 

To help him O’er that trouble time. 
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ET’S get down to Brass Tacks on 
this merchandising business—face 
facts and be specific. 


Think of the number of so-called 
clever schemes you have had offered 
you to increase your business, get more 
volume and make more money — 
Plenty of them! How many have act- 
ually “panned out,” produced or proven 
profitable? Very few! Why? Simply 
because somebody wanted to unload a 
lot of merchandise in a hurry, in a sales 
drive for volume and you were the goat. 


Nothing mutual in that, but— 


For fifty-seven years Horton has rec- 
ognized fundamentals. Horton believes 
the independent dealer is in business 
to stay—that he is a capable merchant 
who can sell goods and does—on the 
right basis. 


Horton believes in the jobber as the 
most effective and economical method 
to get goods to the dealer and serve him. 
Consequently Horton Washers and 
Ironers are sold only through the best 
and biggest jobbers in the country — 
only those qualified to give you the 
best in merchandise and service. 


There’s no exploitation in the jobber business—no 
loading up —no wild sales schemes. Just service —eco- 
nomical and plenty of it. Any article you buy from a 
jobber reaches you more quickly and more economic- 
ally than by any other method. 


That’s Brass Tacks merchandising. Upon this solid 
foundation of logical distribution, Wholesalers of 


America and Horton have joined in a virtual partner- _ 


ship—all working to benefit you, the dealer. 


Horton Washers and Ironers are simple, sturdy and 
moderately priced — yet with a good margin of profit. 


HORTO 


Brass Tacks / 





The New Horton Automatic Ironer 

30-inch complete open end roll; heated 

electrically or by gas; electrically driven. 
Dependable in operation. 


The Horton No. 34 Series 


Submerged agitator type; burnished 

copper tub; new type wringer with semi- 

soft roll; double-tilt drainboard. Re- 

markably quiet. Practically service- 

proof. Powered by electricity, gasoline 
motor or power pulley. 





Surprisingly attractive in design, yet free from a lot 
of superficial talking points. A look at them confirms 
the impression of value. You can sell Hortons— you 
don’t have to have a high pressure crew to do it for 
you—and — you get all the profit. 


Why don’t you let us tell you in a personal letter 
what it means for you to handle the Horton line? We 
can really give you some surprising facts. 


Write us, please, today. 


HORTON MANUFACTURING COMPANY 
1105 Fry Street Fort Wayne, Indiana 


lroners 





Washers 





GOOD PRODUCTS — Yes! and above all else GOOD FRIENDS 
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New Goods to Sell 


Hoover Floor Polisher 





This floor polisher is to be used with 
the Hoover cleaners and is manufac- 
tured by the Hoover Co. of North 
Canton, O. It will be sold by authorized 
Hoover dealers for $7.50 and can be 
used with the various models. It is 
inserted in the place of the agitator 
and is connected by belt to the motor. 
The dust bag is removed and the open- 
ing sealed. The polisher consists of 
three rows of soft wiping bristles ar- 
ranged as shown in cut. It carries 
shields to prevent surplus wax or oil 
from being thrown into fan, nozzle or 
motor. 





Steinite Electric Set 


The model 990 electric set, to retail 
at $85, less tubes, is announced by the 
Steinite Co., Chicago. The manufac- 
turers’ description says: illuminated 
two dial control; three sharp tuned 





stages of radio frequency; solid Philip- 
pine mahogany cabinet, duco finished; 
Steinite series-filament circuit, per- 
mitting use of regular direct current 
tubes. 





Eureka Auto Cleaner 


The Eureka Auto Cleaner is an- 
nounced by the Eureka Vacuum Cleaner 
Co., Detroit, makers of the large cleaner 
of the same name. While the small 
cleaner is designed especially for clean- 
ing the car, it is expected that it will 
find many uses in the home. It may be 
operated wherever an electric cord will 
go and can be handled with one hand. 
The suction and cleaning power is iden- 
tical with Eureka Model 10. It has a 





of bread and operates on 500 watts. 


grip handle and shoulder carrying 
strap and switch is in the handle. The 


attachments include a long haired brush 
especially for fabrics. 


New Frigidaire Series 


Art hardware and gray and white 
porcelain enamel are employed to give 
the new series of household electric re- 
frigerators by the Frigidaire Corpora- 
tion, Dayton, a modern home effect. The 
sizes range from seven to 18 cu. ft. 











storage capacity. The detailed descrip- 
tion says “greater insulation, new type 
compressor suspension, stronger food 
shelves, a hinged compressor compart- 


ment for vegetable storage.” The five 
cu. ft. capacity line introduced last 
year and the duco-finished, cabinets are 
included in the line. 





Universal Toaster 


This Universal toaster has sold for 
$9. The new edition is priced at $5 and 
according to the manufacturer it is an 
improved product. It takes 4 x 4% slice 














An extra feature is push button con- 


trol in the heater cord. Landers, Frary 
& Clark, New Britain, Conn. 


Zenith’s Latest Model 








Model 18E, Zenith’s latest, is a six 
tube completely electric receiver using 
AC tubes, single control, electric lighted 
dial, operates on 110 volts 60 cycles 
alternating current. A cabinet optional 
of walnut veneer or maple. List, with- 
out tubes, $272. Zenith Radio Co., Chi- 
cago. 


—_————— 


New American Beauty Washer 


A new model of washer, termed “The 
New Copper 40 American Beauty” is 
announced by Getz Power Washer Co., 
Morton, Ill. The description makes note 
of these four ints: “1—stainless 
nickel copper tub; 2—-cast aluminum 
agitator; 3—roller-bearings-auto con- 
struction; 4—compact-neat-small.” The 
agitator is recommended as making for 
quick washing ‘by forcing the suds 
through the fabric thoroughly and with- 
out injury. Quarter hp. motor and rust 
proof wringer with balloon type rollers. 
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ANNOUNCING— 











No. DJ 6 
34" Heavy Duty 


a line of better electric drills with 
new standards of performance 





os Now Stanley makes electric drills. These 
~aa drills are the result of two years of research, 
experiment, and exacting tests. 

Before offering Stanley Electric Drills 
to you we have placed them in a number 
of factories, garages, and woodworking 
plants where they have been used in 
actual shop work. Without exception 
the mechanics who have worked with 
Stanley Electric Drills report them su- 
perior to any similar tool they have used. 

We will be glad to give you detailed 
information on this new line of drills if 
you will mail us the coupon below. 


STANLEY TOOLS 


THE STANLEY RULE AND LEVEL PLANT 
New Britain, Connecticut 












No. DB 14 
%" Heavy Duty 


No. DG 23 
14"' Standard Duty 








Please send me description of the new Stanley Electric —S> 
Drills. a 
Name een 
Firm oe Ome ip 
City__ State . 
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Blueprints for this Ga- 
rage have gone to 851 
Popular Science readers. 


Buyers: 


ready-made customers for you 


In 1927, readers bought from POPULAR 
SCIENCE MONTHLY, at 25 cents a set, 73,036 
blueprints to guide them in building ga- 
rages, gardentrellises, motor boats, bookcases, 


cabinets, etc., described in the magazine. 


EN who buy blueprints also 

buy lumber, wallboard, roof- 
ing; nails, screws, hinges, locks; 
paint, varnish, lacquers. They buy 
tools: saws, planes, hammers; drills, 
braces, screw-drivers; files, vises, 
gauges — and everything any 
mechanic needs! 


The man who reads and works 
from blueprints, as a hobby, is a 
man whose hardware business is 
worth having. Poputar ScIENCE 
Montu_y creates this kind of 
customer for you. 


The reader of 
Popular Science 
likes to work with 
tools. The magazine 
shows him how to 
use them, and what 
to make with them 
—an attractive 
garage, forinstance; 
or a beautiful colo- 
2,703 handy men Mial desk, or a 


bought blueprints for standard carpen- 
rocie 
kitchen Cabinet. ter’s work bench. 








Every last one of the projects made from the 
73,036 blueprints requires the use of paints, 
stains, lacquers or varnish to finish. And 
these men who build and paint things are 
the first men to refinish their floors, to 
repaint the walls, ceilings and woodwork of 
their homes, to decorate furniture that is 
already built. Popular Science readers are the 
best customers of your paint department. 


To such helpful “make-it-your- 
self” ideas, the magazine devotes 
20 or more pages every month, in 
its “Home Workshop” section. And 
amateur mechanics respond, hun- 
dreds of them every day— 73,036 of 
them in a year, more than 200,000 
in three years! 


- =e 





6,598 blueprints of this Work Bench 
bought by Popular Science readers. 


They buy blueprints, and then 
they go to you for the things they 
need to make those blueprints 
come to life. 


Think of the hundreds of thou- 
sands of tools, the millions of 
dollars in materials, used to make 
these 73,036 different articles! ... 
all new business for hardware 
merchants. 


Your own hands will itch to 
work with tools while you are 
reading Popular Science. Try it 
and see. 


Get the March Issue, Free 


Write to 242 Fourth Avenue, New York, 
for a copy of the March issue, free to you 
as a hardware merchant. Read the “Home 
Workshop” sugges- 
tions. Then you will 
realize that the lines 
advertised in Popular 
Science are good lines 
to stock, and that the 
marfufacturers find a 
waiting market among 
the more than 300,000 
readers of Popular 
Science. 








Kitchen Cabinet. 


pS 





Popular Science readers are the hardware stores’ best customers 


These Manufacturers Know This and are Giving You Sales Aid by 
Advertising Their Products in POPULAR SCIENCE MONTHLY 


North Bros. Mfg. Co... .... Philadelphia, Pa 

Yale & Towne Mfg. Co... .. Stamford, Conn 

Brown & Sharpe Mfg. Co. Providence, R. I 

H. Gerstner & Sons ........ Dayton, Ohio 
Goodell Pratt Co......... Greenfield, Mass. 
E. C. Atkins & Co., Inc. . . . Indianapolis, Ind. 
Boston Varnish Co. (KYANIZE). . Boston, Mass. 
W.B. & J. B. Boles... wc ccc Toledo, Ohio 
Electro Magnetic Tool Co. ...... Cicero, Ill. 
Twinplex Sales Co... ....... St. Louis, Mo. 
Estwing Mfg. Co... ......... Rockford, Ill. 


Detroit White Lead Works . . . . Detroit, Mich. 
Parks Ball Bearing Machine Co., Cincinnati, Ohio 


South Bend Lathe Works . . . South Bend, Ind. 
Chisel-Edge Claw Hammer Co. . Hoboken, N. J. 
L. S. Starrett Company ....... Athol, Mass. 
New Jersey Wire Cloth Company, Trenton, N. J. 
Rutland Fire Clay Co., Patching Plaster and 
No-tar-in Roof Coating . . . ... Rutland, Vt. 
Addison Leslie Co., Plastic Wood, Canton, Mass. 
U. 8. Gypsum Co. ... ... + Chicago, Illinois 
Waco Tool Works. ....... Chicago, Illinois 
Nicholson File Company. . . . Providence, R. 1. 
Peck, Stow & Wilcox Co., Southington, Conn. 
Millers Falls Company ... . Millers Falls, Mass. 
The Carborundum Co. .. . Niagara Falls, N. Y. 
Simonds Saw & Steel Co. . . . Fitchburg, Mass. 





Prentiss Vise Company... .. New York, N.Y. 
Chicago Solder Company ...... Chicago, Ill. 
Trimont Mfg. Company ..... R vy, Mass. 
Remington Arms Co., Inc. . . . New York, N.Y. 
David Maydole HammerCo. . . . Norwich, N.Y. 
Up-To-Date Machine Works . . . . Chicago, Ill. 
Clemson Bros., Inc....... Middletown, N.Y. 
The Shaler Company....... Waupun, Wie. 
Smooth-On Mfg. Co. ...... Jersey City, N. J. 
The Stanley Works ..... New Britain, Conn. 
J. H. Williams & Co. ........ Buffalo, N. Y. 
SS oe Sere Springfield, Mass. 
Fayette R. Plumb, Inc. ..... Philadelphia, Pa. 


Every tool product advertised in Popular Science is Guaranteed, after rigorous tests and approval, by the POPULAR SCIENCE Institute of Standards 
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Solid 
| Forged Steel 


Snips 












designed to meet the popular demand 

for a medium priced Snip for general 

use. They are made of high grade material 
. aN <x GRAKY and are fully guaranteed. The clean-cutting 
= im FARCE SE blades are full polished; the well-shaped han- 
. \ Sy. S dles are finished in red. Each Snip packed in 


C5 exie Snips of Solid Forged Steel were 


attractive individual box, printed in colors blue 
and green and can be used for display. 


Made in Seven Sizes 


WOMEIO sia bps aisle Kei Sis'd.ale 4 3% 3 2% 242 1% 
Length cut, inches......... 4 3%3 2%2%2 1% 
Length over all, inches..... 14% 13% 12% 11% 10% 9% 8% 
The number designates the length of cut, which will prove of 
great convenience. 

NOTE-—Do not confuse these snips with the higher priced steel laid blade 
snips which, in addition to having forged steel handles, have also a cutting 
edge or blade of high quality tool steel. 





The box conforms to the 
shape of the snip thereby 
saving space in packing 
= on the shelf or stock 


The Peck, Stow & Wilcox Co. 
Southington, Conn., U. S. A. 


Box Patent Pending 


| Kf the Snips do not make good- we wit / 
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An Honest Bolt!’ 


OR more than eighty-two years, bolts, 
F nuts and rivets made by Russell, 
Burdsall & Ward have been recom- 
mended and sold by the progressive 
hardware merchants of this country. In all these 
years the name has always stood for an honest 
product, honestly sold. 


The hardware merchant who stocks the new 
Empire New Process Bolt is not only selling the 
traditional Empire quality,— he is unquestion- 











ably selling the best bolt made! For these 
are the bolts with the threads of gauge- 
like accuracy and a tensile strength a/ways 
in excess of 80,000 Ibs. 


Ask your Jobber 


RUSSELL, BURDSALL & WARD 
BOLT & NUT COMPANY 


Factories at 
PORT CHESTER, N. Y. ROCK FALLS, ILL. CORAOPOLIS, PA. 
Sales Offices 
PHILADELPHIA CHICAGO DETROIT SAN FRANCISCO 
LOS ANGELES SEATTLE PORTLAND 








EMPIRE BOLTS 





























HARDWARE AGE for MARCH 1, 1928 








Fils, 


YES— 
PROFITS and TURNOVER— 


that’s the whole story behind the increasing number of hard- 
ware jobbers that are handling MURRAY automobile tires, 
inner tubes, and mechanical rubber goods. 





And why not—here is one of the most outstanding lines 
ever offered to the hardware industry. Here is a superior 
grade of hose, matting, packing and other mechanical 
rubber goods that build repeat business with every sale. 


Here is a complete new line of tires, with one of the 
most astonishing guarantees ever made 


24,000 MILES 


Get in on the interest already created by the few 

announcements our factory representatives have 

made. Orders are now beginning to pile up, 
and will be filled as received. 


fMlurrayp 
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MATTING PACKING 














Sy aptleeE : 
BBER 
Ss 







<n, RE me 














ITHIN the last decade, the telephone 

has become the principal shopping med- 
ium of the modern housewife. She may seldom 
visit your establishment, which makes it all 
the more important that your sole contact— 
your delivery cars—be of the finest type. 


Business Building Beauty 
Studebaker 34-Ton Delivery Cars build pres- 
tige for your store. Their clean-cut lines and 
attractive appearance carry the quality atmos- 
phere of your store to the customer’s door. 
This delivery car builds prestige for your 
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business. It also cuts delivery costs because of 
low operating cost, large carrying capacity, and | 
remarkable dependability which reduces idle 
hours in the repair shop. 


Brilliant, Dependable Performance 
Powered with a 70-horsepower, 6-cylinder 
engine, and equipped with four-wheel brakes, 
this modern delivery unit handles with the 
same spirited action of a passenger car. This 
means less driver fatigue, and in cases of 
salesman-drivers, more business per day. 


Delivery Car $1195 


The stamina and dependability of this sturdy 
chassis was demonstrated by a recent test at 
Atlantic City—1483 miles were covered in 24 
hours (total elapsed time) or an average speed 
of 61.695 miles per hour! 


Greater Capacity 
Back of the driver’s seat, there is 123.9 cubic 
feet of loading space which is 8 to 37 per 
cent greater than any other 34-ton 6-cylinder 
delivery car built. The jumper’s seat may be 
removed, adding 40 inches to the 77-inch 
body, allowing the delivery of rugs, etc. 


Modern in every detail, the 
34-Ton Delivery Car serves the merchant and 
customer in a manner which they 


have the right to expect. 


Purchase can 
be arranged on 
Studebaker’s 
Liberal Budget 
Payment Plan. 
A small down 
payment—the 
remainder in 
easy monthly 
installments. 


: f. oO . b. 
factory 
Studebaker 
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ERVICE to your patrons demands that 
you offer them a hand power grinder of 
real quality — 


One that is built right—that has the 
stuff in it from handle to gears. 


@ 
Y Carborundum Niagara and Blue 
Knight Grinders are sturdy— 
durable—easy running—they stand up to their 
Registered Trade jobs—they are equipped with genuine Carborun- 


Name used by The . + 
Carborundum | Com dum Wheels—and priced to suit all users. 


pany for Silicon Car 
bide. This Trade 


Mark is the exclusive al ET Backed by a name internationally known. 


property of The Car 
borundum Company 


SEND FoR DETAILS REGARDING MobDELs, Prices, Etc. 


CARBORUNDUM GRINDERS 


Built Right of Right Materials 


THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. 
CANADIAN CARBORUNDUM Co., LtTp., NIAGARA FALLS, ONT. 


Sales Offices and Warehouses in New York, Chicago, Boston, Philadelphia, Cleveland, Detroit, Cincinnati, Pittsburgh, Grand Rapids. Milwaukee 
The Carborundum Co., Ltd., Manchester, England Deutsche Carborundum Werke, Dusseldorf, Germany 
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THE AMERICAN FORK & HOE COMPANY 








It Is the Guarantee of 


(Tool heeeapia for over 100 eee 

















the time of its manufacture. 


We have always been the leaders in progressive developments in tool-making. 
We welcome criticisms of our tools and suggestions for their improvement. In 
fact, we not only welcome these, but try to induce them by offering to properly 
compensate the senders for any ideas that, on test, prove worthy of adoption. We 
maintain a special department to receive and consider communications “of this 


kind. 


If you have not read our new book entitled “TRUE TEMPER TOOLS—WHAT 
ARE THEY—WHO MAKES THEM and HOW CAN THEY BE USED 
PROFITABLY” we would like to send you a copy. Please address Depart- 
ment “G.” 





The American Fork and Hoe Company 
General Offices, Cleveland, Ohio 


Makers of Farm and Garden Tools for Over 100 Years 
When better tools can be made, we will make them 


PER carven IOOL 
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For nearly a century the name WORTHINGTON has 
been synonymous with Quality, Dependability and Service. 


The Worthington line of Plumbing and Heating assures 
you of goods that are honestly made and at a fair price. 


Perhaps not right now, altho we hope now is the time, but 
sooner or later we feel confident you will be saying— ‘The 
next order for Plumbing and Heating goes to Worthington’ 
—or words to that effect. 


It’s the logical thing to do. 


The George Worthington Co. 


23,000,000 


Last year, twenty three million letters, or thereabouts, went to the Dead 
Letter Office. 

Twenty-thtee million people never received twenty-three million mes- 
sages. 

Uncle Sam’s mails are fine if you know a fellow’s address but if you don’t, 
then you had better save the two cents. 


For instance, there is a lot of people who do not know that we carry a com- 
plete stock of PLUMBING AND HEATING GOODS, but we can’t write 


or go to see them because we don’t know who they are. 


So here is our message— 


WE CARRY FOR THE LEGITIMATE TRADE THE LARGEST 
STOCK OF PLUMBING AND HEATING GOODS OF ANY ‘HARD- 


= | WARE JOBBER IN THE U. S. 














CLEVELAND, O. 











HARDWARE AGE for MARCH I, 


1928 


59 




















After 50 Years of Service 
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The “Golden” 
Year for 
Dealers 


Not only will 1928 be the Golden 
De Lawal Anniversary, but it will 
be a “golden” year for dealers, in 
sales. With the best separators and 
milkers ever made, with more ad- 
vertising and sales effort, 1928 is 
bound to be a big De Laval year. 

There is always room in the De 
Laval organization for live-wire 
dealers. If we are not being ade- 
quately represented in your com- 
mumity, get in touch with us 








— 
me .. p 4 


De Laval: 


Points the Way to Still 
Greater Dairy Profits 


IFTY years ago the dairy industry was un- 

developed and relatively unimportant. Today 

the dairy industry is the largest and most vital 
industry in the world. It has more far-reaching ef- 
fect upon the health and prosperity of this country 
than any other industry. 

Fifty years ago Dr. De Laval invented the first 
practical centrifugal cream separator, and dairy au- 
thorities everywhere now say that the cream sep- 
arator has done more than any other factor to make 
modern dairying possible. 

First in the beginning, De Laval Separators have 
kept the lead ever since, not only in numbers in use but 
in continued improvement of design and construction. 

Now the new 1928 “Golden Series” Separators, 
commemorating the 50th De Laval Anniversary, mark 
another step forward. They are the most complete, 
efficient and beautiful cream separators ever made. 
They must prove a source of pride as well as profit 
to every owner. 

The De Laval Milker 

The rapid increase in the use of De Laval Milkers 
is now causing as at a change in dairying as De 
Laval Separators did years ago. There are already 
thousands in use, milking more than one million cows 
with extremely satisfactory results. Because of their 

gentle yet stimulating 




















and uniform action De 
Laval Milkers milk 

with better results 

than can be obtained 

'| in any other way. They 

e aVa — one man to 

m two to. three 
MILKERS times as many cows 

as can be done by 
hand, and produce 
cleaner milk. 




















New York 
165 Broadway 

















THE DE LAVAL SEPARATOR COMPANY 


San Francisco 
61 Beale St. 


Chicago 
600 Jackson Blvd. 





























are 
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The housewares department 
of the M. L. Parker Co. of 
Davenport, Iowa. During this 
special display onesection was 
exclusively devoted to items 
Tested and Approved by Good 
Housekeeping Institute. 


Specialize in Selling Satisfaction 
This Seal Will Help You 









00d Housekeepin. 
Coo Institute r> 
fOuseKeepinc WA 






A few of the 
1,345 PRODUCTS 


Tested and Approved by 
Good Housekeeping Institute 


Griswold Aluminum Utensils 

Darlo Dishwashers 

Ace Knife Sharpener 

Alaska Ice Cream Freezer 

Sellers Kitchen Cabinets 

Blue Streak Can Opener 

Ideal Cake-Safe 

G E Vacuum Cleaner 

Universal Electric Household 
Helps 

Wheeling Garbage Cans 

Thermos Vacuum Bottles 

Fairbanks Household Scale 

Pyrex Oven Ware 

Vollrath Enamel Ware 

Toastmaster Automatic 
Electric Toaster 

Send for the complete 

list of these products 


Good HOUSEKEEPING 


119 WEST 40TH NEW YoRK CITY 


Satisfaction with every sale—that’s what the Seal of GOOD HOUSE- 
KEEPING INSTITUTE means. Every piece of household equipment 
approved by the Institute is an item you can sell with positive 
assurance that your customers will get their money’s worth. 


The tests of GOOD HOUSEKEEPING INSTITUTE are exacting. Very 
often they uncover mistakes in design and construction and other 
serious defects which otherwise would show up in use by the 
consumer. The Institute suggests to the manufacturer how to 
overcome these mistakes. The product is then re-tested and if 
found satisfactory, is approved. ‘ 


In this way the Institute saves the manufacturer — and you, the 
dealer — from making bad friends among consumers. The Seal 
enables you to recognize and stock only merchandise that will 
win good-will for you. Millions of consumers know this Seal 
and what it means to their pocketbooks. 


When a new or untried product is offered you, ask the salesman: 
“Is it Tested and approved by GOOD HOUSEKEEPING INSTITUTE?” 
The Seal takes the gamble out of buying — the hitch out of selling. 


Send for this helpful buying guide: 
“Household Devices Tested & Approved” 


STREET 





* 
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The Finest Aluminum 


















The BEST COOKS use 
Aluminum 


= a 
ie, 





View of the Mirro Test Kitchen, where Mirro utensils are Domestic-Science Tested 


“Domestic-Science Tested” Miurro 


now marked to help you sell 


This is important news for all who sell, or want to 
sell, really high-grade aluminum. 


Back of the Mirro line, as you doubtless know, is 
the Mirro Test Kitchen, pictured above. In this model 
kitchen, Mirro home economists are constantly at work 
trying out new Mirro articles and improving, wher- 
ever possible, articles already in the line. 


And now the public is to know about this remark- 
able kitchen. The seal shown below—a striking de- 
sign in red and orange—is to be used as a tag 
on Mirro ware. Advertisements in full color 
in the Ladies’ Home Journal and Good House- 
keeping, and in black-and-white in Delineator, 
Woman's Home Companion, and other maga- 
zines, will introduce this seal as a guaranty 
to the woman who buys Mirro that she will 


“SELL BETTER 








get, not only exceptional quality and value, but also the 


right design and right weight for best cooking results. 


This advertising will also feature the splendid new 
massively heavy Mirro articles in the Vapo‘Seal type, 
with fitted covers, for healthful cooking—de luxe Dutch 
Ovens, cookers, sauce pans, skillets— the finest-looking 
and the finest-cooking utensils on the market. 


These new Mirro articles, backed by national ad- 
vertising and the “Domestic-Science Tested’ endorse- 
ment, are certain to be immensely popular 
They will make the whole Mirro line sell 
better than ever. Let Mirro lift your alumi- 
num business onto a level of higher quality 
and more satisfactory profit. 


AtuminuM Goops MANUFACTURING COMPANY 
Manitowoc, Wisconsin 


ALUMINUM” 
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MORSE; 
High Speed 
and Carbon 
Taps, 
Dies and 
Kindred 
Tools 


are 
always 
of the same 


Uniform 
Quality 


Your 
Customers 
can count 
on. their 
Accuracy 

and 
Dependability 
every time 


Build 
Trade 
With Tools 
that 
Hold It 












TWIS stl DRILL 8. $. MACHINECO. 


NEW BEDFO 























A GOOD LINE OF PADLOCKS 
TO CARRY FOR GENERAL 
PURPOSE USE 








' Cast brass case, nickel plated steel 


shackle—self locking—2 corrugated 
keys, 3 sizes as below— 
No. 04636—14%4". List $5.70 
No. 04239—114”. List 7.26 
No. 04638—214". List 8.50 
The Eagle Quality Line 
Night Latches Front Door Sets 
Cabinet Locks Store Door Sets 
Trunk Locks Padlocks 


Wood Screws 


Eagle Lock Co. 


General Sales Office 
26 Warren St., New York 


© 


260.1 Us 6 PAT. OFF. PEG ANU, 6. PAT. OFF 
Branches: 521 C ce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, III. 
114 Bedford St., Boston, Mass. 
Works at Terryville, Connecticut 


© 
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Making Little Ones 
Out of Big Ones 


HERE’S A FAMOUS RECIPE: 

Take a length of your wasted Pipe and put it 
in a vise. Thread one end. Then take cutter 
and cut to length required. Next place 
threaded end of partly made nipple in a GEN- 
UINE ARMSTRONG NIPPLE CHUCK. 
Put Chuck in a vise—thread the other end— 
and that’s that. 





ARMSTRONG MFG, CO BRIOGEPORT,COWM, ™ 





Genuine Armstrong Nipple Chucks 


to 6” pipe 


Made for 1%” to 2”; 212” to 4”, and 414” 
Buy from your favorite dealer 





The above advertisement is 
now being read by over a half 
million pipe tool users. 


This splendid Tool is need- 

ed L every customer who 
indies pipe pipe or -_— i Led 

tnits him 

nipples - far halter than he he, 

could ever buy 


Send for information re- 
garding the Genuine Armstrong 
Ni ipple Chucks 


THE ARMSTRONG MFG. CO. 


Our Only Addresses 
Main Office and Factory 


BRIDGEPORT, CONN. 
New York Office: 181 Lafayette St. 











What a reminder—lacquered in olive green 
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A ‘Signal t fo Stop 


The CLEVELAND Metal Display Drill Cabi- 
net stops customers as an automobile stop- 
light stops motorists. 





with attention compelling black, red and silver 
lettering, this beautiful cabinet talks CLEVE- 
LAND Twist Drills so effectively that sale 
follows sale. 





It brings drills out in the foreground where 
they get a “real showing.” You don’t have to 
buy an “assortment” of Cleveland Twist Drills 
to get a cabinet. 


Our nearest distributor will 
supply you with one for $20 
f.o.b. Cleveland. This low 
price is less than these fine 
cabinets cost us in quantity 
production. 





Send coupon 
for full de- 
tails. 


The Cleveland Twist Drill Co., Cleveland, Ohio 


Gentlemen: Please send complete information about your 


Cleveland Metal Display Drill Cabinet. 


GRP. cc ceccesecveccveseseues Ss 
3-1-28 


Ptr ett eeeeeeeeeeeee 
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“STRAIGHT FROM THE SHOULDER” | 


of a Successful Dealer— 


“The advantage in standardizing on Coes Wrenches is the sat- 
isfaction of knowing every user, as well as every buyer, will 
be pleased. 


“As Coes Wrenches are built primarily for hard trade usage, 
and adopted as ‘standard’ by mechanics the world over, they 
must necessarily please all less exacting users, whether in the 





ers Worcester Mass. 
Buy “In business since 1841”’ 
| @talo 
J. C. McCarty & Co. ...........253 Broadway, New York 
° John H. Graham & Co. 113 Chambers Street, New York 
Selling Agents 61 Shoe Lane, London E. C. 


home, the garage or on the farm. 


“A woman often buys a wrench—but her husband may make 
his living with tools. But you don’t need to know this when 
you're selling ‘Coes’. Why chance a less serviceable item on 
any customer? 


“Dealers take no chances selling a Coes Wrench. It suits every 
buyer, every user—every time.” 


COES WRENCH COMPANY 








Fenwick Freres........ ..8 Rue de Rocroy, Paris, France 























Operated by Hand or Power 











Said a Dealer Who Cut Only 10 Keys Per Day 


Suppose you install a Segal Rectifying Hey Cutter and cut 
only ten Keys per day. Figure Your Profit. 


Selling pri¢e @ 25c each ...... te ude ccawiedesiveteecus ee $2.50 

ee ee Ee ee ee ey rr Te 60 

ee EE ES MIN Sa 5 6 6.10:i5.10 widvos oe aie 9'o'0 Sis wo 0s 3-08 $190 

at Pee FOP 0 ss as 6 006.88 Fs Bie eng s biviee s Xerasie bo $57.00 
Cost of No. 800 Key Cutter, $46.25 less 2% for prompt pay- 

Pee Om PG ihe eicer ee ee 45.33 

ee PE FO Bs 6.605 665 3.5.4.0 abies F856 5s UES $11.67 


You now own the machine. It has paid for itself in 30 days plus a 

profit. On the basis of cutting ten keys a day it will earn each 

month more than its original cost. 

We have figured on a basis of only ten keys per day. Many dealers 

using our machines cut anywhere from 50 to 250 keys daily. It cuts 
all kinds of flat and cylinder keys. Send for our booklet. 





Our Key Cutter is fully up to the standard of our 
famous 


moor SEGAL LOCK No. 666 


endorsed by Burglary Insurance Companies every: 
where. Protects millions. Never been Jimmied. 
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The Universal Repair Drill 


Packed in a neat 
leatherette case. 
Out of the me- 
chanic’s way. Yet 
as easily within 
reach as a pocket 
handkerchief. No 
delay. No con- 
fusion. No hunt- 
ing around for 
the proper drill. 


Makes friends 
with mechanics. 


Makes more sales 
for you. 


You have a good 


market for the 


universal Repair 
Drill in every 


home, garage, ‘ 
public building § 


and factory. 


Can be ordered in ' 


quantity lots or 
in neat leather- 
ette sets as pic- 
tured here. 


‘Fits the pocket as snugly as a hand ina glove 








Manufactured by 


London and Leicester. England. 


Fredk. Pollard & Co., Ltd. 
Paris, France—Burton Fils. 


New York: 94 Reade St. 


552 W. Wedkengton Blvd. THE STAN DARD To OL (0. 


Chicago 
Geneva, Switzerland—Im-Fo-Sa 


CLEVELAND 


Successors to J. Lambercier & Co. 














The Days of Real Service are Here— 


One of the great arts in conversation— 
and one of the golden qualities in A-P 
door hardware is—silence. 


In A-P “11-89” you sell silence and ser- 
vice and satisfaction. Silence startlingly 
quiet; service long lasting; satisfaction 
that sells whole neighborhoods when 
once “11-89” gets started. 


Doors won’t sag or stick or jam; they 
stay closed or open—just where they’re 
put—when they ride on A-P “11-89” 
hangers—the first choice with many thou- 
sands of architects, contractors, builders 
and car owners. 

Hardware dealers should have A-P Cat- 
alog No. 95 showing this and other hang- 
ers along with all kinds of building hard- 
ware. Write for it on your letterhead. 


ALLITH-PROUTY COMPANY 
DANVILLE, ILLINOIS. 


Manufacturers of 


Garage Door Hardware Spring Hinges 
Rolling Ladders Fire Door Hardware Door Hangers 





A-P “11-89” 


bi favorite Round-a-Corner garage door hanger. Has the 
famous A-P high carbon steel round track which, with lubri- 
cated roller bearing hanger wheels, forms an easy running, 
round-a-corner door, free from all ‘side friction. Made to fit 
openings with any number of doors. Sells in various com- 
Overhead Carriers binations and costs no more than ordinary flat track type. 











Allith-Prouty 
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WHITE OAK 


Texas Bloom Oak Leather 


HERE is always a ready market for 
“Company” White Oak. Shoe repair men 
for generations have demanded this fine heavy 
leather for the repairing of men’s and boys’ 
shoes. It is made from selected packer hides, the 
heaviest available. Tanned to give long service. 


Especially adapted for heavy work. 





SNOWFLAKE 
* THE U.S.LEATHER CO. 


Be sure that one of these two marks 
appears on every bend. No leather is genuine 
“‘Company’’ White Oak unless one of these 
tannage marks appears. 











On every bend you will find one of these selection marks 


THE UNITED STATES LEATHER COMPANY 


New York Boston Chicago Cincinnati St.Louis Richmond 


Selling Agents: 


McADOO & ALLEN L. H. NELSON & CO. 
Philadelphia San Francisco 


NOTHING. TAR 28 TMS PLACE OF LHATHER 
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Men and women both like to trade in the Kotok Hdwe. Co. store, Vineland, N. J. It is 


LPAT ADAG aa hate 


my eae aa ea 





“Duluth” 





equipped. 


What it means to 
Hardware Sales 


People buy what they want when they see it. 


The “Duluth” Self-Serve System of 


Merchandising Hardware places every item in your stock out where customers can see it 


—examine it—and buy it. 
smaller inventory with decreased expense. 


There is nothing theoretical about it because it is accomplishing 


sults in hundreds of hardware stores, large and 
small. It represents the proper application of the 
same principles of merchandising that have built up 
the large chain organizations—the idea of open dis- 
play and systematic arrangement. It costs you 
nothing to find out how this system can be applied 
in your store to make your business more profit- 
able. 

Write for our new catalog describing the “Du- 
luth” system. Also name the most convenient time 
for the “Duluth” man to call. He will be glad to 
explain how this system operates and how it can be 
economically applied to your business. His visit 
will not place you under obligation. 


It enables you to transact a larger volume of business on a 


‘ exactly these re- 











No. 516—“Duluth” Display Table complete 
with glass divisions dividing the top into 
forty-seven compartments. Length seven 
feet. Finished in medium oak or mahogany 


color. Price f. o. b. 75 
Duluth 49. 








Also ask for Bulletin No. 16 “Astracting Trade to the Store’’ 


DULUTH SHOW CASE CO. 
DULUTH, MINN. 


Business Analysis Store Planning 





Sampling 


Installation 
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LOWELL 


LOTTEV ETON oD ads FITS ay 





pe” et 
\ 210,000 lbs. of EXTRA Metal 
wa are put into Lowell Tin 
Saal Sprayers alone each year to 
make them render unusual 
service and thereby gain 
































A good proportion of this 
extra metal is pure tin 
which makes them much 
more resistant to rust 
than the average sprayer. 


This is but one of the 
super - quality features 
built into all Lowell 
Sprayers and but one 
of the factors that 
makes the Lowell 
line the fastest sell- | 
ing, most profitable 
line of hand and 
compressed air 
sprayers in the 
world. | 





They cost no 
more than or- 
dinary spray- 
ers — Why 
not stock the 
best? Write 
for catalog 
or see your 
—— jobber 


Rtas 


LOWELL 
SPECIALTY CO. 
Lowell, Mich. 


Double Tested 


Guaranteed- 


against | DY3 wten es 


their consumers’ good will. Ol d G ar d en er’ S 


Prompt 
Action 
Needed 


on the 


Offer 


“Spring’s here this month,” says the Old Gar- 
dener, “and, first thing you know, the folks who 
need new lawn mowers and who read any of the 
leading national magazines will be out looking 
for a life-size picture of me pushing a real 


PENNSYLVANIA Quality machine. 


“You see, the big PENNSYLVANIA National 
Advertising in the leading magazines is telling 
folks, right now, to buy their lawn mowers from 
the dealers who display the big cut-out of me in 
their windows or stores.” 


Prompt action is necessary if you want to get one 
of these striking, LIFE-SIZE, full-color cut-outs 
of the Old Gardener before the new season gets 
into full swing. 


Write us today, giving your jobber’s name and 
the names of the PENNSYLVANIA brands you 
carry. We will then be able to include with the 
cut-out a complete package of other appropriate 
1928 sales helps. 


PENNSYLVANIA LAWN MOWER WORKS 
1615-35 North 23rd Street Philadelphia, Pa. 


ENNSYLM, 


LAWN MOWERS - 


























— 
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Inside Micrometer 
Calipers No. 124 
anete # 















1656 











PV UGEES 


A wide range of use is 
found for this popular 
GRIFFIN Fleur de Lis 
Hinge that combines 
beauty of design with 


precision in every 


manufacturing detail. 








vanch Offices. 


New York, 45 Warren St. 
Chicago, 555 W. Randolph St. 
Boston, 76 Batterymareh. 

San Francisco, 703 Market St. 
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Hand Rail Screws 


Tire Bolts 

Agricultural Bolts 

Sink Bolts 

Hanger Bolts 

Machine Screw Nuts 
Steve an d Tire Bolt Nuts 
Semi-Finished Nuts 
Castellated Nuts 

8.A.E. Nuts 

Jack Chain 


Siceew Cte UNIFORM QUALITY and ADEQUATE STOCK * 
The CORBIN SCREW CORPORATION 


Safety Chain 
Furnace Chain 

The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 


Warchouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 










Ladder Chain 
Sash Chain 
Escutcheon Pins 
Speedometers 

















































/ 
Painter's Trestle Close Top Extension Trestle 
om Fruit 


















Spruce Up and Sell Spruce Ladders | ¥. 


Single 






Common 


Single 
Extension = 








Spring Is Here! See the Painter, Carpenter, Plumber, Mason, Farmer and 
Housewife. Sell Them a Ladder or a Step Ladder 


W. W. BABCOCK CO. Bath, N. Y. 
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You wanted it 
needed it ~ 
asked for it - 

and here it is 


THERMOS 


VACUUM BOTTLE 


\(o retailat 


The coun- 

try is going 

“Thermos”! Dol- 

lar “Thermos” Bot- 

tles are selling like 

hot cakes. Increased 
sales—lowered costs—that’s 
how we can do it. Get in the 
parade—“Thermos for a 
dollar” advertising is work- 





ing for you. Get your share ae 


of this business. Ask your 
wholesaler or write us. i A MDS 


THE AMERICAN THERMOS wcuuN M BOT 
BOTTLE CO. 


366 Madison Avenue “Sg 
NEW YORK 
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This is not the type of man who reads the 


CLASSIFIED 
OPPORTUNITIES SECTION 


The energetic young man above may be a clerk, 
resting up after a hard evening in society. Or, 
he may be a “rising” young dealer who has not 
yet started to rise. At any rate, he is not the 
type of man who reads and uses the Classified 
Opportunities Section. 


If you are looking for a wide-awake clerk, a 
top-notch traveling man, a business man with 
money to invest, or a hardware dealer who is 

‘ in the market for another store—use the 
Classified Opportunities Section, because these 
are the very men who read it weekly. 


Ney Nea Vea 


Wise Dealers 
Read and Follow 
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The finest of all stlverplate 1s the finest of all values. 


Lhe best 1s the cheapest in the end. 


The highest quality 15 the greatest long-run bargain. 


That’s the message we will sear into 


the minds of housewives in 1928 


That’s the story of the new national advertising 
for 1847 ROGERS Bros. Silverplate. 


Sharpen your pencil, Man! Spread the cost of 
the family plate over its decades of service. 


Less than three cents a day will enable any family to 
have the most gorgeous and complete service in 
1847 ROGERS BROS. Sz/verplate in both flatware 
and hollowware. 


Less than one cent a meal for a lifetime! 


W hat prideful housewife will endure the social em- 
barrassment of lesser ware...when she realizes that 
the finest of all silverplate costs so paltry a sum. 


A symbol is often better than a sermon in get- 
ting over a fact quickly. 


The new 1928 advertisements with their big, im- 
pressive “1847” design, which will be featured 


as indicated in the first of the series reproduced 
on the opposite page, will telegraph the follow- 
ing facts to the silverware buyer: 


[1] That genuine 1847 ROGERS BROS, Silverplate 
has no counterpart or equal in any other line... 
either for value or for quality. 


[2] That it is readily identified and distinguished 
from all other lines by its full trade mark... 
1847 ROGERS Bros. 


[3] That it has been the standard silverplate-pref- 
erence of the first families of the land for 
more than eighty years... or since 1847. 


1847 ROGERS BROS 


?. SILVER PLATE 


SATAN 








ON THE TABLES OF AMERICA'S FIRST FAMILIES SINCE 


EIGHTEEN FORTY-SEVEN 


The 80-Year Plate 


How long should your silverplate endure ... 
in its beauty and its usefulness? 

Glimmer and gleam are but surface deep. 
Only time can prove the character beneath. 

1847 Rocers Bros. Silverplate has been 
tested by four generations of social America, 
and is today the outstanding leader in the 
field of fine silverplate because time has proven 
it worthy of leadership. The family plate for 
80 years, it is guaranteed to serve without 
time-limit. Sold by leading silverware mer- 


chants everywhere. 


Begin your service in 1847 RoGers Bros. with THE 
PIECES OF 8... eight tea spoons, $5.00.... 
set of eights in knives, forks and spoons at $43.75. 
Next, add THE PIECES OF CHARM, such as bouillon 
spoons, oyster forks, tomato servers, berry spoons... 
at prices surprisingly moderate . . . Select, next, the 
appropriate hollowware, in the pattern matching your 
flatware; dinner sets, coffee services, urns and candel- 
abra . . . And the pice dg résistance should be a 
normal dinner set in PLATE pb’OR, the new and 
gorgeous gold finish in 1847 RoGERs Bros. ware. (All 
prices slightly higher in Canada.) 

MAY WE SEND YOU THE FASCINATING BUDGET BOOK P 


— = . . « telling of a new and delightful way to acquire an all- 
The ARGoSyY Pattern embracing service in silverplate . . . with pleasing speed and 
painless thrift . . . Write for Booklet C-19 to International 


Other Patterns: AMBASSADOR 
Silver Company . Meriden, Connecticut. 


ANCESTRAL-ANNIVERSARY 


‘1847 ROGERS BROS:- 


2SELVERPLATE 


New York, Cuicaco, } | IN - F R NAT ONA [ ee LV FE R C QC | a pag ser 


San Francisco 


Canava: INTERNATIONAL SILVER 


The above ad appears in the March issue of The Ladies’ Home Journal and the April issues of Cosmopolitan and 


Good Housekeeping 














FREE 


Brilliant New 
Dealer Helps 


Without one penny of cost tothem... 
a powerful battery of finer ‘‘dealer 
helps”? is now available to all 
1847 Rocers Bros. merchants for 1928. 
Brilliant new window display and 
counter card material; breezy, terse, 
trip-hammer local newspaper electros 
and mats; a telling direct-mailing series. 
Yours for the asking. Don’t wait. Plan 
your 1928 advertising program now. 


Address Sales Promotion De- 
partment, International Silver 


Company, Meriden, Conn. 


1847 ROGERS BROS 
mf SILVERPLATE ve 

















Here they are- 


to spur your 
caster sales 


ERE are the magazines — going 

month after month into millions 

of American homes—“the best trade” 

everywhere—the important people in 
your community. 


Here is the advertising that is telling, 
over and over, the story of dependable Bassick 
Casters—quick starting—easy rolling—smooth 
rolling—safe rolling (profitable) Bassicks. 


Never before such publicity for casters. Never 
before have Bassicks been brought so em- 
phatically to the attention of housekeepers. 


This is your campaign. Make it pay you. Get 
Bassicks in your window—on your counters — 
profit by Bassick advertising. 


It will pay you handsomely—try it. Fill in and 
mail coupon today—we’ll tell you how to 
make your store Bassick Caster headquarters. 


SICK 
asters 


THE BASSICK COMPANY 
BRIDGEPORT CONN. 


' » For 32 years leading makers of 
4 Better Casters 


The story of Bassick 
Casters is beipg.told to 
millions and'nillions of 
progressive homes. 


£0, 


THE BASSICK COMPANY, Dept.HA 
Bridgeport, Conn. 


Tell us what camers—types and sizes we should stock in order to get full 
benefit of Bassick advertising. 


Tell us how to put sales action into our caster stock. 


Tell us about Bassick “advertising helps.” 
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The ATKINS Big 
Selling Idea 


USE IT 
THIS 
SPRING 
BOOST 
YOUR 
PROFITS 


Atkins offers you for this year and every year more than 
a quality product at a great value. We offer you a busi- 
ness building service to your store and business which, if 
you will use it, means success and profits on saw sales. 


The above picture represents the interest manifested by 
carpenters and other saw users in Atkins SILVER 
STEEL Saws in the store of the High Hardware Com- 
pany, Ft. Worth, Texas. 


Can you afford to overlook this evidence of the 
popularity of ATKINS SILVER STEEL 
SAWS? WRITE FOR DETAILS. 


Tune in on station WFBM, In- 
dianapolis, Thursdays, 10:30 to 


“ages Seema * DEEL Ask Us About the Demonstration Plan 


“SAWSMITHS. 











E. C. ATKINS & COMPANY 


ESTABLISHED: 1857 The Silver Steel Saw People 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
Atlanta Minneapolis 


A ots Portland 
Chicago Paris, France New Orleans Vancouver, B. c. ‘ San Francisco 
Memphis New York $s che Seattle 
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Get Ready for Spring 


Business 


CCORDING to the calen- 
dar winter is still with us, 
at least for another three weeks. 
But as preparedness must be 


the watchword, 
Spring Merchandise.” 


“Now 


For 


Guy Hubbart has again con- 
tributed an interesting and help- 
ful article on newspaper adver- 
tising for the retail dealer, and 
the reports of.four state con- 
ventions have been compiled for 
your information and pleasure. 





Newburgh, N. 





“Can't do without 


AGE. a 
(Signed) C. A. Tope, 





Ohio Hardware 


Have not received issue 
gust 18 as yet. 
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Past President, 
Association. 


of Au- 
Kindly mail same 


to me, as I read every page of it. 
(Signed) Joun W. METZGER, * 


Ramsey, N. 
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The writer has been a subscriber 
to HarRDWARE~AGE for 27 years and 


would not be without it. 


Any hard- 


SuBsCRIPTION Price—United States, its gococastons, Canada, Mewico, Central America, : 
South America, Spain, ond tts cole 1 yom, pw 00; 2 LX; %. $4. < "ne coun. ware dealer: who does not subscribe 
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Advance in Hinge Design 
in recent years 


A 
free -turning, 


free-spinning hinge pin for 
heavy loads takes the place 
of the old familiar fixed pin, 
eliminating friction and doing away with one of 
the chief causes of hinge failure— Lateral Wear. 


Every one who knows hinges has seen pins scored 
with deep rings by friction from the moving 
knuckles of the free hinge-leaf. As these deep 
grooves are worn the hinge becomes looser and 
looser. The door sags. The hinge gets the 
blame. All because of Lateral Wear caused by 
the dead weight of the heavy door and friction 
against the fixed pin. 


McKinney Roller Pin Hinges entirely eliminate 
hinge failure from lateral wear. The hinge retains its 
accurate alignment and perfect action. Doors can- 
not sag from this commonest of hinge weaknesses. 


This is the first hinge to be protected against the 


From the pencil point down, this McKinney 
Roller Pin revolves freely with the knuckles 
of the moving leaf. It eliminates friction and 
eradicates lateral wear. The top of the pin is sta- 
tionary within the knuckle of the stationary leaf. 


nounced within recent years. 


Specify and sell McKinney Rol- 
Jer Pin Hinges for jobs where 
doors are subject to severe serv- 
ice; for heavy doors; for metal 
doors where even a slight sag is 


‘fatal; for any doors where the . 


owners want to forget that there 
are such things as hinges. 


For information, write McKin- 
ney Mfg. Co., Pittsburgh, Pa. 
Branches at Boston, New York, 
Baltimore, Chicago, San Fran- 
cisco, Montreal, Toronto, Phila- 
delphia, [Los Angeles and 
Atlanta. 


disastrous effects of LATERAL 
WEAR. It is not overstating the 
case to call it the most important 
advance in hinge design an- 
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Hlustrating the effect 
of lateral wear on the 
ordinary fixed pin. The 
moving knuckles bite 
into the pin like teeth. 
A — binge is the 


MCKINNEY HINGES 
protected against lateral wear by the 


ROLLER PIN 
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By Llew S. Soule 








FACTS 


W. were talking to a group of hardware men 


recently—a mixed group of manufacturers, 

jobbers and retailers, Our topic was 
“Business as we find it,” and we were handling the 
subject without gloves. 

We told of the general narrowing of profits, the 
growth of overhead costs, the new forms of com- 
petition and the success attained by some com- 
petitors. We put our finger on the sore spots and 
pressed hard. It wasn’t altogether a beautiful 
picture, but it was a picture of facts—facts which 
every manufacturer, jobber and retailer should 
know. 

We stated emphatically that conditions gener- 
ally were good, but that there were weak spots 
in the hardware business which would have to be 
strengthened by the men in that business. We 
made it plain that we consider the hardware busi- 
ness a “man-sized” job, with no place in, it, for 
weaklings and we conceded that the inefficient 
merchant was almost sure to be weeded out in the 
competition of the near future. 

When we had finished: one of our listeners led 
us aside and took us to task for our frankness. 
“It’s true enough” he’ said, “but why tell them.” 
“You are apt to ‘scare’ a lot of merchants and hurt 
business.” 

A grizzled old hardware man, standing near, 
heard the whole tirade and answered it before we 
could: “Scare hell” he snorted. “That’s what we 
need.” “Did you ever see a cornered animal fight? 
It’s only when we know what we're up against 
that we start any real fighting. I’m going home 
and give my competition a good run for its 
money.” 

Facts are facts, whether we know them or not. 
If there is a cancer in our system, our not knowing 
it will never cure us. Haven’t you heard physicians 
say:-“If we could only have taken this case in time 
before the disease had gained a foot-hold, we could 


have saved him?” Also the statement of a fact 
doesn’t necessarily mean that we are in favor of it. 

Why fear facts? Isn’t it infinitely better to 
know the pitfalls of the business road, than to 
“go it” blind. The real thing to fear is not “facts,” 
but uncertainty. Facts may be enemies, but they 
are enemies in the open. Uncertainties are enemies 
who stab when your back is turned. 

Then too, facts furnish an opportunity for im- 
provement. Facts can be changed. The fact of 
this year may be anything but a fact next year. 
But—facts ignored too long often turn to dynamite. 
Wouldn’t you prefer a gentle “prod” to a high- 
powered explosion? Wouldn’t you rather combat 
facts as they are than to walk blissfully into an 
ambush? 

‘Phe systematic general decline in so-called gross 
profits (margins of profit) was nearly one-third 
between 1923 and 1927. In wholesale and retail 
distribution it was approximately one-sixth. This 
is 1928, and it is high time the narrowing process 
was reversed, because it ‘is unnecessary. The rea- 
sons for the narrowing of profit margins are: 
Over-production in various “lines; needless ex- 
penses; uneconomical buying; duplication of lines 
and sales efforts; unwise credits; unpreparedness 
to meet new conditions. 

Facts all, but facts which can be changed by 
intelligent effort, independent and cooperative. 

It isn’t a question of fear, at all. No worth- 
while business man will “shiver with fright” over 
a condition which reveals all the potential elements 
of prosperity. So long as goods continue to be 
made and sold in tremendous volume, the country 
will be fundamentally prosperous. The problem 
is merely one of adjusting business so that profits 
are retained instead of scattered. 

Meanwhile facts are facts, and the mere knowl!- 
edge of them isn’t going to hurt anybody worth 
while. 
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VanDervoort Hard- 
ware Co., Lansing, 
Mich., produced this 
effective display with 
some _ inexpensive 
properties and a lot 
of sales producing 
imagination. 


The window dis- 

play above invited 

the trade in White 
Plains, a city near New 
York, where Harry 
Hecht operates a high 
grade hardware store. 
This Hecht display also 
proved effective. 


Stambaugh - Thompson, 
Youngstown, Ohio, have 
with the minimum of 
space and expense 
shown a window dis- 
play of the first order. 
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This window display by 
Allabough & Son, Ridge- 
wood, N. J., was narticularly 
effective last spring. It 
might he considered crowded 
by some authorities, but the 
nature of the merchandise 
handled overcomes that ob- 
jection very well. It has all 
the atmosphere needed to 
put over the spring garden- 
ing idea—and it did. The 
reproduction does not show 
the riot of color that contrib- 
uted to the general success 
of the display. 





PRING is commencing to put in an appearance in 
many sections of the country, and as spring trade 
will soon be in full swing it is not too early to talk 
household requirements for spring with your customers. 

Already the mail order houses are soliciting, with the 
aid of their attractive catalogs, the spring business of 
your locality. You can beat them to it by showing a 
superior line of merchandise in your show windows, 
advertising in your local newspaper and by direct-mail 
methods. 

At this season of the year the home owner is a better 
prospect to talk to about these needs than at any other 
time, because his anticipation of getting out on his lot 
and fixing things up, for the open air season is at a high 
pitch. He is ripe for a good sales talk, by mail, in the 
newspaper or personally, on garden tools, equipment, 
seeds, paint, brushes and all kinds of hardware items 
needed to renew the appearance of his property. 

The home owner is a man who spends his evenings 
about his premises. Many of his evenings are spent in 
“tinkering,” keeping the place in repair, and otherwise 
improving it or at least in contemplation of such. Ad- 
vertising sent to his attention is well directed. Make no 
mistake—someone is going to send it to him, and he will 
respond to it—because he is in receptive mood. 





r Spring Merchandise! 

















This reminder is published at this time because of the 
importance of reaching the home owner now rather 
than when the season has arrived and the various mail 
order concerns are in possession of his money. 

It is still true that the early bird is the fortunate one. 
Get started early, plan a knockout window display and 
then follow it through with related advertising. Talk 
about an early spring and your home owner will recog- 
nize you as a friend and a wide-awake one. For that he 
will reward you with about the best class of business that 
you can wish for. 

Here are a few suggestions for high-grade window 
displays that have turned the trick for other hardware 
stores. 

These windows are of the variety that really stop the 
passerby. A good deal of taste is displayed and a lot 
of thought has been expended upon them. Such effort 
is by no means profitless. At the same time they are 
not necessarily expensive to produce. A minimum of 
merchandise is required to put the message over to the 
customer and create a desire for ownership. 

Particular attention is directed to the window at the 
bottom of this page. This window was produced by 
Allabough & Son, Ridgewood, N. J., and displays in a 
most effective way their offerings in screen cloth. 





















The well drawn back- 
ground in this window 
and the cleverly ar- 
ranged giant flies made 
this window a success. 
This display, apart 
from the creation of 
the art work is simple 
and quickly produced. 
The art work need not 
balk the display man 
if he will use the 
method of squaring 
described in  Harp- 
WARE AGE from time 
to time. 
































Sulgrave Manor, the ancestral home, in England, of George Washington 


GEORGE WASHINGTON 


An address delivered at a banquet of The New England 
Hardware Dealers Association at the Copiey-Plaza Hotel, 
Boston, Massachusetts, in the evening, February 22, 1928 


By Saunders Norvell 


UGUSTIAN WASHINGTON, the father of 


’ George Washington, was married twice. He had 
four children by Jane Butler, his first wife, and 
six by Mary Ball, his second wife. The first son of 
Mary Ball was born at Bridges Creek, Westmoreland 
County, Virginia, at 10 o’clock in the morning, Feb. 
11, 1732—a date which has now become Feb. 22 through 
a change in the calendar. We are, therefore, tonight 
celebrating Washington’s one hundred and ninety-sixth 
birthday. Washington died at Mount Vernon, just out- 
side of the city of Washington, on Saturday, Dec. 14, 
1799, in his sixty-seventh year. 

Under the cloak of modern research into the lives of 
prominent men there has been a large measure of muck- 
raking. I venture that these modern authors, in delving 
through ancient and musty documents, have been keener 
in their quest for facts that would belittle great char- 
acters than for those other facts that might add to their 
luster. However, this modern research has served a 
valuable purpose, and especially is this true in the case 
of the study of the life of George Washington. After 
reading these books we may think less of him as a god 
but more of him as a man. Often we find that there are 
elements in the rubbish heap that produce and nourish 
lovely flowers that charm us with their scent and beauty. 


* * Ba 


The life of every great man must be measured by the 
standard of the age in which he lived. Unless we rigidly 
follow this principle in reading history, we will never 
fully grasp true historical values; nor will we fully 
understand the play of the times upon the character of 
the man, and in return, the influence of his character 
upon the times in which he lived. 

In meditating upon the times in which George Wash- 
ington lived, upon his companions and associations, and 
upon their evolution, development and accomplishments, 
one is reminded of Plato’s theory of the most perfect 


form of human government as outlined in his “New 
Republic.” 

Plato beliéved that the character of government flowed 
directly from the character of those who governed. If 
wise and good men govérned, then thére would be a 
wise and good government; if fools sat in the seats of 
the mighty, then naturally there would be a foolish gov- 
ernment. But Plato realized that while all men may be 
born equal under the law, as a matter of fact, from their 
birth to their deaths, all men are unequal in their intel- 
lectual endowments. Therefore, it was Plato’s idea 
that in order to develop the perfect government there 
must be a system of selecting the most perfect men to 
conduct that government. Then Plato realized that 
when even the most peffect men were selected, they must 
go through a long period of training before they were 
given the supreme power in government. So, according 
to his plan, as outlined in the “New -Republic,” young 
men, at an early age, were selected from the schools on 
account of their superior intellects. In other words, a 
certain number of the very best of the youth of Greece 
were to be selected. Then came periods of ten-year 
training for thirty years. At the end of each decade 
there were examinations, and then the best continued 
their training and education in government for another 
ten-year period. Naturally the number dwindled by 
elimination, but finally, at the end of this system, the 
government had at its service the very flower of its 
mature citizens—prepared to take over the reins of 
government. 

* * 2 

It seems apparent to me in studying the early history 
of the colonies, that while there was no systematic plan 
of educating the best young men for government, as a 
matter of fact, this plan was under way in the lives of 
such men as George Washington, Benjamin Franklin, 
Alexander Hamilton, Thomas Jefferson and Thomas 
Paine, and the few other brilliant intellects and strong 
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characters that worked together for American inde- 
pendence and the forming ot this nation. It seems to me 
that what happened at the beginning of this nation was 
more the result of the ideals, the characters, the self- 
sacrifices, the courage, the patience, and the hard work 
of just a few men than it was to the credit of the great 
mass of the people. Here in the beginning of our gov- 
ernment we had a rough illustration of the value of the 
system of selection, as outlined in Plato’s “New Re- 
public.” 
* 

Now let us glance at the times of Washington; let 
us face the facts! The cities were small; the population 
was an agricultural people ; they were scattered over the 
country on farms; roads were terrible ; and communica- 
tion between one city and another, and one farm and 
another, was laborious and slow. The mass of people 
were ignorant and uneducated. The men were a 
rough, uncouth and hard-drinking lot. Their ideas of 
ethics and common morality were at a very low level. 
Nevertheless, these people were strong and husky. I 
suspect, in those days, life was largely a matter of “the 
survival of the fittest—the weak died young; therefore, 
only the strong survived, and as a result of this natural 
law of selection, the early Americans were strong and 
virile—notwithstanding their many bad qualities. 

. There were, however, among these people, a small 
number of the aristocratic gentry. These aristocrats 
were rich in land and in slaves. They clung tenaciously 
to aristocratic traditions and conventions. George Wash- 
ington was born into this class. As we know his lineage 
was English, and if he was not descended from the 
nobility at least he was descended from the English 
gentry. Gentry in England, when transferred to the 
shores of the American Colonies, became the American 
nobility. Therefore, we find George Washington, in this 
sense, a member of the noble aristocrats. that lived in 
the American Colonies of that day. 

xx * * 

Therefore, with this background, let us consider the 
characteristics of the man. Early in life he was trained 
as a surveyor. Naturally such a training leads to ac- 
curacy ; and all through his life we find George Wash- 
ington one of the most accurate and careful men. His 
diaries are still extant, and so are his account books— 
kept in his own handwriting. Everything indicates a 
careful and methodical mind. 

Washington became one of the richest men—if not the 
richest—in the Colonies. He owned large tracts of 
valuable land; he owned a great number of slaves. His 
social standing was without question. If he had decided 
to stand with England, there is no doubt but that he 
could have held a high position under the English Gov- 
ernment. 

It is a simple matter for a man who has everything 
“to gain and nothing to lose to become a rebel and a 
revolutionist. But when the mind and heart of George 
Washington became enamored with the ideals of freedom 
and of justice; and when he broke away from his alle- 
giance to the English king, on account of these ideals, 
he not only risked his fortune, his high social standing, 
the comforts of his life, the contact with his family and 
friends, but he also risked his neck! Therefore, we 
must conclude from this circumstance that Washington 
had the courage of his convictions. 

As we read his life we are impressed with its con- 
trasts. First ‘of all, with his aristocratic background he 
espoused the cause of the common people. A man pos- 
sessing everything desirable in life, he risked all for men 
who had practically nothing. No man has been lauded to 





the skies and ’ 
praised almost as A, 
a demi-god and a 
then in periods 
of his life been 
subject to the 
most scurril- 
ous abuse and 
the bitterest 
criticism, by 
those for 
whom he had 
risked his life 
and his property 
more than he. 

In the study of 
his life we find him 
at most times calm, 
dignified, judicial, 
almost cold; but at 
other times 
flaring up in a 
red fury and 
cursing like a 
trooper, as it is 
reported he did 
when he 
stopped the re- 
treat at the bat- 
tle of Monmouth. 

In an age of hard drinkers, when men were classified 
as one, two, or three bottle men, equal to the number of 
bottles of wine they drank at a sitting, he came in the 
one-bottle class. When at his home he could enjoy 
every luxury that wealth could provide, he left these 
things and became subjected to all of the hardships and 
deprivations of a campaign in the wilderness. 

On these journeys into the wilderness, no doubt, he 
dressed as a frontiersman, but later when he started on 
his journey from Mount Vernon to New York we find 
him taking eleven days for the trip, accompanied by a 
retinue of servants and dressed in silk, and silk stockings 
with silver buckles on his shoes. We further learn that 
in New York he ran up a tailor’s bill that was a very 
large sum for those days. This man who could fight 
Indians dressed in buckskin on the frontiers could wear 
silk and “turn a neat leg” in the drawing rooms of society 
in the New York of that day. 

This man with all his ideals of the simple life and of 
democracy, when he first held his office as President of 
the United States, was addressed by many as “Your 
Majesty.” And last but not least, when we look for 
contrasts in his life we find a man who was childless, 
but who comes down in history as the Father of His 
Country. 

Let us sum up this character. A man without any 
great imagination but with great good judgment and 
common sense; a lover of property, order and system; 
an aristocrat who had within his heart the ideal of a 
republic of. freemen; a man who was irritated time after 
time at the stupidity of his fellow citizens, but who, 
nevertheless, had an abiding hope for the future of the 
young nation; a man somewhat vain (see the letters of 
the times about him, especially the letter written to him 
by Tom Paine), but at the same time a man who did 
hot let his vanity blur the keenness of his judgment. 

George Washington, above all things, had courage; 
then, he was honest. Never in all the muck-raking has 
anything been found that leads up to a question of his 

(Continued on page 130) 
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lan to Use a Given Amount 


Three practical ways to decide size of single advertisements 
are outlined here—Study advertising of other hardware 


Each 


stores—Believe in your own advertising 


By GUY HUBBART 


Specialist in Newspaper Advertising 


VEN where competition is unusually keen there is 

EK always a little extra business to be had each month 

“_ by all the competing stores. That is one reason 
for regular advertising. 

Then, each store.can try to increase its normal share 
of trade each month.. That is the main reason for adver- 
tising the store and its goods. 

The question of how much space to use each month on 
the basis of store sales can be settled three ways. All 
three are practical. but one may fit one store while 
another store can best use another. Here are the three: 


(1) By Selling Days 


In March, for example, there are twenty-seven business 
days this year (1928). And a small size space every 
four days is a good schedule. _ Just a reminder ad with 
a good headline and three to six items carefully described 
and illustrated by a suitable cut will keep your store in 
the minds of the hardware customers. A space three 
columns wide and 5 in. deep equals 15 in. This would 





Selection for Small Ad 


Toward the middle of March housecleaning begins 
in th ds of h and by the 10th of April hun- 
dreds of thousands of people begin to need such 
small items as these: 





Items Retail Prices 
INT. cresdk. Sa. ofa. Sago tealee $2.65 
I ks Ss Seid i ae abs 1.35 
NE TRE SiS ices See het as yh RRS 75 
ee eee ee eres ere 2.45 
eT OP eter Ee Tete ee! ape 2.80 
Golsnetand Walk Tits... 2 ..h 9) oie eK 1.40 
Se eee rer 45c, 56c and 72c 
Ce i oA EEL. RE EE 7.45 


These eight items make a good selection for a small 
ad to run every three days during March and April. 
Just a few inches of space, two columns by 5 inches, 
two columns by 8 inches or one column wide and 
6 inches deep—enough to hold the items, a head line 
and a few cuts with your name under the items will 
remind busy housewives of scores of other items 
carried in stock. The price ranges are base prices; 
that is, those at which response is highest by a given 
population. Each store should change the ranges a 
few cents to fit individual selling needs. 














amount to 105 in. if used every four days. That is a 
little short of seven times a month, and if three items 
are advertised each time that amounts to twenty-one 
items a month. In a town of 30,000 people, or 10,000 
homes, think over the number of visits that are made to 
hardware stores for this and that. Then the value of 
having your store represented every fourth day will be 
apparent. 


(2) By Number of Sales 


If you sold 300 articles, large and small, last month, 
use a half-inch space-next month for every article- sold. 
That would be 150 in. A good way to schedule this. 
amount is to use 15 in. every ten days. And put about 
eight items in each ad. That would be eighty different 
items a month for willing customers to look at and use 
as a buying guide. If the number of sales is too low 
to give a frequent schedule, double it; or if too high, 
cut it in two. 


(3) By Volume of Sales 


If your sales were $300 last month, appropriate a 
half inch of space for each dollar of sales for advertis- 
ing this month. That would be 150 in.; 15 in. every ten 
days would be a good schedule. 

These methods are simple, not based on percentages, 
which are misleading unless a record is kept over a long 
period of years, and are useful merely as a basis for 
advertising regularly. Hit-and-miss advertising is costly 
because is sells few goods and builds up no steady trade. 
Regular advertising, in sensible amounts, is not cosfly 
and sells goods. Besides it keeps the hardware mer- 
chant’s name before his public. 

Of course, if you are in a small town with only a 
weekly paper, none of the above methods is useful. 
But an ad once a week is not too much if items are 
selected with care and space is not wasted. Space does 
not sell goods. The story the space carries is what sells 
them. So, if you can put a good story in small space, 
you are in luck. But keep in mind that the other fellow’s 
ads do not sell goods for your store. Do not let him 
do all the advertising. Be regular even if you only use 3 
inches at a time. 

The above suggestions fit the store in towns of twenty 
to forty thousand population, where there are from five 
to ten hardware stores competing for trade. In larger 
cities ads should be larger or run with more frequency. 
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of Newspaper Space 


Month 


The point is this: In the average city under 50,000 
the population buy just so much hardware per capita 
on the average, and if there are five stores, three of 
them cannot have good days every day of the week; 
one store is bound to have the lion’s share of daily 
trade, and the way to be the lion store is to keep remind- 
ing people that you sell hardware and remind them of 
specific items you sell. ° 


People do not plan their hardware purchases very far 
ahead. They buy as a specific need arises. A good 
reason for advertising something every few days. And 
in every ad a store runs there should always be: 

Some low-priced items, 10 to 50 cents each; 

One or two big items, $6 to $30 each; 


Five to eight medium price items, $1.20 to $3.50 each, 
and 





A good variety, so many different needs will be rep- 
resented. 


Study Other Stores’ Advertising 


It is worth while for a hardware merchant in one local- 
ity to study the advertising of stores in other places 
even if the store is a larger one in a larger city. There 
are two reasons why such study is helpful : 


First, useful ideas may be gleaned from the way the 
other fellow uses his space; the amount used, the way 
type, layout and cuts are managed and how copy is 
written; that is, what kind of arguments and ideas are 
used. 


Second; and of greater importance, the merchant can 
get-a line on which items are most often shown in space 
and which price ranges per item are featured. It is safe 
to assume that the store with faith enough to use news- 
paper space regularly knows something of what to ad- 
vertise and how to advertise it. 


A Specific Example 


An advertisement of the Hightower Hardware Co., 
Atlanta, Ga., is reproduced here as an example for study 
and analysis. 

This ad is three full columns in size, much larger 
than_the average store in smaller cities could use or would 
need to use; but it has in it all the features of a profit- 
able, resultful hardware store advertisement. 


First, notice the variety of items that are illustrated by 
good cuts—twenty- six of them. “Cuts increase the cus- 
tomer’s interest in what is shown in the space. Also 
cuts make the ad as a whole more interesting to look 
at. Interesting ads are remembered longer after the 


customer reads 
them than are 
uninterest- 
ing ones. And 
they sell more 
goods. A pic- 


ture of a hatchet 
or a fireless 
cooker will sell 


more of these 
articles than 
1000 words of 
copy. 

Second, not- 
ice the wide va- 
riety of stock 


represented in 
the ad. This 
helps in two 
ways: It ac- 
quaints the pub- 
lic with the 
store’s ability to 
supply almost 
anything in the 
line of hardware, 
cooking utensils, 
housewares and 
electrical items ; 
second, a wide 
variety of sev- 
eral items in- 
creases interest 
in things the cus- 
tomer may need 
today or tomor- 
row. 

Third, copy is 
sensible and fits 
the nature of the 
event — thirty- 
first anniversary. 
There are about 
ninety words of 
copy in the gen- 
eral writing at 
top and bottom, 
in which tlre 
store talks to its 
readers and cus- 
tomers about the 


(Continued on 
page 130) 
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handler & Farquhar 


Keep Abreast of Tool Trend 


Boston hardware firm develops 
business in sale of power tools. 


By F. Alexander Chandler 


Chandler & Farquhar Co., Boston 








EDITOR’S NOTE—Lunching between sessions of the 
Boston convention we were fortunate enough to. engage 
Mr. Chandler in a discussion on present day merchan- 
dising of tools. His observations were so interesting 
and practical, that we brought into play the ever handy 
portable typewriter and obtained this story from this 
veteran hardware merchant. 











BSERVING the passing of much hand work to 

machine work, we have endeavored to keep abreast 

of the times and to study the trend of the tool 
business. Instead of lamenting the lost business in- 
cident to the changes in building and other mechanical 
fields, we have watched for the various new items as 
they appeared in this era of increasing application of 
machinery and have éndeavored to select and adopt as 
our stock standard the best electric tools which in this 
age of higher speed and lower cost will do the work 
formerly done by hand tools. 

The electric drill has seen some very rapid advances 
in the last few years. Its development has been such 
that today it is entirely safe to sell portable electric tools 
with universal motors. These may be plugged immedi- 
ately into any convenient light socket with no danger 
of blown fuses or ruined motors due to the wrong type 
motor for any particular type of current service. There 
has been rapid improvement in design and very material 
lessening of weight, therefore increasing the portability 
and adaptability of such tools, and at the same time 
there has been a very material decrease in the cost per 
tool unit. There has been similar development of the 
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Model stage setting and lighting equipment among the work of 
amateurs submitted. 


electric screw driver, electric bolt driver, electric tapper, 
electric hammer, electric saw, electric metal shear and 
other portable electric power tools for the mechanic 
and machinist at prices which even the smallest con- 
tractor can afford to includé in his kit. 

In the machine shop and garage field electric tools 
are also for valve refacing and reseating. There also 
the smaller sized electric portable and bench grinders, 
bench lathes, buffers, scroll saws, sanders, ete., all driven 
from the ever convenient lamp socket. 

Looking over the field of distribution of. these tools 
it appears that some of our retail hardware friends have 
been rather reticent to adopt this equipment in their 
own plumbing, heating, roofing and other shop services. 
even though they were recognized as active selling lines. 

With the overcrowding of the boulevards, golf links 
and other avocation urdertakings of the last few years 
we were not selling the home tool shop idea as we did 
several years ago. The trade schools are commencing 
to show the use of these fascinating modern electrical 





Ship models ‘submitted in the examples of the work of amateurs 
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at the hardware store-of Chandler & Farquhar, Boston, Mass. 
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A real ship yard of models is this 
collection of work by amateurs 
who submitted them for display in 
the hardware store of Chandler & 
Farquhar, Boston. 

Right and below: Typical Chand- 
ler & Farquhar display showing 
industrial teol users’ latest machin- 
ery, portable electric tools and 
other time and labor savers in the 


tool field. 


De nonstcng 


ithe destiny? Mac titi 


tools as well as the use of hand tools. 
Some trade schoo's are having even- 
ing classes for those who are em- 
ployed by day. 

All of this activity is stimulating 
the desire for home work shops 
where the householder may create and 
repair useful things for his home use. 
Today, with mass living as well as 
mass production, the householder is 
becoming more and more his own 
utility mechanic and is a large user 
of tools in an avocational way. The 
hardware merchant who is not closely 
in touch with this trend of the tool 
market should make a close study of 
this situation and adjust his store and 
its selling plans accordingly. 

Our trade press is devoting con- 
siderable space to the illustrated 
description of new tool items. Our 
alert manufacturers are issuing com- 
prehensive and well illustrated hand- 
books and pamphlets showing just how these new port- 
able electric tools may be used by the amateur as well 
as the professional. Examples of amateur work com- 
paring favorably with expert work stimulates further 
interest in these news tools. It is up to us dealers to 
be equally alert in calling upon these manufacturers for 
all available sales pointers on these tools. 

Manufacturers are investing large sums of money in 
the preparation of most attractive handbooks, “how to 

















make it” plans, circulars, display material and other 
helps appealing to the countless householders who are 
in the market for tools and kindred equipment. [Every 
normal man has a keen desire to own and use a com- 
plete kit of tools for home and auto work. The house- 
holder tool market is fast becoming a most important 
phase of the hand tool field and is also becoming an 
interesting and profitable outlet for the portable electric 
tools. (Continued on next page) 
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Some really remarkable work was submitted to 


the judges. Here are some more of the examples 


(Continued from preceding page) 


If we are to continue to retain the confidence of our 
customers and have them continue to believe that we are 
up to date, we must get right after the potential market 
on these new electric power tools and must also con- 
centrate more hand tool selling efforts on the house- 
holder. Both fields expect us to show the way. 

We have found the demonstration plan very success- 
ful in stimulating interest for power tools and have fre- 
quent special demonstrations in our store. 

For the household tool market, window displays show- 


Verified News 


EASTERN 


Murphy & Sheey, Inc., have moved from 60 Main St., to 179 North 

ain St., Bristol, Conn. 

Geo. W. White has succeeded the Timmons Hdwe Co., at 2306 Ponce 
DeLeon Blvd., Coral Gables, Fla. 

Williams Hardware Co. has recently been incorporated at Fort Meade, 
Fla. 

Orange Hardware and Furniture Co., Winter Park, Fla., has discon- 
tinued selling furniture and changed the company name to Baldwin 
Hardware Co. E. R. Baldwin is president. 

Ward Hardware Co. has succeeded the Blackshear Hdwe Co., Black- 
shear, Ga. 

Thorpe & Johnston, Inc., have recently opened a store at Dry Branch, 
Ga., carrying general mdse. 

Harley-Vann Hdwe. Co. has taken over the business of the Watt Hdwe, 
Co. in Waycross, Ga. 

The Planters Hardware Co. has succeeded the Dublin Hardware Co. in 
Dublin, Ga. 

W. L. Moss & Co. have opened a hardware department in Guntersville, 
Ala. H. D. Johnson is in charge. 


CENTRAL 


S. P. Edwards, Hardware, has succeeded Taylor & Edwards in Carthage, 
Ill. Mr. Taylor recently died. 

Koll-Millner Hdwe. Co. recently organized and opened a store at 5943 
Broadway, Chicago, Ill. 

John Trinka & Sons, 1755 West 95th St., Chicago, have taken over the 
business of The Beverly Hdwe. 

Clarence E. Bailey & Co., LeRoy, Ill., has succeeded L. S. Phipps. 

W. H. Dabler is now conducting the business of Dabler & Dabler in 
Manlius, Ill. 

Veatch. Hdwe. Co. has recently been organized at 909 Broadway Ave., 
Mt. Vernon, Ill. 

Oak Park Hdwe. has been opened by Chas, A. Chouffet at 242 Chicago 
Ave., Oak Park, Il. 


ing the tools and some samples of home work made with 
them will prove very efficient. s 

In addition, we have stimulated amateur tool business 
by two “amateurs’ contests,” during which a most in- 
teresting and diversified display of handwerk items was 
submitted. by amateurs in all walks and stations of life. 

Study your tool market and make the most of it, 
remembering that tools have always been, ahd in all 
likelihood will continue to be, the backbone of the hard- 
ward trade. 


of Retail Stores 


S. W. Yontz & Son are operating the old Yountz-Wills Hdwe. store 
in Paris, Il. 

A. L. Jared of Prairie City, Ill., has succeeded Kingsland & Willard 
of that place. 

C. B. Stevenson has opened a hardware store in. Prophetstown, Ill. 

R. J. Cunningham has opened a hardware and paint store at 1420 N. 
Main St., Rockford, Ill. 

North Ave. Hardware has been opened recently at 637 North Ave., 
Waukegan, IIl. 

Sherman Osborn has succeeded to the business of Van Meter Hdwe. 
in Bloomfield, Ind. 

Converse Hdwe. Co., Converse, Ind., is operated by Warnock & 
Arthurhultz. 

Temple Bros of English, Ind, have taken over the business of B. F. 
Temple & Sons. . 

F. G. Fleming & Co. of Hobart, Ind., have opened a branch at 553 
Washington St., Gary, Ind. 

Weirman & Wolff is the new name for the firm of Salway & Wolff, 
Monroeville, Ind. 

Folkers & Wygle of Allison, Ind., have purchased the business of J. B. 
Weires. e 

Breda Hardware Co. is now conducting the hardware business of the 
former Olerich Co., Breda, Iowa. 
_ Ed. Johnson, Brunsville, Iowa, is now operating the Dirks Hdwe. Co. 
in Brunsville, Iowa. 

Scofield-Welch have taken over the business of Schofield & Hull in 
Charles City, Iowa. 

Happ’s Hardware of Fort Madison, Iowa, has succeeded Hiram Hdwe. 
of that place. 

Earl Lamoree, Grand River, Iowa, is now operating the business of 
A. R. Switzer. 

Leonard W. Geuder has opened the Guttenberg Hdwe. Co. in Gutten- 
berg, Iowa. 

Peete Hdwe. Co. have succeeded the Elliott Hdwe. in Hampton, Iowa. 

Geo. Doyen of Laurens, Iowa, has succeeded th business of O. E. 
Erickson of that place. 

W. H. Reid, McCallsburg, Iowa, is now the owner of the W. H. Reid 
Hdwe. ‘ 


A Large Well Built Duster 


A new duster for spraying insecticides) in the powder form has recently been , tension tube and placed directly on the 










SMITH uw SavAse 
JUNIOR DUSTER 


UNDER-LEAF NOZZLE 





The nozzle may be 





placed before the trade by D. B. Smith | tube which projects from the end of the 
& Co., Inc., Utica, N. Y., and is known duster. Heavy sheet steel is used in the 
as the Savage Junior Duster. The main | construction of the duster, which is 19 in. 
feature of this product is the underleaf 
nozzle. With it, the operator can dust the 
underside of leaves on low growing plants. 


long and 2% in. in diameter. It is fin- 
ished in red enamel, and packed one dozen 
slipped from the ex- | in a case, weighing 19 Ib. 
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Illinois Dealers Discuss “The New Competition” 


T is doubtful if there has ever 
| been a convention in the history 

of the Illinois Retail Hardware 
Association which has had as con- 
structive a program as the thirty-first 
annual meeting of that organization 
held in Chicago, Feb. 14, 15 and 16. 
Five sessions were held in the three 
days and each address was along 
lines tending to help the dealers meet 
more successfully the keen competi- 
tion of the present day. As evidence 
of the intense interest the program 
held for the dealers present was the 
fact that several of the sessions ran 
past the designated hour of adjourn- 
ment, not because the speaker over- 
stepped his time, but because his 
auditors demanded a continuance of 
the information given. 

The program officially opened with a 
brief address by President S. J. Koehler 
in which he reviewed the activities of the 
association during the past year and urged 
the dealers to take home with them the 
ideas offered at the convention and apply 
them in their own stores. He was fol- 
lowed by Leon D. Nish, secretary and 
treasurer, who gave his report and in- 
cluded in it a survey of the conditions sur- 
rounding the retail hardware business 
today. 

C. G. Gilbert, who at a later session was 
elected to the presidency of the organiza- 
tion, spoke on the subject of “The New 
Competition,” which he cleverly defined by 
taking the first paragraph of the preface 
of the new Ford automobile catalog and 
substituting two words. This definition 
as he gave it was, “The new Ford (com- 
petition) is strictly a new and modern 
principle designed to meet new and mod- 
ern conditions. It is the advanced expres- 
sion of a wholly new idea in modern 
economical transportation (distribution’”). 

Mr. Gilbert further stated that competi- 
tion was today a struggle between ma- 
terials, industries and communities, rather 
than between rétailers in the same _ busi- 
ness. He pointed out the extreme folly of 





hardware dealers cutting their re-sale prices 
on staple hardware in an effort to stimu- 
late or hold trade. If price cutting must 
be resorted to he suggested it be confined 
to such merchandise as was being handled 
by non-hardware competition. He con- 
cluded with the statement thai business 
today was clearly a case of the survival 
of the fittest and that no retailer could 
make too close a study of his business. 

In speaking on the subject of “Our Job 
as Hardware Merchants,’ Hugh C. Ross, 
Jackson, Tenn., set forth the following 
merchandising policies as essential to suc- 
cess: 

“The retailer should buy only the goods 
that are readily salable in his community. 
Study of his trading area will answer this 
question. 

“At the same time he must be alert to 
the sales possibilities of new goods. He 
must be willing to experiment but he must 
do so intelligently. Trial orders and 
proper salesmanship will show whether a 
particular line is adaptable to the local 
demand. 

“Orders for seasonable goods must be 
placed in ample time to permit their re- 
ceipt and display before the selling period 
begins. 

“Stock records should be such as to in- 
dicate when particular items should be 
bought and the normal amount to be pur- 
chased. The retailer who is continually 
out of stock not only loses the immediate 
sale but also the good will of the customer. 

“Overbuying is one of the greatest weak- 
nesses in retailing. It ties up capital, les- 
sens the ability to take discounts, reduces 
turnover and increases overhead expense. 

“Proper stock records and a careful 
watch of local purchasing power will pre- 
vent this evil. When close to the source 
of supply, stock for a thirty- or sixty-day 
period should be ample. When more dis- 
tant, proper allowance should be made for 
delays in delivery. 

“The merchant must also make sure that 
he is buying as cheaply as his competitors. 
Otherwise, both profits and sales will be 
endangered. 

“It is desirable at all times to maintain 
cordial relations with sources of supply. 





If possible, they should be prompted by 
personal acquaintance and contact. 

“Prompt payment is the mark of a suc- 
cessful business. It builds prestige with 
the manufacturer, the wholesaler and the 
banker. It makes credit and accommo- 
dation available when required. 

“If it is not possible to pay bills under 
the terms of the supplier, proper arrange- 
ment should be made immediately in order 
to protect the future credit of the business. 

“Every store should have a definite price 
policy and adhere to it rigidly. 

“A one-price standard should mean just 
that, for exceptions undermine the com- 
munity’s confidence in the truthworthiness 
of the store.” 

Carl V. Haecker, of the Frank Burke 
Hardware Co., Waukegan, IIl., spoke on 
the topic of “The Results of Modern Dis- 
play,” and gave the experience of his own 
store in increased sales through the use of 
modern equipment. In commenting on the 
use of open display tables, he said, “On an 
actual check of customers, out of every 
ten customers who were waited on and 
excused by the person when the 
store was unusually busy and sales-people 
were getting to the next customer as fast 
as possible, six out of the ten stopped on 
the way out to examine some other mer- 
chandise and three out of the six made 
additional purchases. We were making 
thirty per cent extra sales unsolicited be- 
cause the merchandise was where they 
could see it, every item plainly priced.” 

The speaker also enumerated 13 ques- 
tions that the dealer should be able to 
answer satisfactorily before he could hope 
to be classed as a successful merchant. 
These points were: “Why should people 
trade at our store? Is the location better? 
Is the service better? Is it more pleasant ? 
Are the salespeople well informed? Are 
the salespeople more courteous? Are our 
goods better quality? Have we a better 
stock? Is the store properly arranged: 
Are the goods displayed right? Are the 
goods plainly priced? How about windows 
and advertising? And we fair and 
honest ?” 

Mr. Haecker concluded with this state- 
ment, “It is the little things that separate 


sales 


are 
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us from success—not the big ones. Here 
are three things that your store must do 
if you would be successful: It must be at- 
tractive, it must furnish information and 
it must make customers want to return. 
And to make these three things possible 
here are the rules to use as a guide: Proper 
arrangement, wide aisles—no obstacles, 
open display tables, glass merchandise dis- 
play, associated lines, plainly priced, every 
item sampled, absence of glass, fast sellers 
given preference, wrapping counter to the 
rear, place for every item, easily rear- 
ranged stock displays and courtesy, service 
and honesty.” ; 

The last speaker on the program of the 
opening day was B. Christianson, assistant 
secretary of the Wisconsin Retail Hard- 
ware Association, who spoke on “Account- 
ing as an Aid to Profits.” In urging the 
maintenance of complete and accurate 
store records, Mr. Christianson said, “Ac- 
counting is not the motor force behind any 
business. In spite of all we may have said 
in favor of good and sufficient records, 
they will never create any new business. 
Accounting will never supply business 
where it is lacking nor will it replace that 
inborn sagacity with which some men are 
endowed. The test of a good bookkeeping 
system is not how complicated it is or how 
many formm. are being used. If it tells 
you what you are doing that is enough. 
YOu must be able to trace your income 
and all of your outgo into totals that you 
ean set side by side for purposes of com- 
parison. What can be more interesting 
to any man, who wants to make money in 
his business, than the story that he can 
read in the condensed totals found in his 
wecords?” 

On the second day of the convention only 
one session was held, the afternoon being 
devoted to the exhibits held in connection 
with the meeting. This one session was 
given over to a discussion of the budget 
system of control of sales, expenses and 
purchases, advocated by the National Re- 
tail Hardware Association. Scott Kend- 
rick, Flint, Mich., lead this discussion and 
after explaining the plan with the aid of 


work sheets supplied to each one present, | and their utility is no longer desirable. 





he stated, “The rule: for making money 
in a hardware store is about the simplest 
thing that possibly can be. All you have 
to do is to get your cost of doing business 
to less than your margin and you are bound 
to make some money. The only trouble 
is that there isn’t more than one man in 
a thousand in the hardware business today 
who knows what his cost of doing busi- 
ness is. They do find out at the end of 
the year but there is absolutely nothing 
that can be done about your business after 
the year is over. The time when you want 
to know these facts is when they will do 
you some good. You want to know what 
your cost of doing business for 1928 should 
be at the end of January and what it ac- 
tually is and you want the same informa- 
tion for every month in the year.” 

On the last day of the meeting, H. W. 
Bervig, from the National Association of- 
fice, Indianapolis, spoke on the merits of 
a system of stock control and stated that 
the average dealer spent too much time in 
buying and bought from too many sources. 
He cited as an example one store which 
did approximately $50,000 business an- 
nually and yet bought merchandise from 
119 concerns, He emphasized the impor- 
tance of turnover and pointed out how a 
record of purchases would automatically 
reduce the investment in slow moving mer- 
chandise. 

The next speaker was H. R. LaTowsky, 
of the DuPont Co., Chicago, who charac- 
terized this as the “Color Age” and said 
that this tendency had introduced the ele- 
ment of style into hardware retailing. In 
this connection he said, “Another kind of 
a ‘new competition’ is evidenced in the 
Color Age, which has risen rapidly during 
the past four years. The Color Age was 
first given a good start in this country on 
automobiles. The Color Age can mean big 
opportunities and profits for you if you will 
cash in on it in time. The Color Age will 
cause to become obsolete, many of the 
things used in the kitchen and the home. 
You can sell them new ones. Unless things 
have the right color nowadays, they are 
not in style and therefore not in fashion 








Kitchenware. in color which you display 
in your stoft is but another evidence of 
an opporttinity to sell kitchenware to peo- 
ple who can’t wear out their old stuff. The 
Color Age is-tifaking business good.” 

He closed his remarks with the state- 
ment, “Net profit is what every merchant 
should aim for this year instead of* gross 
or volume. You should decide how much 
you are going to make. Pry off the lid 
of your business and look inside of it. 
Find out what is wrong, if anything is 
wrong. Test all of your policies and meth- 
ods. Check up your stock. Analyze your 
displays. Scrutinize your advertising and 
place your entire business on trial. Bear 
in mind that discounts alone are not profits. 
Profit is not.made until the goods are 
sold. So long as one article out of a 
dozen remains on the shelves, you have not 
made any net profit.” 

The last speaker on the program was J. 
Frank Grimes, Chicago, president of the 
Independent Grocers Alliance of America, 
who cited the steps taken by the inde- 
pendent grocers to successfully combat the 
inroads made by the chain store organiza- 
tions in that field. He told of the. forma- 
tion of a powerful buying syndicate of 
grocery jobbers, which in turn supplied the 
members of the retailers’ alliance with mer- 
chandise at prices which compared favor- 
ably with chain store prices. With the 
source of supply thus assured, the dealers 
were then able to devote their entire en- 
ergy to the displaying and selling of the 
merchandise, with the result that sales and 
profits were materially increased. Mr. 
Grimes strongly recommended that the 
hardware dealers work toward a similar 
cooperative organization. 

Just prior to the adjournment the fol- 
lowing officers were unanimously elected: 
President, C. G. Gilbert, Oregon; vice- 
president, J. Claridge, Chicago; and new 
members of the board of directors, W. R. 
Yontz, Chrisman, and J. R. Swank, Galva. 
At the meeting of the new board held im- 
mediately after the close of the conven- 
tion, Leon D. Nish was reelected as secre- 
tary and treasurer, and Paul M. Mulliken 
as assjstant secretary. 


WORDS OF CHEER FROM TENNESSEE 





Editor, Harpware AGE, 
Dear Sir: 

Inclosed please find check, which starts. me on my 
thirty-sixth year as a subscriber to HARwareE Ace. I 
think it is worth the money or else I would not have 
kept up my subscription. While I hear a few complaints 
about business, I will say that I have just closed up my 
books on the best year’s business I have ever had and 
I found that after satisfying all concerned, I had some 
money left over. January is clipping all Januarys of 
the past, so far, but can not say how long it will continue. 

How would it do for all hardware men to accept this 
year Mr. Norvell’s suggestion, fix so we can’t? Then by 
paragraphing that old familiar saying; adopt it for our 
1928 motto, 

Early to bed and early to rise, 

Work like H—— and advertise. (But not too much, 
like some do and make it worthless). 

Let us give more time to our own business and let the 
others alone. If you are buying merchandise from a 


man who will not sell you at a price to meet the catalog 
house, chain store, 5 and 10, and drug store prices, 
change to some one who will. Keep your head, hold a 
stiff upper lip and peg away. 

After listening to some things that are said by con- 
vention speakers and reading some of the articles in 
trade journals, one would be led to believe that the 
hardware business is composed of, and run by a large 
group of nincompoops and “darn fools.” 

The hardware business was founded and is still run 
by too many big and intelligent men, to be ruined by this 
class of competition. 

For 1928, let us retailers keep in mind the little verse. 
Let us cut out some golf and a whole lot of talk and give 
more time to our business. Try to have the money to 
pay for merchandise. Take advantage of all cash dis- 
counts and everything will be O. K. 

Very truly, 
W. V. Hacer. 
Hartsville, Tenn. 


































HE annual conventions of the 
Idaho Retail Hardware & Im- 
plement Association have been 

held each year at Boise. This year 

the association gave Pocatello a trial. 

From the attendance, the interest and 

the work accomplished on Feb. 7 and 

8 it is probable that the 1928 conven- 

tion was one of the best since the re- 

organization and rejuvenation of the 
association six years ago. 





A. E, THIEL 
President-Elect 











“Some one has referred to some impor- 
tant industries and business in this country 
as being in a peculiar state of profitless 


prosperity,” said President Graybill in his | 
president's address at the Tuesday morn- 


ing session. “This surely applies also to 
the hardware and implement business and 
it is due largely to our lack of efficiency 
and it is our job to know enough about 
our business so we may run it in a way 
to show a reasonable profit. 

“At our conventions 20 or 25 years’ago, 
seeming to believe we and our business 
were all right, we tried to fix other busi- 
ness and conditions that needed fixing. 
Now we realize we are one of the weak 
lines and are devoting most of our efforts 
to fixing ourselves. 

“Better merchandising was the theme of 
the national congress at Mackinac and we 
do well to make it the theme of this con- 
vention.” 

The convention opened with the invoca- 
tion by. the Rev, G. William Barnum. C. 
Ben Ross, Mayor of Pocatello, in cordially 
welcoming the convention to Pocatello, 
spoke of the importance of Idaho’s great 
potato industry and urged the dealers to 
help in the great need of marketing only 
the best grades, and in an orderly manner. 
Claude Bistline of Pocatello handled the 
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Best in Years 


subject, “The New Competition,” at the 
Tuesday morning session, and followed 
closely the text prepared by the National 
Retail Hardware Association at its Macki- 
nac Congress. He reviewed the rapid 
changes in transportation, communication 
and living habits of the people, the begin- 
ning of department stores, catalog houses 
and chain stores, all three classes now 
having about 28 per cent of the total retail 
trade. Mr. Bristline said, in part: 

“The hardware store has always dealt 
with substantial merchandise. He has al- 
ways been a service merchant, in close 
touch with his community. 

“Mass distribution is much and loosely 
talked of as a companion term to mass 
production. Few have measured either its 
meaning, application or probable results. 
Direct selling by jobbers and manufac- 
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the consumer is mis-educated to believe he 
can buy cheaper or at wholesale. And 
competition from retailers has grown in 
extent and variety. 

“The efficient merchant will study his 
competition, trade trends and the needs and 
buying habits of his customers. He will 
know merchandise and what, when and 
where to buy. Still doing 67 per cent of 
the total, the future of the independent 
merchant is bright with promise but he 
must be a real merchandiser.” 

President Graybill, commenting on in- 
stallment selling at ridiculously low prices 
and long terms by the public service cor- 
porations, stated that the national associa- 
tion, in conference with the electric light 
association had convinced them to an ex- 
tent that they had decided upon certain 
policy changes, which National President 
R. J. Atkinson would explain. 
“Problems of the Implement Dealer” was 


turers takes business from retailers and 


Idaho Convention at Pocatello One of the 














the subject of an address by M. Claire 
Baldridge of Parma, which featured the 
Tuesday afternoon session. Mr. Bald- 
ridge said, in part: 

“Agriculture is our basic industry, and 
next to agriculture the farm implement in- 
dustry is of basic importance. The im- 
plement dealer stands between these two— 
and catches it from both sides. 

“Our greatest: complaint has been lack 
of volume. Perhaps one reason for this 
is we are not good salesmen; another rea- 
son is we do not have enough territory ; 
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over-crowded territory is a real problem. 
With the up-to-date service and good 
roads, a dealer can now and should serve 
a much larger territory than formerly, 
but trade territories have not been en- 
larged. Agencies are sometimes so close 
the same lines of goods come into com- 
petition with each other and price wars 
are waged to the sorrow of all concerned 
except manufacturers. The granting of 
contracts to every class of dealer, even 
non-dealers—farmer, blacksmith, general 
merchandiser, etc.—means that the exclu- 
sive dealer in farm implements must go, 
or he must add other lines on which he 
can profit, perhaps eventually relegating 
the farm equipment to the side lines. 

“We do not make the use we should 
of the manufacturers’ printed matter; we 
do not follow these up with our own post 
cards as we should; and we do not use our 
local newspapers to the extent we should. 
Advertising is too important to overlook 
or neglect.’” 

Mr. Baldridge referred to the proposed 
freight rate increase on farm implements, 
price cutting, trade-ins, etc., but said: 
“Most of our problems are of our own 
ereation and should be settled among our- 
selves, with two exceptions—territory and 
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multiplicity of agencies. If we will prac- 
tice fair dealing, and cooperate with those 
from whem we expect cooperation, most 
of our troubles will cease.” 

The question box, in charge of Mr. 
4jraybill, brought out some very helpful 
<liscussion. 
liveries, the conclusion arrived at was that 
the success of any policy of charging for 
deliveries is cooperation among the deal- 
ers of the community. In the matter a 
fair mark up to layed-in cost to enable the 
dealer to allow 5% cash discount, 20% 











. LLEW 8. SOULE 
Editor of Hardware Age 








operating expenses and retain 5% for net 
earnings, the suggestion of one dealer was 
concurred in—40% added to cust and 
33%4% added to list on repairs. 

“Organization and Management” was as- 
signed to Vice-President A. E. Thiel, of 
Montpelier. He said the report of the 
Mackinac congress on this study could not 
be improved upon and he read well the 
entire report, which stressed the functions 
of retailing, financing problems, vital im- 
portance of taking cash discounts, study of 
merchandise and markets and community 
needs, selection and training of employes, 
buying and selling and credit policies. 
“Definite terms and a complete under- 
standing with the customer at the time 
the sale is made will speed collections.” 
Interest should be charged on past due 
accounts. The effect of the growth of in- 
stallment selling is to slow up collections 
on open accounts. Down payments should 
be large enough to impress the buyer he 
has an equity in the article. The mer- 
chants records should enable him to fol- 
low the progress of his business at all 
times. 

R. J. Atkinson, of Brooklyn, N. Y., 
president, National Retail Hardware As- 
sociation, arrived late and was given an 
ovation. 

He stated he had been particularly de- 
sirous of attending the Montana convention 
as that was one of only two states not 
yet affiliated with the National, and he was 
pleased to report he had succeeded in sell- 
ing them the National, 

President Atkinson referred to the New 
Competition as being a competition nof 
only between merchants in the same line 


On the question ot free de- | 


| and different lines but also between in- 
dustries and commodities and industries. 
Owing to the lateness of the-hour and 
the big program- for the next and last 
day he gave. only a part of his address, 
“Merchandise and Merchandising.” 

“The Story of Steel and Wire Products” 
in the form of a four-reel picture was 
shown at the Orpheum Theatre Tuesday 
evening, courtesy the American Steel & 
Wire Co., Salt Lake City. 

The “Business Control” demonstration 
was ably handled by C. M. Merrick of 
Buhl at the Wednesday morning session. 

Llew Soule, Editor of Hardware Age, 
New York City, was an unexpected addi- 
tion to the morning program. He had 
not expected to be able-to make the Idaho 
convention, but when he found he could 
make it from the Montana meeting, he lost 
no time in getting to Pocatello where he 
renewed many long-time friendships. He 
said in part: 

“The hardware business has problems: 
always has had, and always will. When 
there are no problems in the business, 
there will be no business. 

“In 1900 on an average we worked 66 
hours.a week. In 1928 we are working 
44 hours a week. There is an average loss 
of 22 business hours. We have got to 
do in 44 hours what we used to do in 
66 hours. Furthermore, the 44 hours is 
much more crowded with business com- 
plexities, governmental contacts, commu- 
nity activities, merchandise varieties and 
things to engage attention than was the 
66 hours. You must speed up; perhaps 
work longer. Further, the increase of out- 
lets puts you in a more restricted trading 
area and you must work more intensively 
in the areas you can cover. 

“In 1927 eleven large chains did 3 bil- 
lion dollar business; the total for all chains 
of record was almost 6 billion dollars or 
$51 for every man, woman or child in the 
United States. In 1921 they had 4% of 
the total business; in 1928 they have 16%. 

“Reasons for the growth of the chains 
are, 1. They put their goods out in sight. 
2. They use advertising to bring people 
in where they can see the goods, and 3, 
buying cheap merchandise in quantity they 
are able to get and offer low prices. But 
one of the 11 big chain heads says the 
one reason they succeed is because of the 
inefficiency of the individual retailer. 

“Those 11 heads have given as 11 prin- 
cipal reasons for their efficiency: 1. They 
select good locations only after a thorough 
checking; 2, they take long leases to get 
rent down, and keep tab on the ratio of 
rent to sales; 3, the management concen- 
trates on every weak store, changes man- 
agers, clerks and location if necessary; 4, 
they locate all leaks and stop them; 5, 
they clean out all items that do not move 
fast enough to make a satisfactory profit; 
6, they transfer merchandise from one 
store.to another where it may move bet- 
ter; 7, their stores are clean; 8, they have 
to make certajn sales quotas; 9, they take 
all their discounts; 10, they have only one 
price, it’s set by the head-office and can- 
not be deviated from; 11, they wrap up 
with sales of the fast. sellers advertising 
of the slow sellers; 13, their managers 
are relieved of all buying and concen- 
trate on selling. Now, how near do you 





come up to these marks and how fai may 
you profit from their experience. 

“The chains hire cheap help and depend 
upon advertising and low prices~to sell 
goods. This is their weak point and they 
are realizing it. You can sell better mer- 
| chandise, show it and sell it. Don’t make 
the mistake of turning your store into a 
10 and 15 cent store in which competition 
you cannot expect to beat them. Have 
the cheap items for comparison, but- use 
your salesmanship to sell better goods, 
thus you have convinced the customer that 
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mere cheapness does not indicate value 
and you have built demand for quality 
goods. 

“Overhead is mounting—from 15% in 
1900 to 22% in 1928—you can’t save on 
salaries, deliveries, advertising or buying— 
you must increase sales. 

“Turnover has been oversold; out of 
stock means a “turnover” of customers 
that is not advantageous. The hand-to- 
mouth merchant is a drag on the com- 
munity and a factor in raising the jobber’s 
overhead. Buy reasonable quantities for 
reasonable times and help out the general 
overhead.” 

National President Atkinson spoke on 
“The Future—What Does It Hold for 
Us?” at the afternoon session. 

He supplemented this with a talk on the 
constructive work of the National Hard- 
ware Council studying hardware trade 
problems and the efficient staff at Indian- 
apolis ready to serve hardware retailers. 

Governor H. C. Baldridge, a former 
president of the Association, received a 
hand before, as well as after, he spoke. 
His subject was “Idaho’s Prospects for 
1928.” 

B. G. Davis of the nominating committee 
made the following report: A. E. Thiel, 
Montpelier, president; M. C. Baldridge, 
Parma, vice-president, and A. G. Sims, 
Caldwell, a director to serve for three 
years. President Graybill expressed great 
pleasure and satisfaction in the success of 
the Pocatello convention, and suggested 
that the meeting next year be held in Boise, 
especially as ‘the legislature would be in 
session. At the board meeting, E. E. Lucas 
was again reelected secretary-treasureér. 
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Montana Association Holds Its Greatest 
Convention at Butte 


In simple, homely language, this man, | with machinery, which has reduced the 


HE 20th annual convention of 

the Montana Implement and 

Hardware Association, which 
opened on Feb. 6 in the New Finlen 
Hotel, Butte, “ont., was said to be 
the greatest convention in the history 
of that association. The speakers 
brought interesting and instructive 
messages which were of great value 
to the delegates. The attendance 
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was good and the interest displayed 
showed that everything was appre- 
ciated. 

At the opening session, President 
Walter J. Sewell of Butte greeted 
the delegates. He was followed by 
Mayor Keer Beadle, who extended 
to the hardware men the freedom of 
the city. 

National president, R. J. Atkinson, 
Brooklyn, N. Y., was then introduced and 
spoke briefly. He stressed the value of 
collective advertising in the promotion 
and development of business and discussed 
the material help which every man in the 
Montana association would derive, if that 
association would affiliate with the N. R. 
H. A. 

Following Mr. Atkinson’s talk, A. C. 
Talmadge, secretary of the Montana as- 
sociation, submitted his report, as did 
H. G. O’Rourke, vice-president, and G. W. 
Babisch, chairman of the board. Secre- 
tary Talmadge, in his report, declared that 
the hardware and implement business was 
not sufficiently advertised. The right kind 
of publicity, he declared, would be of bene- 
fit to business. He expressed his appre- 
ciation for the cooperation received from 
the members during the year. Wit, hu- 
mor and philosophy were characteristics 
of. the address made by Hamp Williams, 
Hot Springs, Ark. 








who was a prime favorite with the con- 
vention, described the climb of a small 
Arkansas dealer to the front rank through 
his own efforts. ; 

One of his most effective methods of 
advertising, he said, came about through 
the discontinuance by the ‘telephone and 
telegraph companies of givitig’ the public 
the time of day. “We took ft up, put in 
three extra phones and hired an operator,” 
he said, “and every business day those 
phones ring not less than 800 times. Each 
time they rifg a voice says, ‘This is the 
Hamp Williams Hardware company.’ We 
have paid considerably more for less ef- 
fective advertising than that.” 

Mr. Williams declared that the success- 
ful dealer will study how to make himself 
popular with the public, the business world 
and with his own employees. “Be strict 
as to getting service,” he said, “but-be just 
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a little more than fair in the treatment | 


shown.” 
Mr. Williams said his books were so 


kept that at the end of each day he was [| 


able to determine his profits for each sale 
made as well as for the entire day. 
The closing speech of the session was 


delivered by W. A. Lundahl, who spoke | 
in an interesting manner about the need | 


of implements on Montana farms. In 
part he said: 

“The business of supplying farm equip- 
ment is a very important one because we 
are furnishing articles essential to the wel- 
fare of the greatest industry in Montana— 
agriculture. No one can deny the impor- 
tance to this State of the farm equipment 
dealers. 

“Tt is necessary that Montana farmers 
be in a position to compete with agricul- 
ture in other sections, especially as they 
are penalized by high freight rates on. their 
products as well as by high freight on 
their purchases. By supplying the farmer 





| man-power per acre trom eight to two in 


the raising of wheat, the implement dealer 
has not only rendered a valuable service 
to the farmers, but to every other indus- 
try in the State because it is only through 
prosperous farmers that Montana can be 
truly a prosperous State.” 

The implement business, the speaker 
said, should therefore hold a high place in 
public esteem and receive a reasonable re- 
turn on the invested capital. To insure a 
proper return and to render proper ser- 
vice, he said, the dealers should be or- 
ganized. Since the farming world depends 
to a considerable extent on the dealers, 
they should welcome an organization that 
will enable the dealer to remain in busi- 
ness and to serve the farmers as well or 
better than in the past. 

The first day’s session of the convention 
indicated that the delegates, while enjoy- 
ing themselves, were assembled for the 
promotion of their particular type of mer- 
chandising. Practical business men, they 
showed in their discussions a broad liberal 
view toward the buying world. The gen- 
eral sentiment as voiced by several dele- 
gates, and apparently acquiesced in by all 
in discussing the implement business, was: 
“Unless the buying public prospers our 
business cannot grow.” 

On Tuesday, the delegates were in ses- 
sion only during the morning and in the 
afternoon were taken to Anaconda to visit 

















the smelter furnaces. At the morning 
A. C. TALMAGE 
Secretary 
session Llew S. Soule, editor of Harp- 


WARE AGE, spoke on “Better Business.” 
In part his address was as follows: 
“Energy, properly exerted and directed, 
will. always bring satisfactory results, 
Face the facts in your business. Do not 
cover up anything. Realize that. there is 
the ever-changing demand for hardware 
for. modern uses and modern purposes. 
The. merchant of 1900, as a general thing, 
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opened his store at 7 o'clock in the morn- 
ing and kept it open until 10, and some- 
times as late as 12 o'clock on Saturdays. 
The business that occupied 66 hours of 
time in those days now has to be done in 
44 hours. In those days we had the great- 
est simplicity in the goods that were de- 
manded. We did not have to concentrate 
on the business conditions such as we 
have now. 

“Styles in hardware change, while not 
as radically as in other things, and we have 
to meet these conditions also. We also 
have a broader social contact than before— 
more holidays. We have more periodicals 
to read—consequently our expenses are in- 
creasing, for our share in the luxuries 
that are available. 

“New competition confronts us today- 
intensive competition that is controlled and 
operated by people who are making a study 
of the conditions in the towns where they 
operate. At the same time these conditions 
are making better merchants out of us 
than. would be possible by any other 
method. 

“They are forcing us to use some 
thought as to the location of our business, 
methods of operation, controlling expenses, 
watching the slow moving stock and taking 
advantage of the better class of merchan- 
dise. 

“It is teaching us to advertise, watch the 
turnover and at this time I want to call 
attention to the fact that you cannot make 
a profit on goods which you should have, 
but of which you are out of at the time 
they are asked for. 

“We cannot place too much stress on 
turnover of stock and too little on turn- 
over of customers. Hand to mouth buying 
will eventually boost prices, but I believe 
it can be overcome by conservative re- 
quirement buying. Sales lost on too con- 
servative buying are not good business. 

“There is no more vital point in the 
merchandising game today than service. I 
believe we are giving too much so-called 
service. When this service makes the 
goods cost more than the price at which 
the customer can obtain them elsewhere, it 
ceases to be service and becomes an ex- 
pense. Other merchants can render that 
same service and possibly expand on it, so 
you see there is no end in sight. 

“Another thing is as regards staples. 
There are staples in the hardware business 
as in other lines—sugar, for instance, as 
connected with the grocery business. These 
are generally very small profit articles. 
Watch the staples. Do not give them too 
much time. Spend your time and energy 
on merchandise that is profitable. Profits 
can be made on staples only when all 
branches of the trade individually resolve 
to make, distribute and sell them on a 
profit-bearing basis. 

“The chain stores of today are doing the 
merchants considerable good. They are 
educating the buying public to pay cash, 
so on all articles sold at chain store com- 
petitive prices you must sell for cash only. 
I would suggest that every store, it makes 
no difference how small or how large, 
could well afford to create departments. 
For instance, if you carry paints, have 
them in your paint department, harness in 
the harness department, and so on down 
the line. Have someone in your store re- 





sponsible for this department. Keep your | 


wants for each department separately. It 
will make buying easier for both merchant 
and customer. 

“At certain times you may find reason 
to criticize your clerks, but before doing 
so, stop and consider whether the criti- 
cism should not be directed at yourself, 
rather than the clerks, because you are re- 
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sponsible for the clerks, and if they are not 
efficient it is up to you. 

“My job is to make you think. Your 
job is to make your employees and the 
people of your community think in the 
right way about you and your store. Have 
faith in your community. Have faith in 
your clerks. Have faith in yourself. Have 
confidence in the people that you meet.” 

Following Mr. Soule’s talk, M. L. Wil- 
son, professor of agricultural economics 
and farm management at the State college, 
discussed farm management. His talk was 
illustrated by means of lantern slides, 
showing the practices as followed in vari- 
ous localities. 

“Where To Look For Business” was the 
subject of the closing address of the ses- 
sion, given by J. L. McCafferty, sales 
manager of the International Harvester 
Co., Chicago, Ill. Mr. McCafferty has 
had many years of experience in the hard- 
ware and implement business. He stressed 
the need for farm equipment and dis- 
cussed the most effective means of bring- 
ing the buyer and seller together. 

In the evening, the delegates were en- 
tertained at a surprise banquet in the 
New Finlen, tendered by manufacturers 
and representatives. Philip Nolan, man- 
ager of the Moline Implement Works 
acted as toastmaster. 

The speakers included Hamp Williams, 
president of the United States Hardware 
and Implement Association; Walter J. 
Sewell, president of the Montana Imple- 
ment and Hardware Dealers’ Association; 
Frank R. Venable, secretary-manager of 
the Butte Chamber of Commerce; A. C. 
Talmage, secretary of the association; 
Fred Holbrook; president of the Butte 
Exchange Club. 











The final day of the convention was a 
busy one for all. The opening address of 
the morning session was made by R. R. 
Bowden, Bozeman, editor of college pub- 
lications in the State college. He spoke on 
“Black and White.” 

He traced the story of advertising from 
the days of the early Chinese down to the 
present, showing the advancement in 
methods and the differences that have 
arisen. He declared that newspapers are 
first in effectiveness in advertising. The 
methods of other days, Mr. Bowden said, 
could not be expected to survive in an 


| era when the news is flashed around the 
world almost as soon as it has happened. 


In the case of a declaration of war, he 
said, the announcement would be flashed 
across the nation from end to end in four 
minutes as compared with other days when 
a great battle was fought weeks after 
peace had been declared for the reason that 
Generals Jackson and Packenham had not 
yet leraned that the war of 1812 had been 
officially terminated. 

In a carefully prepared address, cover- 
ing the matter of farmer’s profits, G. W. 
Spahr, general manager of the Emerson- 
Brantingham Implement Co., reviewed the 
farm question from a number of angles. 

Farm relief legislation, the use of the 
auto, the radio, the telephone, improve- 
ment of highways, use of motor trucks, 
use of modern up-to-date power machin- 
ery were all reviewed from the standpoint 
of their contribution to the comfort and 
profit of the farming public. 

“Milk hauling and transportation of 
school children have been solved by the 
auto,” he said. “In 1900 there were 8000 
cars in the nation. In 1925 there were 17,- 
512,638 cars and 2,441,709 trucks—nearly 
one car for every family in the United 
States.” 

He then discussed the present-day farm 
equipment, tractor, combine, harvester, 
power drill, by means of which a farmer 
can handle five times as many acres as he 
could 50 years ago and can harvest “a 
bushel of wheat in 10 minutes instead of 
three hours, as was the case 50 years ago. 

Secretary A. C. Talmage was one of 
the final Speakers of the day. He reviewed 
the reports of the various committees and 
urged the members to study the cost-ac- 
counting report. 

Walter J. Sewell, the retiring president, 
made the final address. “Our work is 
finished,” he said, “and we are about to 
adjourn. I wish to express my thanks for 
this large attendance. It has been a pleas- 
ure to preside over such a body of men. 
If I have not done all things as you 
would have them done, please believe that 
I did them as well as I was able and ac- 
cording to my best judgment. Throughout 
the period from the beginning of the con- 
vention arrangements up to this moment I 
have ‘had nothing in view but your com- 
fort and welfare.” 

The convention was brought to a close 
by the election of officers for the ensuing 
year. R. G. O’Rourke, of Helena, was 
elected president; H. G. Smith, Terry, 
vice-president, and A. C. Talmage was re- 
elected secretary. M. C. Grinde and S. C. 
West were elected to the board of directors 
and Bozeman, Mont., was selected for the 
1929 convention. 
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California Convention Conceded Most Practical 
and Interesting In Association’s History 


cisco, under ideal climatic con- 
ditions, the California Retail 
Hardware and Implement Associa- 
tion held Feb. 15, 16, 17, what was 
conceded to be one of the most prac- 
tical and interesting conventions in 
its history. The sessions were well 
attended and exhibits were varied 
and comprehensive, and the program, 
under the able direction of President 
A. D. Ketterlin and Secretary LeRoy 
Smith, left nothing to be desired. 
The presence of R. J. Atkinson of the 
“National,” Hamp Williams of Arkansas 
and Llew S. Soule, editor of HARDWARE 
AGE, added materially to the acknowledged 
success of the meeting. 


[ the beautiful city of San Fran- 








A. D. KETTERLIN 
Retiring President 











The first session was called to order 
Wednesday morning, Feb. 15, in the Roof 
Garden of the Hotel Whitcomb, with 
President Ketterlin presiding. After the 
introduction of visitors, the president de- 
livered his address under the heading, “The 
Theme of Our Convention, Better Mer- 
chandising.” He said in part: 

“The last year has been a very interest- 
ing one. Many new problems have arisen 
and old ones have been aggravated. Your 
officers have made a study of each, and 
wish to suggest several things for the 
future. We believe that the most impor- 
tant question which confronts us is the 
development of new competition through 
the systems of chain stores, and the estab- 
lishment by the mail order houses of retail 
stores in smaller towns. This new com- 
petition is here, and must be met at once. 

“One element which enters into this 
competition is the problem of unfair and 
unjust advertising by unscrupulous com- 
petitors, of standard trade marked articles 
at cut prices, sometimes less than cost, in 


| 





order to give the impression that all goods 
handled are on the same price basis. 

“T believe we will find relief from the 
last question in the passage of the Capper- 
Kelly Bill now before Congress. Legislators 
are beginning to realize that merchants 
are entitled to protection from dishonest 
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competition as much as the farmers or 
other classes. We should endorse the bill 
and give it our support. 

“The new competition will result in the 
weeding out of all hardware ‘drones,’ and 
will force the rest of us who wish to stay 
in business to cooperatively study mer- 
chandising, which after all is merely proper 
buying and selling. The latter is taken 
care of by up-to-date display of goods and 
proper pricing. 

“In regard to proper buying, what are 
we to do? How are we to sell a can of 
oil for 30c., when.our new competitor of- 
fers one which looks equally good, for 
10c. or 15c.? How are we to sell a file 
for 40c. when he displays one which looks 
as good at 15c.? True, you say, it is not 
the same quality. Probably, not, but your 
customer sees the price and buys. Our 
self preservation depends mainly on this 
one problem of buying. 

“We must buy from 50 to 500 items 
which look good, at a price which enables 
us to meet any competition. Will the 
jobber take care of us, and is he in posi- 
tion to do so, or must we go collectively 
to the manufacturer? Some jobbers are 
trying to take care of certain individuals 
or groups, but is this effective enough, and 
if so, how about the rest of us? 

“T am for the jobber, but if the jobber 
cannot take care of us and we go down, 
he will go down with us. We must work 
out some plan to get volume and cut dis- 
tribution costs. Who and what shall we 
eliminate? I believe we know what we 
want, but how can we get it? No single 





jobber or manufacturer can alone handle 
this problem. 

“Will they collectively cooperate with 
us, or will it be necessary for us to oper- 
ate through a central agency which will 
specialize on these certain competitive arti- 
cles and supply them to us at a price at 
which we may meet any competition. 

“T suggest as a solution that a special 
committee be appointed to work with the 
secretary, and that they be instructed to 
get busy at once and report to our new 
president and executive committee, who 
should be given power to act on their 
findings. 

“We must cooperate if we expect to con- 
tinue in business successfully and_profit- 
ably.” 

At the close of the address Secretary 
LeRoy Smith made his annual report. 
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He detailed the services and activities 
of his office and called upon all the mem- 
bers to cooperate for mutual betterment. 
He said: “When our members in any 
given territory learn how to pool their 
buying on certain commodities, they will 
reap the reward of cooperation. For in- 
stance, we have four dealers in a territory 
who buy from 50 to 100-kegs of nails per 
month, each buying separately and paying 
the keg price and local L.C.L. freight. 
Wouldn't it be better to pool their orders 
and buy in car lots several times a year, 
thereby saving in price and freight 
charges, and putting themselves in position 
to meet legitimate competition at a fair 
margin ? 

“Cooperation does not have to stop with 
nails. It can be carried on with other 
items. I am convinced that a new way 
will be found to purchase many articles in 
large quantities at prices which will allow 
the meeting of all competition /and still 
show a fair margin.” , 
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Here the secretary showed several arti- 
cles purchased at chain stores, to illustrate 
his point. 

He next took up the matter of associa- 
tion dues and advocated the smallest dues 
changed from $10 per year to $20 per 
year, explaining that the services rendered 
were worth many times the amount of the 
dues. He closed with an impressive out- 
lining of the services the association ren- 
ders to its members. 

The president then introduced Vice- 
president Walter Mariani who gave a very 
comprehensive and interesting report of 
the National Congress held at Mackinac 
Island last June. Mr. Mariani gave an 
outline of the program and activities of the 
Congress, stressing the eight themes of 
the meeting with a brief discussion of 
each. He read in full the Standards of 
Practice adopted by the Mackinac Con- 
gress, and impressed upon his hearers the 
importance of carefully studying these 
standards and putting them into practice. 
The report was so thorough and presented 
in such an interesting way that it occa- 
sioned much favorable comment. 

At the close of the morning session 
President Ketterlin appointed the follow- 
ing committees : 

Resolutions—Frank Rittigstein, 
Green and Barry Adams. 

Legislative—Jim Emigh, Harry Crowe 
and John Turner. 

Grievance—Jim Pearson, Harry Howe 
and Dave Rampe. 

Nominating—Ike Walker, L. Schlucke- 
bier, L. L.. Bryan, George Hickman and 
Frank Barcroft. : 

The Wednesday afternoon session was 
given over to the National president, R. J. 
Atkinson of Brooklyn, N. Y., who deliv- 
ered a very able address 6mzThe New 
Competition, President Atkinson said: 

Mr. Atkinson explained that! the New 
Competition in one sense was the pressure 
of industry.for a larger share of the con- 
sumers’ dolfay, He told how the retail 
merchant had quietly sat by, watching the 
chain and depaftment store filling the re- 
quirements of the: buying public until the 
situation became alarming for the safety 
and future of the retailer. Mr. Atkinson 
related how the N. R. H. A. was studying 
the problem and the plans for the future. 
“Marked. progress has been made in this 
direction,” said the National president, 
“but there is still much to be accomplished. 
The average hardware merchant has not 


Wilbur 


~ yet fully learned to follow the experience 


and counsel of leaders. He is more in- 
clined to agree than to apply.” 

The Thursday session opened with a 
talk on “The Future of Implement Re- 
tailing” by L. S. Quinan,. chairman of the 
Implement Committee of the association. 
Mr. Quinan started with the statement 
that the implement business is on trial, 
and that when the final decision is rendered 
the implement dealers themselves will be 
the judges. Cooperation, he said, was 
needed to wipe out the evils which had 
crept in during the last decade. Such 


things as credit terms, prices, accounts, 
allowances on old machinery or junk as 
he termed it, deserved careful attention. 
He particularly decried the heavy allow- 
ances on old machines, which he attributed 
to a greed for business. 


Dealers, he said, 








should put the right prices on their goods 
and then hold to these prices. He closed 
with the assertion that the implement busi- 
ness is a worth while one, and that dealers 
who are efficient are assured of a good 
future. 

The main trouble, he said, is the ease 
with which untrained men with little or 
no capital can enter the implement busi- 
ness. Many fail because the business re- 
quires that the implement dealer be an 
executive, a merchant, a salesman, a 
banker and a diplomat. 

Mr. Quinan was followed by our old 
friend Hamp Williams, Hot Springs, Ark., 
who talked on the general phases of 
present day merchandising. Hamp had a 
kind word for the jobbers and manufac- 
turers, declaring that he would not be in 
business today had it not been for their 
aid and cooperation. However, he con- 
tinued, we must take care of our own 
business. Just because we like people from 
whom we buy is no reason why we should 
patronize them, if such patronage militates 
against our profits. Jobbers and manufac- 
turers must help dealers in a practical way, 
to buy the merchandise with which to meet 
mail order and chain store competition. 

In the early days, he said, price did not 
count for much in buying, but things are 
different now. Merchants must fight to 
maintain their place in the sun. They 
must think and act, and their thought must 
be always in advance of those who work 
for them. 

Jobbers and merchants are in the same 
boat, he continued, and when the dealer 
goes, the jobber goes with him. 

The jobber must continue in the plan 
of distribution or there must be some other 
agency to take his place. Some one must 
collect the goods from manufacturers and 
distribute them to the retail trade. 

The overhead of the trade in general is 
too high. Meanwhile too many people re- 
gard merchants as profiteers. The big job 
of the future is to restore confidence, and 
this will take time and effort. He paid a 
compliment to the trade press, particularly 
Harpware AGE, which he said had helped 
him greatly in solving his problems. 

Mr. Williams then told of? his _experi- 
ence in comparing .a list of hardware items 
from his store with a similar list from the 
mail-order catalogs. One hundred. such 
items totaled $650 at his retail prices, and 
$654 at mail-order prices. He next con- 
templates preparing a similar list to com- 
pare with chain store items. He then pro- 
poses to submit the list to jobbers and ask 
them to provide him with prices at which 
tc meet the competition. 

Good citizenship alone, he said, will not 
sell goods, but it is a big asset. Price is 
the outstanding problem. The less we buy 
from the jobbers, the more they sell to 
others, and yet the more we buy from job- 
bers the less we seem to make. Unless 
the hardware industry changes its methods, 
it will cut little ice in the future of dis- 
tribution and it will cut no ice in the here- 
after. 

He closed with a plan for better dis- 
plays, better store arrangement, better con- 
trol of business, better trained and better 
paid employees. 

The talk was summarized by Harry 
Crowe and Mr. Race, after which there 





was an informal discussion on the points. 
brought out by the speaker. . 

The first speaker of the Thursday after- 
noon session was George Eberhard, San 
Francisco, who spoke on the problems of 
1928. He declared that all conventions in 
all industries are much alike, facing the 
same problems. Little progress, however, 
has been made. He suggested a research 
committee to find out facts on prices, quali- 
ties, etc., and an exhibit of comparative 
items and prices. 

He predicted that 1928 will be a good 
year, but no better than 1927. The aver- 
age merchant, he said, should be content 
to maintain his volume rather than to in- 
crease it. What is needed, he said, is in- 
telligent marketing, not mere volume. 

The principal address of the Thursday 
afternoon session was delivered by Llew 
S. Soule, Editor of Harpware AGE, on 
“The Hardware Merchant and His Prob- 
lems.” 

Mr. Soule declared that there are two 
types of business men today who by their 
mental attitudes are harming business gen- 
erally. They are the chronic pessimist and 
the radical optimist. There is no reason 
for pessimism and likewise no reason for 
the kind of optimism which always be- 
lieves that conditions will right themselves. 
The successful merchant of the future is 
the one who does not allow prosperity to 
sweep him off his feet, yet who does not 
look for calamities every time he sees a 
cloud. 

From a series of charts Mr. Soule made 
a comparison of the merchant of 1900 with 
the merchant of today. Calling attention 
to the lessened hours of work and the mul- 
titude of activities crowded into the short- 
ened time.. The merchant, he said, must be 
much more efficient than his father before 
him if he is to succeed, 

He then took up the changes which have 
occurred in -retail store operation, and 
which he designated as fundamental. The 
rapidly contracting local trade territories, 
mounting overhead, need for department- 
izing and other subjects were covered in 
a plain, easily understood manner. 

There are too many retailers of all 
kinds, he said, and many must eventually 
pass out of the picture. The incompetent 
merchant is doomed, but his efficient 
brother is to stay and to be successful. 
Jobbers should aid by advising against un- 
trained men entering the retail business, 
especially in communities which are al- 
ready adequately served. A merchant must 
fill a need, he said; he cannot create one. 

The main reason for chain store suc- 
cess, he declared, was the unpreparedness 
of the average independent merchant. 

Mr. Soule outlined the reasons given him 
by the leading chain managers as responsi- 
ble for their success. These reasons, he 
argued, could be adapted to any store and 
would aid materially in building up busi- 
ness. 

Mr. Soule declared that turnover had 
been oversold, and was in many cases re- 
sulting in incomplete stocks and a res- 
sultant turnover of customers. He decried 
the present form of hand-to-mouth buy- 
ing, which he said was breeding hand-to- 
mouth selling. He advocated sensible 
“Requirement Buying” on a basis which 

(Continued on page 128) 
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EVERYBODY’S BUSINESS 


By Floyd W. Parsons 


Automatons for Men 


HE nations of nesterday let down their anchors 

and held fast to their established moorings. To- 

day, for us, no harbor is in sight, and we plow 
onward through the changing tides of strange waters. 
Relativity, with its new rules, has even forced us to 
abandon the belief that a line can be straight. Old 
boundaries are erased. The American has become a 
citizen of the entire earth. He tells his story to other 
races by means of movies, motor cars and the products 
of a million machines. 

‘The ages of stone, bronze and iron have all passed, 
and America has given the world the Incandescent Age 
—an era of automatons in- 
stead of men. Even our 
amusements are _ machine- 
made, so that it is no longer 
necessary for us to provide 
our own recreation. Millions 
can now enjoy the arts with- 
out themselves learning to 
sing, paint or act. Many de- 
plore this turn in the situation 
and point out that the me- 
chanical device has become all- 
important in our thoughts. 
They say we instantly object 
to an ugly automobile or an 
inefficient engine, but do not 
show the same degree of op- 
position to the spread of a 
dangerous or ridiculous idea. 

It is to be expected that 
such a day of opportunity as 
now exists would exact its 
price. Our material advance- 
ment has completely outdis- 
tanced the nation’s progress - 
along social lines. But the 
situation is far from nopeless 
in a land where great corpora- 
tions are willing to spend mil- 
lions of dollars on research 
that will not bring results of commercial value for years 
to come. 

It is something to have developed a country’s life to 
the point where the people use a million gallons of gaso- 
line an hour; where the national bill for advertising to- 
tals a billion dollars annually; and where one corpora- 
tion is able to shut down for the better part of a year, 
spend a hundred million dollars in remodeling its prod- 
uct, and then start ahead once more with a hundred and 
fifty million dollars still available in the bank. 

The present age commenced in real earnest when 
a few people discovered that it is about as easy to man- 
age a hundred factories or a hundred stores as it is to 
manage one. Recognition of this truth started us on 
the road to centralization, and the outcome has been 
chain systems covering almost everything from banks to 











“THE MECHANIZED TOILER” 


From-a symbolical drawing by Krinski. 
Review 


newspapers. Two or three dozen highly trained execu- 
tives are now getting the same results that, under the 
old system, required hundreds of equally bright minds. 
The present-day public speaker can reach ten thousand 
times as many people in an evening as could the orator 
of old. A super-surgeon under this new arrangement 
can impart the benefits of his knowledge to an army of 
afflicted individuals who may come to his institution 
from every corner of the land. 

Of course, this tends to bring all activities under the 
dictation of master minds. It looks as if we are coming 
to a time when there will be need for only one great in- 
tellect per hundred thousand 
instead of per thousand in- 
habitants. A recent survey 
disclosed that, although we 
have more than forty million 
workers in the United States, 
most of the important duties 
of management are taken care 
of by less than two hundred 
thousand people. But we have 
surmounted many other dif- 
ficult problems, and it is pos- 
sible a way may be found to 
prevent dissatisfaction on the 
part of men and women 
equipped with an education 
and intellectual capacity that 
can be used only in part. 

At present we are developing 
a national creed rather than 
creating a national soul. The 
formula that represents our 
belief has brought us a pros- 
perity unequalled in world his- 
tory. But there are weak 
spots in every new plan, and 
recently we have been running 
more to volume than to profits. 
Competition has become vio- 
lent, and as is always the case, 
the problem is resolving itself into purely a matter of 
costs. Executives everywhere are faced with the imme- 
diate necessity of supplying more new materials, better 
methods and still finer machines. 

Business and industry must be made still more auto- 
matic. Tireless, inanimate devices must be substituted 
in still greater numbers for human hands. There is no 
other way out. Science that brought us to where we are 
must be forced to see us through. And, fortunately 
for us, a glance around indicates clearly that the chem- 
ist and the engineer are still on the job. Miracles have 
not ended. 

There are immense new searchlights that will give 
us a sunburn at a range of two miles. Others for ad- 
vertising that will so closely project images on buildings 

(Continued on page 132) 
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William Percy Mills Dies 
President Moore Push-Pin Co. 
William Percy Mills, president of the 

Moore Push-Pin Co. of Philadelphia, died 


on Feb. 17 at his home, in that city. His 
death, which was due to heart trouble, oc- 








WILLIAM PERCY MILLS 











curred -just a day after his return from 
Florida, where he had gone one month 
ago to secure a much-needed rest from 
business activities. Mr. Mills has not en- 
joyed robust health for the past two years. 

He was born in Hamilton, Ontario, 
Canada, Sept. 7, 1871, coming to New 
York thirty-five years ago, entering the 
service of the Jersey Central Railroad. 
Later he became associated with the Mer- 
cantile Natienal Bank of New York, sub- 
sequently traveled the New England 
States for a manufacturing house, be- 
came interested in advertising and was 
connected with the €urtis Publishing Co, 
of Philadelphia, a Philadelphia advertis- 
ing agency, the Philadelphia Evening Bul- 
lctin successively. 

He was for the past twenty-eight years 
active in the building up of the Moore 
Push-Pin Co., and in 1917 was elected its 
president. 

Mr. Mills was an active member of the 
Poor Richard Club of Philadelphia, Oli- 
vet Lodge No. 607 F. & A. M., the Union 
League, the Wanderers’ Club of Philadel- 
phia and the Philadelphia Rotary Club. 

He is survived by his widow, a son and 
a daughter. 





Export Managers Club of N. Y. 
Plan Annual “Get-Together” 


The Export Manager Club of New York 
City, Inc., will hold its eighth annual “Get 
Together” meeting in the Hotel Pennsyl- 
vania, New York City, on Tuesday eve- 
ning, March 20. This will be a one day 
convention, starting at 10 a. m. and con- 
cluding with the annual banquet in the 
evening. Speakers of national repute will 
address the export men. 

The club has a membership of more than 
400, and this annual meeting’ is open to 








anyone interested in foreign trade. The 
attendance at the 1927 convention exceeded 
750, men coming from 20 states and for- 
eign countries. 


Manhattan and Bronx Dealers 
Hold Annual Dinner and Dance 


The Manhattan & Bronx Hardware As- 
sociation held its annual dinner, dance 
and entertainment in the Cornish Arms 
Hotel, New York City, on the evening of 
Feb. 21. While the attendance was not 
as large as of former years, the ‘enthu- 
siasm was by no means lacking. The 
members, their wives and guests enjoyed 
the dinner, danced to the strains of a good 
orchestra and appreciated the entertain- 
ment. Jean Blair had charge of the tick- 
ets, and G. Duncan MacLeod was chair- 
man of the entertainment committee. 





Auto Accessory Chain Adds 
Hardware & Electrical Goods 


One of the oldest auto accessory chain 
store organizations, Times Square Auto 
Supply Co., Inc., 529 West 42nd St., New 
York City, is adding to its present line of 
auto accessories and radio material a com- 
plete line of shelf hardware, electrical 
goods and household goods. 

This company operates 34 stores in New 
York, New Jersey, Connecticut and Mary- 
land and is a subsidiary of the Consoli- 
dated Distributors, Inc. 





School for Salesmen Held by 
Winchester-Simmons, Atlanta 


The Winchester-Simmons Co. of At- 
lanta, Ga., is now conducting a series of 
meetings for hardware dealers and their 
sales forces in the Southeast territory. 

These meetings are directed to the retail 
salesman and consist of talks on window 
trimming, expense control, stock arrange- 
ment and other sales problems. In each 
meeting the effort is made to have the sales- 
man and the dealers lead the discussion, 
in order that all present may benefit from 
the exchanging of ideas and suggestions. 





George N. Rogers Dies 


George N. Rogers, sales representative in 
northeast Texas for the Moline Implement 
Co., died recently at his home in Paris, 
Texas. He had represented this com- 
pany for over 21 years and was one of 
the best known and well-liked salesmen in 
that territory. 


Kitchen Aid Co. Elects Officers 
for Ensuing Year 


The Kitchen Aid Co., Troy, Ohio, has 
reelected the following officers: President, 
A. G. Stouder ; vice-president, H. L. John- 
son; treasurer and general manager, E. E. 
Edgar; secretary, A. M. Harrelson, and 
assistant treasurer, J. C. Edgar. The 
board of directors now consists of A. G 
Stouder, H. L. Johnson, A. M. Harrelson. 
FE. E. Edgar, J. M. Spenser and C..C 
Willard. 





| 
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Master Lock Co. Appoints E. L. 
O’Leary N. Y. Manager 


Announcement is made by Master Lock 
Company that Ed. L. O’Leary, who has 
been representing the company in the 
Southeastern territory, is now manager for 
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the metropolitan area of New York City. 
Mr. O’Leary has had extensive selling ex- 
perience and has ably represented the com- 
pany in practically every state along the 
Atlantic Coast. His recent work in the 
Southeast made many friends there. 





Ray Giroux Affiliates with 
Montana Hardware Co. 


Ray Giroux has become associated with 
Clyde McNeil in the sporting goods de- 
partment of the Montana Hardware Co., 
Lutte, Mont. Mr. Giroux is well known in 
that section of the country and was for- 
merly connected with Boucher’s store in 
3utte. 


Preferred Oil Burners, Inc. 
Adds to Personnel 


R. L. Stutzman, formerly with the Wil- 
liams Ojil-O-Matic Heating Corp., has 
joined the Preferred Oil Burners, Inc., 
Peoria, Il., as Southeastern division man- 
ager. His headquarters will be in At- 
lanta, Ga. J. G. Dierkes has been ap- 
pointed Chicago division manager. 

Two other changes in personnel have 
also been announced. W. A. Matheson, 
formerly with Power Plant Engineering 
Co., Seattle, Wash., has joined the com- 
pany as assistant sales manager, and F. 
E. Heighway, recently connected with the 
Lincoln Oil Refining Co., is now the ‘as- 
sistant advertising manager of the Pre- 
ferred Oil Burners, Inc. 





The Gesing Bros. Co. Moves 


The Gesing Brothers Co., direct factory 
representatives for several lines of build- 
ers’ hardware, are now located in their new 
offices, 1037 Terminal Tower Building, 
Cleveland, Ohio. 
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| William F. Donovan Retires 
from Atlas Tack Corp. 


Willkam F. Donovan has resigned his 
position as chairman of the board of 
Atlas Tack Corporation to take effect 
March 1, after which N. McL. Sage will. 
as president, become the chief executive 
of the corporation. 

It is Mr. Donovan’s intention to retire 
from active business, and he wishes to ex- 
tend to all his friends in the trade his 
thanks for their friendship and loyalty. 


’ O. E. McCutchan Now With 
R. J. MeKinnon, Pomeroy, Wash. 


O. E. MeCutchan, who formerly con- 
ducted a hardware business in Deer Park, 
Wash., is now managing the automobile 
department 6f-R. J. McKinnon, Poméroy, 
Wash. Mr. McCutchan is a former presi- 
dent of the Pacific Northwest Hardware 
& Implement Association. 





R. A. Bradt, Vice-President 
Maytag Co., Newton, Iowa 


Roy A. Bradt, who for seven years was 
advertising manager of the Maytag Co., 
Newton, Iowa, has been made a vice-presi- 
dent of the company and a member ot the 
boaru of directors. He will continue to 
supervise the company’s advertising. 


Westinghouse Issues Catalog 


The 1928-1930 catalog electrical supplies 
of the Westinghouse Electric & Mfg. Co., 
East Pittsburgh, Pa., has been issued. It 
contains 1200 pages and presents the elec- 
trical and mechanical features and appli- 
cation information for all supply apparatus 
and appliances manufactured by the com- 
pany; in addition it describes and illus- 
trates a representative list of large motor 
and generating apparatus. All equipment 
obtainable through district offices or agent- 
jobbers is completely described and illus- 
trated. New equipment and modifications 
of former designs described in the new 
catalog cover a wide variety of applica- 
tions, such as instruments and _ relays, 
switchgear, traction, marine, aviation, farm 
lighting, motor apparatus, and prime mov- 
er apparatus. 


Veteran Ohio Dealer Dies 


Frank S:. Baum, who conducted a re- 
tail’ hardware store in Duvall, Ohio for 
over 20 years, passed away in that city on 


Feb. , 1928. Mr. B h i : - ; 
a a oe SS | Jacobson, also of the Wisconsin Retail 


from active business life in 1920 and re- 
sided in Duvall for 45 years. He was 72 
at the time of his death. 





Warren S. Bellows Joins 
Chain Products Division 


Warren S. Bellows, formerly owner and 
manager of Walden-Worcester, Inc., has 
returned to the automotive field after an 
absence of several years by becoming the 
manager of the Hodell Tire Chain Divi- 
sion of the Chain Products Co., Cleveland, 
Ohio. 


Mr. Bellows is well fitted for his new 
position, for it was through his efforts and 
under his management that the Worcester 
company became the leader in its line. 

Wisconsin Association Holds 

School on Store Management 

After successfully conducting a two 


weeks’ short course for hardware clerks 
last year, B. Christianson, assistant secre- 
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tary of the Wisconsin Retail Hardware 
Association, will this year hold a similar 
school in “Hardware Store Management.” 
This short course will be held at the as- 
sociation’s headquarters in Stevens Point, 
Feb. 27 to March 9, and it is expected that 
more than 100 dealers and their employ- 
ees will attend. . 

During the course Frank Stockdale, na- 
tionally known merchandising expert, will 
give a series of 30 lectures on “Store Op- 
eration.” H. R. Doering, a graduate of 
Harvard Business University, will give six 
lectures on “Training Retail Sales Help,” 
and C. L. Jamison, four lectures on “Re- 
tail Credits.” Both of these men are mem- 
bers of the faculty of the University of 
Wisconsin. In addition there will be a 
series of four talks each by H. P. Sheets, 
secretary of the National Retail Hard- 
ware Association, on “Competition ‘and 
How to Meet It”; by B. Christianson, as- 
sistant secretary of the Wisconsin Retail 
Hardware Association, on “Accounting as 
It Aids Profits”; J. L. Dopp, of the Hard- 
ware Mutual Casualty Co., on “Corre- 
spondence and Office Practice”; and P. R. 


Hardware Association on “Modern Dis- 
play Methods.” 

The entire course is free both to mem- 
bers of the Wisconsin association and 
to members from other states. 


Shakespeare Catalog No. 28D 


Catalog No. 28D, recently issued by 
Shakespeare Co., Kalamazoo, Mich., is de- 
voted to the company’s line of fine fishing 
tackle. It describes, lists and illustrates 
many pages in color, numerous types ot 
reels, rods, line and bait. 





Edward D. Butler Dies 
in California 


Edward B. Butler, chairman of the board 
of directors of Butler Bros., wholesale 
mail order house, died Feb. 20 at Pasa- 
dena, Cal., from pneumonia. Mr. Butler 
was born in 1853 at Lewiston, Me., and 
after graduating from high school was em- 
ployed by a Boston wholesale dry goods 
company. ; 

In 1877 he: and his brother, George H. 
Butler, founded the firm of Butler Bros., 
and two years later moved its headquar- 
ters to Chicago. 

Mr. Butler was widely known as a 
patron of art and was also successful as 
an artist himself. He was a trustee of 
the Chicago Art Institute and was active 
in various civic undertakings. 


H. LL. Gee Leaves Coast Branch 
of Winchester-Simmons Co. 


Harry L. Gee, manager of the San Fran- 
cisco, Cal., warehouse of the Winchester- 
Simmons Co., recently resigned his posi- 
tion. 

Mr. Gee was well thought of both on the 
Coast and in Wichita, Kan., where he had 
been with the Simmons Hardware Co. 
branch for many years. He left Wichita 
for San Francisco about one year ago. 


Northern Rubber Co. Issues 
New Tire Guarantee 


At the February meeting of the directors 
and officers of the Northern Rubber Co., 


. Akron, Ohio, a new plan of guaranteeing 


tire service was decided upon. The prin- 
cipal feature of this plan is a certificate 
of warranty, which will be given to the 
purchaser of a Northern tire by the dealer, 
covering all road hazards for one year. 
This new plan has already been announced 
to the northern distributors. 

THe company has issued a large wall 
chart showing the sizes of tires required 
for alf cars, and covers models from 
1925 to 1928. It has been carefully 
prepared and will be sent to dealers upon 
request. . 


Masback Entertains Dealers at 
Annual Celebration 


The Masback Hardware Co., hardware 
distributors of 76 Warren St., New York 
City, held its annual At-Home-Day Cele- 
bration at the company’s offices on Wash- 
ington’s Birthday, Feb. 22. 

About 1500 customers from all sections 
of the Metropolitan district visited the 


~Masback offices, met the executives of the 


company and viewed exhibits of several 
manufacturers who had booths. An ef- 
fective display in the main show room 
consisted of a garden completely arranged’ 
and equipped with garden tools. 

In the evening an entertainment and 
party were enjoyed by the members of the 
Masback organization. 





— 
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Walter Bauer Dies, President, 
Pyrene Mfg. Co. 


Walter Bauer, president of the Pyrene 
Mfg. Co., Newark, N. J., passed away 
on Feb. 12, 1928. Mr. Bauer joined the 
company as president in 1918 and prior to 
that was vice-president and general man- 
ager of the American Chicle Co., and be- 
fore that, of the former American Ever- 
ready Co. His death came unexpectedly 
and his widow survives him. Mr. Bauer 
was in his early forties. 





Two New Oneida Offerings 


Oneida Community Studios, Oneida, 
N. Y., is now manufacturing the “Enchant- 
ment” design of Tudor Plate silverware. 
This new pattern is taken from a 16th Cen- 
tury theme and consists of a_ polished 
shield, with pendant ornaments, adopted 
from an old-English sun-dial. These or- 





naments stand out clearly from a_ chased 
background. 

The Studios have also brought out the 
Alladin Tray Chest. This container has 
a glass cover in the form of a tray, which 
can be removed for serving purposes in 
the home. The glass tray cover makes it 
air-tight, also dust proof. In the block 
holding the silver is a chemical prepara- 
tion which tends to keep the atmosphere 
inside of the chest resistant to tarnish. 

The stock, which can be furnished in all 
Tudor patterns and consists of either a 
29 piece service for six or a 34 piece ser- 
vice for eight. 

The Alladin Tray Chest is finished in 
red with black striping. 





Corbin Reprints Plates 
Used in Sweet’s Catalog 


The P. & F. Corbin Division of The 
American Hardware Corp., New Britain, 
Conn., has reprinted in catalog form the 
plates which they are using in Sweet's 
Architectural Catalog, Section B. In the 
Corbin catalog are found many types of 
locks and builders hardware. The descrip- 
tions have been prepared for the archi- 
tect, but the catalog will be of interest 
and value to the hardware trade, to which 
it is being distributed. 





New Fraim-Slaymaker Catalog 


Fraim-Slaymaker Hardware Co., Inc., 
Lancaster, Pa., recently issued Catalog No. 
103, devoted to the large line of padlocks 
which it manufactures. It is profusely 
illustrated, and among the products listed 
and described are locker locks, cabinet 
locks, automobile locks, railroad locks, 
spare tire chain locking units, night latches, 
etc. 





Cleveland Association Re-elects 
Phil. G. Wuertz President 


The Cleveland Retail Hardware Asso- 
ciation at its meeting Feb. 9 installed new 
officers for the ensuing year. P. G. Wuertz 
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was reelected president. Harry Wyatt is 
vice-president. The new directors are Carl 
E. Fruehauf, Edward Schroeder, P. J. 
Schwentner, Learder Siebenhar, J. J. 
Buescher, Louis Eisenberg, Charles Inger- 
soll and William Mishler. E. S. Saelzer 
continues as secretary. The meeting was 
held at the Statler Hotel and was a social 
affair. After the business session, the 
members and guests danced and played 
cards. 


Nissen-Currier Co. Represents 
The Lockwood Mfg. Co. on Coast 


The Lockwood Mfg. Co., South Nor- 
walk, Conn., recently appointed the Nissen- 
Currier Co., San Francisco, Cal., as its 
sales representatives for the Pacific Coast 
territory. The sales offices and sample 
rooms of the Nissen-Currien Co., are lo- 
cated at 265 Minna Street, San Francisco, 
Cal.; 302 East Fourth Street, Los Angeles, 
Cal.; 181 East Water Street, Portland, 
Ore., and 536 First Avenue, South, Seattle, 
Wash. 

Farnsworth Currier, of this company, is 
not representing the Norwalk Lock Co., 
of South Norwalk, Conn., as was incor- 
rectly stated in a western news dispatch 
which appeared in a recent issue of Harp- 
WARE AGE. 





H. W. Sibley Dies in Boston 

While Attending Convention 

Herbert W. Sibley, J. B. Sibley & 
Son, 41 Main Street, Ware, Mass., died 
suddenly in Boston, where he had gone 
to attend the annual convention of re- 
tail hardware dealers on Tuesday after- 
noon, Feb. 21. Mr. Sibley was born in 
Warren, Mass., fifty years ago, the son 
of John B. and Emma (Willis) Sibley. 
His mother, who is 80 years old, still 
resides in Ware. Mr. Sibley served as 
treasurer of the Eden lodge of Masons 
for 20 years and as master for.a year. 
He was a director of the Ware Cham- 
ber of Commerce, vice-president of the 
Ware Cooperative Bank and a member 
of the Ware Merchants’ Association. 





South Dakota Pioneer Passes 


John S. Farley, who had been engaged 
in the retail hardware business at Mil- 
bank, S. D., for the past half century, 
died early in February at his home, after 
an illness of several months. Mr. Farley 
established his store in Milbank when he 
was 24 years of age, and had been active 
in its conduct until his death, He was 
interested in local politics and served two 
terms as county treasurer, and for over 
18 years as member of the city council. 





Improved Tennis Net Post 


An attractively finished welded steel 
tubing tennis net post is now being manu- 
factured by the Niagara Metal Stamping 
Corp., Niagara Falls, N. Y. This post is 
readily adjustable for any desired height 
as it. telescopes within itself. The collap- 
sible feature makes the post very handy 
for transportation, erection and storage. 
A little device at the top and bottom of 
each post permits an easy adjustment of 
the net ropes, allowing the net to be hung 
at the proper height or immediately slack- 
ened to prevent damage through shrinking. 

Premax Posts are rustproofed by the 
Parker Process and finished in olive drab 
enamel. The posts are packed in sets of 
two posts, complete with ten feet of guy 
rope, two rope tighteners and two nine- 
inch steel stakes for each post. At the 
lower end of the post is a strong spike 
which anchors the post to the ground 
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Atkins Meteor No. 7 Cross Cut 
Saw 


A new two-handle cross cut saw, greatly 
improved over other saws of similar de- 
signs, has recently been placed before the 
retail trade by E. C. Atkins & Co., 402 
South Illinois Street, Indianapolis, Ind. 

The Meteor No. 7, as it is known, has 





all the characteristics of the Atkins Im- 
proved Cross Cut Saws, yet is lighter, has 
a stiffer blade, a heavier base on both 
teeth and rakers with large, polished gul- 
lets. Segment grinding is used to make 
the saw taper on both sides from the 
tooth edge. 

The No. 8 which is the companion saw 
to the No. 7, is somewhat narrower. 
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Babson Maps Out Study for Wholesaler 


Roger W. Babson, writing in the Cleve- 
land Plain-Dealer, says: 

In recent years the wholesaler, has come 
in for much criticism on the part of the 
public. To many people he appears mere- 
ly as a useless collector on the goods that 
pass through his hands, and one who per- 
forms no economic function but rather 
tends to increase the cost of necessities. 

This attitude prevails because of igno- 
rance. The public comes in direct contact 
with the retailer and sees that he performs 
a real service. It does not come in con- 
tact with the wholesaler and assumes, 
therefore, that he is more of an incum- 
brance than anything else. Nothing could 
be further from the facts. 

The wholesaler performs many services 
that are not only useful but absolutely 
necessary in the marketing of goods. This 
bona fide wholesaler is an .expert buyer, 
a warehouser, a banker, a transportation 
expert and a goods distributor, a ready- 
made sales organization for the manufac- 
turer and an.educator of the retailer. 
Without ‘hith the small community retail 
store could not have existed. Instead of 
being a useless burden, the wholesaler has 
one of the most important and difficult 
tasks in the whole process of distribution. 
If he fails in any one of his various func- 
tions he cannot survive. 

Unfortunately in the past the average 
wholesaler has considered his business as 





New White and Ocuy Kitchen- 
kook 


American Gas Machine Co., Inc., Albert 
Lea, Minn., has placed on the market 








its new No. 858 Kitchenkook Range, hav- 
ing three burners, an 18-in. low oven and 





one unit and has not attempted to find out 
which functions are paying him and which 
he is conducting at a loss. Even the most 
successful wholesalers today are not mak- 
ing a net profit of over 3 per cent. The 
average is between 1 and 2 per cent. 

What is needed more than anything else 
is a real study by the wholesalers of the 
different parts of the business. Chain 
stores and the increased cost of doing busi- 
ness generally are forcing many to make 
a scientific study of these problems. 

A study of trade conditions throughout 
the country and in various lines leads me 
to believe that the pessimistic reports re- 
garding wholesale conditions in the last 
year have been exaggerated. This infor- 
mation is further strengthened by the re- 
port of the Federal Reserve Board an- 
nouncing that wholesale trade averaged but 
3.6 per cént smaller last year than in 1926. 

It has been said that the power of the 
wholesaler is waning. In some cases it 
not only. is waning but has entirely dis- 
appeared. The concerns, however, which 
have been on their toes and changed with 
the times are more strongly intrenched 
than, ever. Failures of these well-estab- 
lished. wholesalers are noticeably few. 
This proves beyond question the funda- 
mental services which they are perform- 
ing. 

In the face of difficulties they have 
grown tremendously in recent years. 








is finished throughout in white and gray 
porcelain enamel. 

Being similar to other Kitchenkook 
stoves, the No. 858 is equipped with a 
built-in pump, fuel gage, pressure gage, 
a hand-operated filler plug and an im- 
proved instantaneous match lighter. 


Light, Efficient Electric Saw 


A light weight, powerful and efficient 
electrically operated hand saw, known as 
Model J, is being manufactured by Skil- 
saw, Inc., 3814 Ravenswood Ave., Chi- 
cago, Ill. This Skilsaw weighs only 11 


Ib. and yet it develops % H. P., which is 
enough to cut up 2 in. dressed lumber. 

It can be used in any position and with 
either hand with equal ease. Its economy, 





speed and accuracy make it valuable to all 
who work with wood. 

Each Model J is equipped with a safety 
guard and the necessary electrical cord. 








There are, however, certain questions 
which wholesalers should study if they 
are to hold their own in the keen compe- 
tition that exists. Merely as suggestions, 
I might list seven subjects for study: 

Can the “cash and carry” idea be applied 
to wholesaling ? 

Can the “private brand” idea be utilized 
for certain of its good features without 
incurring its admitted drawbacks? 

Can the wholesaler serve a group of in- 
dependent retailers somewhat as a chain 
headquarters serves its stores? 

How can the wholesaler become more 
of a constructive business building organ- 
ization ? 

Can the wholesaler utilize the wealth of 
data ‘which will become available in the 
Census Bureau’s new census of distribu- 
tion and in other work of the Department 
of Gommerce? 

How can the wholesaler use the poten- 
tial power of the trade association more 
effectively? } +e 

How~can the whdlesaler tis@*more effi- 
cient methods of mechanical handling such 
as some houses are developing? 

Summed up, the trend which above all 
must be recognized is that the wholesaler 
must become more and more the buyer for 
the retailer, whereas in former: days he 
was primarily the seller for the manufac- 
turer. This trend is in line with the times 
and cannot be ignored. 


An Efficient Water Heater 


Perfection Stove Co., Cleveland, Ohio. is 
offering to the retail trade a new kerosene 
burning water heater, known as the Puri- 
tan Water Heater No. 405. 

The burner is of the short drum type 





and of giant size. The heater, which is 
designed for use with a standard 30-gal. 
range boiler, is light in weight and can 
be mounted so that it is supported by the 
piping with which it is connected to the 
range boiler. There are two cast iron 
heating units. 
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Waterless Cooker (West Bend) 


The West Bend Aluminum Co., West 
Bend, Wis., has: placed before the retail 
trade The Waterless Cooker (West Bend). 
With this product it is said to be possible 
to prepare an entire meal over one low 
burner. Foods will not burn nor boil dry, 
and since they are cooked in their own 
juices they are tastier and contain all vita- 
mines and minerals often lost. 

The Waterless Cooker (West Bend) is 
made of heavy sheet aluminum with han- 





dies that lock the cover tightly, making 
it steam proof. The valve in the center 
of the cover is automatic and positive in 
operation. The reversible base can be used 
over gas, oil, coal, wood, electric or gaso- 
line heat. The cooker is supported from 
the fire by three raised contact points, 
which prevent burning the foods within. 
Inside the cooker are the whole meal pans, 
resting on a convenient tray. They are 
carefully finished with a sanitary rolled 
bead on the top. 

The Waterless Cooker (West Bend) is 
made in 8 and 12 qt. sizes. 





A Popular Priced “Thermos” 


The American Thermos Bottle Co., 366 
Madison Ave., New ¥ork City, makers 
of the “Thermos”* bottle, recently an- 
nounced a new “Thermos” bottle which 
will retail at $1.00. The company has never 
before been able to produce a bottle at 
such a low. price, but it has been stated 
that due to large sales, purchasing and 
manufacturing economies have made this 
price possible. This new bottle is known 
as No. 24 and has a pebbled blue barrel. 

The company is also supplying an at- 





tractive counter display, designed to con- 
tain ten of the new “Thermos” bottles. 
Among other new items recently an- 











nounced by The American Thermos Bottle | 
Co. is a silver plated, four-cup coffee pot, | 
designed on classical Grecian Urn lines 
and the No. 350 Picnic-Pak Metal Motor 
Kit, containing two, quart “Thermos” bot- 
tles, with nested cups, paper plates, forks, 
spoons and napkins. It carries enough 
food to serve six’ people. 





Gendron Improves Many Models 


The Gendron Wheel Co., Toledo, Ohio, 
has added. several new features to its wide 
line of juvenile automobiles. Balloon-type 
wheels are used on many of the better 
models, which are finished in shades: of 
Lichen gray, Welkin blue, Tangier red 
and London smoke. 

Among the newer models are an Eng- 
lish racemobile, speed boat, fire truck and 
an electric driven roadster. The model 
illustrated has the new type wheels, a new 
horn, instrument board, motometer, folded 


» 





top, cowl lamps and Pierce-Arrow type 
head lights. 

A new Gendron Catalog, showing the 
complete line of juvenile vehicles, will be 
ready for distribution in a few weeks. 





Interesting Racing Game 


An interesting game has been imported 
from England by the Wolverine Supply 
& Mfg. Co., Pittsburgh, Pa., and is being 
manufactured for distribution in this coun- 
try. This game, called a “Gee-Wiz,” is 
a horse-race proposition and _ provides 
plenty of action and suspense, for no two 
races result alike. It has a universal ap- 





peal for both children and adults. The 
Wolverine company has purchased the 
American patents and have the exclusive 
United States and Canadian rights for the 
manufacture of “Gee-Wiz.” 
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Folsom Issues New Catalog 


The H. & D. Folsom Arms Co., 314 
Broadway, New York City, has issued 
Catalog No. 28, devoted to the fishing 
tackle which the company manufactures. 
In this catalog are listed, described and 
illustrated rods, reels, hooks, line, flies, 
bait boxes, sinkers, guides, sundries, etc. 





Benco Wall Paper Remover 


A new wall paper remover has recently 
been placed-before the retatl~tradeby the 
Benco Chemical Products Co.,. Cleveland, 
Ohio,- having many advantageous features. 
Benco Wall Paper Remover is a paste- 
like substance which is mixed with hot 
water and applied to the walls with a 
brush. It penetrates very quickly, and the 
paper can easily be removed with the aid 





of a broad knife. It is said that when 
other methods of removing wall paper 
are used, the time for an average size 
room is six hours. With this product the 
same job can be done in about one hour, 
regardless of the number of thicknesses on 
the wall. 

With the help of Benco Instant Remover, 
sanitation is assured, for all the old, germ- 
laden paper is quickly disposed of. It will 
not injure varnished woodwork or. enamel 
finishes. é aie ae 

Packed in cans containing from %4 to 
2 Ib. and in 5 and 10 Ib. pails. 





The Claw Screw Driver 


Peter Boller Machine Works, 122 North 
Curtis Street, Chicago, Ill., is offering to 
the retail trade the Claw Screw Driver. 
Realizing that it is often impossible to use ‘ 
both hands when placing a screw in posi- 
tion, the company has equipped this prod- 
uct with two claws. They hold the screw 
against the end of the blade, gripping 
tightly, but released by a slight twist of 
the hand. 

The blade is of tool steel and the cylin- 
der parts of nickeled brass. Two sizes are 
manufactured, each packed individually, 





12 to a carton, weighing 5 Ib. An attrac- 
tive counter display card with a screw 
driver attached is also available to the 
retail dealer. 
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(Washington Bureau of HARDWARE AGE) 


Tax reduction at the present session 
of Congress seemed to be a sure thing 
up to recently. But the outlook grows 
less favorable. There still may be a cut 
in taxes, but it cannot be stated with any 
great degree of certainty. The Senate Com- 
mittee on Finance will not report out a bill 
until after March 15, at the earliest, and 
should tax returns to the Treasury prove 
to be as small as some authorities are pre- 
dicting, the cut in taxes will be even less 
than that proposed by the administra- 
tion, if, indeed, there is a reduction at all. 
The administration fixed the maximum at 
$225,000,000, a figure which the Chamber 
of Commerce of the United States in par- 
ticular held to be altogether too small. 
The Chamber set the figure at $450,000,- 
000 and thereby came into conflict with 
the White House. 

Confidential reports from industrial and 
other interests have been obtained by the 
Treasury, predicting what their taxes will 
be for the calendar year 1927. They al- 
most invariably are placed at figures less 
than those for the preceding year, and 
it is the opinion in administration circles 
that the returns will be 10 per cent under 
those of 1926. This condition, together 
with the heavy appropriations that are 
ahead for the navy, flood control, farm 
relief, merchant marine and other pur- 
poses, gives an outlook that is not prom- 
ising for even a $225,000,000 reduction. 
The situation is heightened, too, by the 
fact that Congress has received but little 
reaction from the country regarding tax 
reduction. The public does not seem to 
have a great deal of interest in the mat- 
ter, apparently because it feels that it will 
be affected but little, if any, by any tax re- 
duction. There are evidences, however, 
that different organizations are preparing 
to seek reductions, with the prospect that 
some will fail in their attempt. A cut in 
the corporation tax is being strongly in- 
sisted upon and apparently has the lead 
on other forms of reductions. 

It is predicted that, if there is tax re- 
duction legislation at the present session, 
it will not be enacted before May. 15, 
which likely will be but a short time be- 
fore Congress adjourns. 





Business people who are seeking credita- 
ble: legislation ,perhaps are in favor of 
the idea of having their agents register 
with the House and the Senate, but con- 
siderable opposition has been expressed to 
the bill recently introduced. by Senator 
Caraway of Arkansas, which has been 
referred to the Judiciary Committee. The 
measure is considered to be entirely too 


opposition 
By L. W. Moffett 


drastic. While those going before Con- 
gress for legislation of the proper kind 
are sympathetic toward the view of Sen- 
ator Caraway that “fake” association pro- 
moters should be barred from the halls 
of Congress it is contended that his meas- 
ure, requiring the agents, termed “lobby- 
ists,” to register each month, state their 
salaries, and many other unnecessary de- 
tails, is too much a case of prying into 
their personal affairs and providing no 
good. Because of its rigid requirements, 
it is not believed the Caraway bill will 
be passed. Senator Caraway, however, 
properly takes the view that legitimate 
organizations have a right to appear be- 
fore committee and to interview members 
of Congress on proposed legislation. It 
is assuredly not only the right, but the 
duty of business and other interests of 
the country to protect themselves, not only 
in the way of affirmative legislation, but 
also in the way of preventing harmful leg- 
islation. The term “lobbyist,” however, is 
objectionable because of the odium which 
is attached to it, but which is given to 
men of the highest integrity, and it may 
be added that the overwhelming majority 
of so-called “lobbyists” are of this class. 
It is a notable fact that many former mem- 
bers of Congress—“lame ducks,” as they 
are called—are engaged in “lobbying.” And 
in this connection it has been pointed out 
that they are at an advantage over others 
engaged in the same activity, because the 
former have the privileges of the floors 
of Congress, denied to those who never 
served in that body. There are those who 
feel that any registration plan should pro- 
vide that former members of Congress, 
while seeking legislation or attempting to 
prevent it, should not be given the privi- 
leges of the floor. 





Cold water was thrown on the idea of 
amending the anti-trust laws here last 
week at a meeting of the American Chemi- 
cal Industry, when it was addressed by 
Col. William J. Donovan, assistant to the 
Attorney General. He declared that those 
who urge amendments to these laws seem 
to “forget historical, inevitable result of 
such a tendency.” The result, he said, 
in effect, would be that the people would 
demand greater government regulation of 
monopolistic power. The remarks of 
Colonel Donovan were intended as a reply 
to those who fear the cartels of Europe, 


‘which they claim are injuring American 


industry and must be met in kind. The 
Assistant Attorney General insisted that 
the fear is not-well: founded, and declared 
that there is greater opportunity for more 
effective and unhampered development un- 
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No tax reduction report until March 15—Lobbyists may have to 
register in the future—Amending of anti-trust laws meets with 







der existing American laws. He said that 
the policy of American law as it relates 
to industrial combinations is based upon 
the principle of competition, including equal 
opportunity, maintenance of individual in- 
itiative, freedom from government regula- 
tions and absence of power to control 
prices or allot territory or customers. The 
policy, he said, differs sharply from the 
Continental European theory, which per- 
mits fixing of prices, allotting of territory, 
and customers and other practices not con- 
doned in the United States. It was insisted 
that American industry has adequate pro- 
tection against unfair competition from 
abroad through cartels. Reference was 
made to a provision of the Wilson tariff 
act of 1894, which, Colonel Donovan said, 
had not been invoked until two years ago. 
The provision makes illegal and void every 
contract between two or more persons or 
corporations, either of whom is engaged in 
importing, if it is intended to operate in 
restraint of trade or designed to increase 
the market prices in the United States of 
any article imported or intended to be im- 
ported. Colonel Donovan also said that 
American industry is aided in building up 


|export markets by the Webb-Pomerene 


act, permitting consolidations of producers 
for purposes of exportation. Reference 
also was made to a proposed amendment 
to that act permitting American manufac- 
turers to organize similar combinations. 

Colonel Donovan made interesting re- 
marks regarding trade associations and 
their legitimate sphere. He declared that 
it ig clear from Supreme Court decisions 
that associations of competitors in any par- 
ticular line of commerce which have sole- 
ly for their purpose the collection and dis- 
semination of statistical information as to 
the exacting conditions and past trans- 
actions do not violate the anti-trust laws. 

“It is only where the collection and dis- 
semination of information and its subse- 
quent discussion leads to agreements as to 
prices, customers or allocation of: territory 
that the entire combination falls within 
the provisions of the Sherman law,” it 
was stated, “and such conduct is forbid- 
den for the very reason that persons and 
concerns agreeing to the imposition of 
arbitrary conditions must always submit 
themselves to the will of others.” 

Despite the evident opposition of amend- 
ment to the anti-trust laws by Colonel 
Donovan, there is plainly a growing feel- 
ing in authoritative quarters that they 
should be liberalized in some respects. 


Secretary of Labor Davis has expressed 
such a view and has particularly urged 
that one great need, increasing efficiency 
in the coal industry, is the right to form 
consolidations. 
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General Market News 














Spring Lines Showing Activity— 
General Current Business Improved 


NEw YoRK, Feb. 28.—Considerable improvement in the condition 
of the hardware trade in general is noted this week. The most 
noticeable activity is in spring merchandise for future delivery. 
Retailers brought up their stocks after inventory in January, and 
the present upturn is taken to mean that they have become again 


depleted. 


The hardware business promises to be very satisfactory for this 
spring and summer. Building programs are extensive in all parts 
of the country, and industrial conditions are much more settled. 

Prices in practically all cases are unusually firm. 

Collections are slow in some sections but satisfactory in the main. 





Dollar’s Buying Power 103.3 
Per Cent, Says Fisher 


Prof. Irving Fisher of Yale University 
announced on Feb. 19 that the previous 
week’s prices, based on Dun’s quotations, 
averaged 96.8 per cent of the 1926 level. 
The purchasing power of the dollar was 
103.3 on a 1926 basis of 100c. 

Crump’s index for the week on the re- 
vised 1926 level was 92.9. 

The Italian index on the revised 1926 
level for the week ended Feb. 11 was 74.7. 
The January average was 74.9. 





Business Shows Gain As a Whole 


While reports from some sections show 
spotty business conditions, the general 
trade of the country clearly shows an 
expansion as a whole. Kk. G. Dun & Co., 
report “with the existing irregularity of 
conditions, conflicting advices not unnatu- 
rally appear, and sentiment in individual 
lines discloses a considerable divergence. 
The distant upturn in some of the major 
industries, however, is significant and 
forms the basis for a general encourage- 
ment, although its stimulating effects have 
not yet extended to many branches of 
trade. Reports of unertiployment of work- 
ers have attained more prominence, but a 
sharply contrasting trend is visible in the 
rapid recovery of steel production this 
year.” | 

Bradstreet’s, commenung on conditions, 
finds trade and industry more spotted, 
citing weather and unemployment as 
causes. Mild weather and heavy rains in 
many sections of the country have put 
country roads in bad condition, with a 
consequent decline in the purchase of win- 
ter goods, the buying and mining of coal, 
the movement of crops, and the move- 
ments of salesmen on the road. On the 
other hand the reduction in the corn move- 








ment has caused a sharp upward trend in 
prices, with dollar corn listed at farm cen- 
ters for the first time since early Decein- 
ber. The mild weather permits building 
to proceed in many sections of the country 
where normally outdoor work is impos- 
sible at this season. 

Bradstreets also sees a stepping up in 
the steel and automobile industries. 

Money rates, says the Brookmire Eco- 
nomic Service, may be expected to advance 
moderately in the near future but renewed 
ease is likely to be seen by the summer. 

In January, 1928, steel ingot production 
amounted to 200,000 tons over that of 
January, 1927. This was short of January, 
1926, however. Further increases of steel 
production with additional price advances 
occurred in the first week of February. 

At present the factors of last year’s re- 
action—the Ford suspension, the agricul- 
tural recession, the coal striké—have not 
been fully corrected. The most favorable 
factor in the current situation is the ab- 
sence of large stocks of goods awaiting 
consumption, which argues for pronounced 
expansion once the movement is well under 
way. 


Wholesale Price Index Declines 


For the fourth successive week the in- 
dex of wholesale prices of all commodi- 
ties declined, according to the records 
kept by the National Fertilizer Associa- 
tion, for 449 commodities. The decline for 
the week ended Feb. 18 was one-fifth of 1 
per cent. 

The. chief declines were in the groups 
of grains, feeds and livestock, fats, rubber 
and hides in the miscellaneous group. 
Smaller declines were registered in build- 
ing materials and chemicals. Slight ad- 
vances were shown in textiles, fertilizer 
materials, metals and fuels. 

The trend of wholesale prices since: Jan. 


21 has been practically parallel..with the 





trend for the same period a year ago, 
which continued downward until the last 
week of February and then started up- 
ward. 

With average wholesale prices of 1926 
taken as 100 the index stood at 94.6 for 
the week ended Feb. 18 and 94.8 for the 
week previously. 


Commercial Failures Show Sharp 
Decrease 


Further improvement in the insolvency 
record is reported to R. G. Dun & Co. this 
week, 520 failures occurring in the United 
States. This is 26 less than the number last 
week and is 51 below the total two weeks 
ago. It is, however, 36 in excess of the 520 
defaults of this week of 1927. Comparing 
with the returns for that period it is seen 
that the increase this week is due to the 
larger number of insolvencies in the East, 
there being a rise of 39 failures in that 
section. This more than offset reductions 
in the South and in the West; on the 
Pacific Coast the number was practically 
the same for both years. 

Bradstreet’s reports 433 failures for the 
week in the United States, as compared 
with 479 for the previous week and 479, 
516, 394 and 384 for the corresponding 
weeks 1927 to 1924. The New England 
States had 46, Middle 119, Western 96, 
Northwestern 32, Southern 99 and Far 
Western 41. In the United States about 
76.9 per cent of the concerns failing had 
$5,000 capital or less and 17.5 per cent 
had from $5,000 to $20,000 capital. 


Bank Debits Decline 12.4 Per 
- Cent in Week 


Reports of debits, to individual accounts, 
to the Federal Reserve Board by banks in 
leading cities for the week ended Feb. 15, 
1928, aggregated $12,755,000,000, or 12.4 
per cent below the total of $14,555,000,000 
reported for the preceding week. The cur- 
rent week included but five business days 
for many of the reporting centers. 

Debits for the week under review are 
$100,000,000, or less than 1 per cent above 
those for the week ended Feb. 16, 1927, 
which also included but five business day's 
for many of the reporting centers. New 
York City reported an increase of $179,- 
000,000, Newark $45,000,000 and Chicago 
and San Francisco $26,000,000 each, while 
Boston and Philadelphia reported reduc- 
tions of $52,000,000 and $32,000,000, re- 
spectively. F ‘ 

Aggregate: debits for 141 centers for 
which figures have been published weekly 
since January, 1919, amounted to $12,018,- 
417,000, as compared with $13,771,429,000 
for the preceding week and $11,952,275,000- 
for the week ended Feb. 16, 1927. 
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Favorable Weather Is Stimulating Sales— 
Chicago Prices Are Well Maintained 


(Chicago office of HARDWARE AGB) 


CHICAGO, Feb. 28.—The springlike weather is doing much to 
stimulate the sale of spring and summer hardware items and the 
jobbers report an increasingly good movement on such items as 


garden tools, roller skates, poultry netting and the like. 


However, 


this early interest in this class of merchandise is coming mostly 
from the small town dealers, the city retailers finding business to 


be still rather sluggish. 


Prices continue to show a very firm tendency, although actual in- 
creases are confined to a slight advance on copper rivets. : 
Building activities are increasing rapidly and are running consid- 


erably ahead of this time last year. 


Materials of all kinds are in 


correspondingly good demand and prices are very firm. 

There has been practically no change in conditions surrounding 
the steel industry in the Chicago area during the past week except 
that deliveries have dropped a little farther behind. Production re- 
mains at about 92 per cent of capacity with a brisk demand coming 
from the implement and automobile makers, the railroads and from 


general manufacturers. 
Collections are fair. 


AUTOMOBILE ACCESSORIES.—Sales 
are picking up somewhat with the ap- 
proach of warmer weather. 


We quote from jobbers’ 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, for Fords, 
50c, each; regular, 58c. each; Cham- 
pion X, ‘45c. each; Champjon Blue 
Box line, 538c. each; A. C., 58c. each; 
lots of 100, 50c.; A. C. Special Ford, 
36c. each, 

Spot Light. — Appleton, No. 3280, 
$6.50 each. 

Chains.—Non-skid, dozen pair lots, 
35 per cent discount. 

Jacks.—National Standard, No. 21, 


stocks, 


$1.30 each. 

Pumps. — Rose, 1% in. cylinder, 
$1.85 each. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $8.30 each; regular 


cords, .$6.10 each; gray inner tubes. 
» $1.24 each; red inner tubes, 
30 x 3%, $1.45 each. 


AXES.—Current orders are slowing in 
volume. 1928 fall prices are expected 
next week. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Single bit base weight 
axes, unhandled, at $14 per doz.; han- 
dled, at $19.25 per doz.; double bit 
base weight axes, unhandled, at $19 
per doz.; handled, at $24.50 per doz. 


BASEBALL GOODS.—Retailers are 
stocking up in anticipation of the open- 
ing of the baseball season. 


BOLTS AND NUTS.—Sales are ‘run- 
ning about normal and pfices are be- 
ing og maintained. 


uote from jobbers’ stocks, 
cake chi cago: Carriage bolts, cut 
thread, 60 pe er cent discount; small 
carriage bolts, rolled thread, 60-10 
per ‘cent discount; machine bolts, cut 
thread, 60 r cent discount; small 
machitie Wolts, rolled thread, 60-10 
. ‘eent dtseount; all stove bolts, 75- 
10 per cent discount; lag screws, 60 
per ceht discount. 


BUILDERS’ HARDWARE.—The de- 





mand is about the same as a year ago. 
Prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Cuicugo: 6% x 3% steel butts, 
old copper and dull brass finish, $2.07 
per doz, pair, case lots; less quanti- 
ties, 9c. per doz, pair higher; 4 x 4 
steel butts, old copper and dull brass 
finish, $2.90 per doz. pair, case lots; 
less quantities, 10c. per doz. pair 
higher; heavy steel bevel inside sets, 
$5.75 per doz, sets, case lots; steel 
bit-keyed front door sets, $1.45 per 
set; wrought brass, bit-keyed front 
door sets, $2.49 per set; cylinder front 
door sets, $6 per set. 


CHAIN.—Sales on all chain items are 
good. Prices are unchanged. 


We uote from jobbers’ stocks, 
f.o.b. hicago: % in. proof cow 
chains, $8.50 per 100 lb. Tensco Bull 
Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-4% electric 
welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.— 
Prices have advanced slightly. Sales 
are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-24% per cent discount. 


ELECTRICAL MERCHANDISE.—The 
demand is rather active. There are no 
price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Electrical merchan- 
dise, No. 14 rubber covered wire, 


$5.80 per 1000 ft.; in less than 1000 
ft. lots, $6.30; No. 18 lamp cords, 
$12.50 per 1000 ft.; in 1000 ft. lots, 
$12; %-in. brush brass key sockets, 


15%c. each; two-way plugs, 45c. 
poe. 


in lots of 10, 40c. each; -two- 
piece attachment plugs, 7%c. each; 
dry cells, boxes of. 50, 32%4c. each; 
less than case lots, 36c. each. 


Electrical Appliances. — Iron, Hot 
Point, $4.20; lots of six, $3.90;: Sun- 
beam, $5; lots of six, $4.75. Per- 
colator, Universal 9169, $16.65. 

en Supplies.—Radio B batteries, 

D 779 ¥. $1. ae each; base lots of 5, 
$1.30 $3.40 each; ~No. 770, 
5s i tg + 6, $3.17; No. 772, $2.62 





each; packages of 5, 
$3.58 each; No. 
$3.33, 


5, $2.44; No. 486, 
486, packages of 5, 


Battery Chargers.—Apco line, 
of less than 10, $9.90 each. 


lots 


FILES.—The demand 
prices are firm. 


We quote from _ jobbers’ 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson file s, 50 
per cent off list; Black Diamond files, 
50 per cent off list. 


is normal and 


stocks, 


GALVANIZED WARE.—Maple sap 
season is causing a heavy demand for 
sap pails. Jobbers’ prices are soft on 
tubs, but pail stocks are very low. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: Standard galvanized 
after made tubs, No. 1, $6; No. 2, 
$6.85; No. 3, $8; 10 qt. galvanized 
after made pails, $2.12; 12 qt., $2.33; 
14 qt., $2.60; 1 gal. all galvanized oil 
cans, special, $2 doz.; 2 gal., $4 per 
doz.; 3 gal., $5.75 doz.; 5 gal., $7 doz.: 
1 bu. galvanized baskets, $6.20 doz.; 
No. 26, baled, % bu. galvanized 


measures, $4.50. 


GLASS AND PUTTY.—Sales are 
showing some betterment. Prices are 
firm, 

We quote from jobbers’ stocks, 


f.o.b. ae Single strength A, all 
brackets, 89-5 per cent discount; sin- 
gle strength B, all brackets, 90-71% 
per cent discount; double strength A, 
all brackets, 89 per cent discount; 
double strength B, all brackets, 90-5 
per cent discount; putty, pure grade, 
$4.25 per 100 lb.; commercial, $3.50 
per 100 Ib. 


GLASS SUBSTITUTES.—Spring sales 
volume is increasing. Prices are firm 
and unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Cel-O-Glass, 100 x 3 
ft., full rolls, $36 each; Glass-Cloth, 
150 x 3 ft., full rolls, $12 each. 


HANDLED HAMMERS AND HATCH- 
ETS.—No price changes. General de- 
mand for tools is‘somewhat more lively. 


HAMMERS— 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16 oz. 
nail hammers, $12 doz.; Maydole, 
$12.60 doz.; 16 oz. machinists’ ham- 
mers, first quality, $9.20 doz.; com- 
petitive grade, 16 oz. nail hammers, 
$6 to $8 doz. 

HATCHETS— 
We quote from jobbers’ stocks, 


f.o.b, Chicago: First quality hatch- 
ets, No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL.—There 
is a steady improvement in the demand 
as the season advances. Prices are un- 
changed. Sof 

We jobbers’ stocks, 


quote from 
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f.o.b. Chicago: Hay fork handles, 
straight, chucked and bored, X 4 ft., 
$2.40 per doz.; 4% ft., $2.70 per doz.; 
XX 4 ft., $3.90 per doz.; 4% ft., $4.20 
per doz.; ash fork handles, bent, 
chucked and bored, X 4 ft., $2.90 per 
doz.; 4% ft., $3.20 per doz.; ash hay 
fork handles, bent, with strap, fer- 
rule and cap, X 4 ft., $4.90 per doz.; 
4% ft., $5.25 per doz.; XX 4 ft., $6.15 
per doz.; 4% ft., $7.10 per doz.; bent 
manure fork handles, plain, X 4 ft., 
$3.05 per doz.; 4% ft., $3.40 per doz.; 
XX, 4 ft., $4.65 per doz.; 4% ft., $5 
per doz.; bent manure fork handles, 
with strap, ferrule and cap, X 4% ft., 
$5.25 per doz.; XX, 4 ft., $6.65 per 
doz.; 4% ft., $7.10 per doz.; garden 
hoe handles, X 4% ft., $2.60 per 
doz.; XX 4% ft., $3.70 per doz.; rake 
handles, X 5% ft., $3.55 per doz.; 
XX 5% ft., $5.65 per doz.; shovel 
handles, regular pattern, X 4% ft., 
$4.25 per doz.; XX 4% ft., $5.95 per 
doz.; D shovel handles, X, $5.25 per 
doz.; XXX, $8 per doz.; wood D 
spade handles, X, $4.90 per doz.; D 
shovel handles, X, I. D. L. top, $4.45 
per doz.; Sturd-E top, $4.50. 


HANDLES, HICKORY.—There is an 
active sale on sledge, hack and hammer 
handles, with the better grades pre- 
dominating. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 (new B. W.) 
hickory, $4 doz.; No. 2 (new B. R.), 
$3 doz.; second growth hickory (new 
A. W.), $5 doz.; finest selected second 
growth hickory (new A. A.), $6.50 
doz. 

“Hatchet and Hammer Handiles.— 
No. 1 (new S. B. R.), 90c. doz.; finest 
second growth hickory (new S, A. 
W.), $1.80 doz. 


HINGES.—Sales are about as usual at 
this time of year. There are no price 
changes. 

We quote from jobbers’ storks, 

f.o.b. Chicago: Heavy strap hinges 
in bundles, 4-in., 92c.; 5 in., $1.22; 
6 in., $1.54; 8 in., $2.47; 10 in., $4.00 
per doz. pair; extra heavy T hinges 
in bundles, 4 in., $1.26; 5-in., $1.56; 
6 in., $1.87; 8 in., $2.80; 10 in., $4.50 
per doz. 


ICE CREAM FREEZERS.—Sales are 
showing some increase and are normal 
for this season of the year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1 
qt., $4.80 list; 2 qt., $5.60 list; 3 qt., 
$6.75 list; 4 qt., $8.25 list; 6 qt., 
$10.45 list; 8 qt., $13.40 list; 10 qt., 
$17.90 list; 12 qt., $21.50 list; 15 qt., 
$25.60 list; 20 qt., $33.20 list; 25 qt., 
$42.60 list. Arctic, 1 qt., $4 list; 2 qt., 
$4.60 list; 3 qt., $5.45 list; 4 qt., $6.80 
list; 6 qt., $8.60 list; 8 qt., $11.10 list. 
All the above less 50 per cent dis- 
count. Alaska, 1 qt., $2.95 list; 2 qt., 
$3.45 list; 3 qt., $4.10 list; 4 qt., $5 
list; 6 qt., $6.30 list; 8 qt., $8.20 list; 
10 qgt., $10.75 list; 12 qt., $14 list; 15 
qt., $17 list; 20 qt., $21.50 list. A dis- 
count of 20 and 10 per cent on all 
above prices. Acme, 2 qt., galv., $8 
doz.; 2 qt., enamel, $10 per doz.; 4 
qt., enamel, $18 per doz. Above prices 
are net. 


NAILS.—The demand is steadily im- 
proving and prices are being well main- 
tained. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: l1.c.l. quantities com- 
mon wite and cement coated nails, 


eurrent Le.], stock orders, $3.10 per 
keg base, c. 1, 1927, éxtras. 


PAINTS AND OILS.—Considerable 





activity is developing as the spring 
season approaches. 
unchanged for some weeks. 


Prices have been 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil, Raw.—Barrel lots, 86c. 
per gal.; 5 barrel lots, 83c. per gal. 
_ Linseed Oil, Boiled.—Barrel lots, 
89c. per gal.; 5 barrel lots, 86c. per 
gal. 

Denatured Alcohol. — Barrel lots, 
58i4c. per gal.; steel drums, extra $6, 
returnable. — 

Turpentine. — Drum lots, 73c. per 
gal. net. 

White Lead.—100 Ib. lots, $13.25; 50 
lb. lots, $6.75; 25 lb. los, $3.40; 12% 
lb. lots, $1.75. 

Shellac.—(4% lb. cuts), white, $2.60 
per gal.; orange, $2.30 per gual. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 

Dry Paste’—Barrel lots, 744c. per Ib. 


PREPARED ROOFING.—Sales are 
larger and more numerous. 
considered low. 


Prices are 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sar- 
faced prepared roofing, $1.80 per 
square; best grade talc surfaced, 
$2.05 per square; medium tale sur- 
faced, $1.05 per square; light tale 
surfaced, 85c. per square; red rosin 
sheathing, $55 per ton. 


PYREX WARE.—Sales are satisfac- 
tory and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 dozen; 
No. 214, $12 dozen. 

New Handled Casseroles.—lRound, 
No. 622, $12 doz.; No. 623, $14 doz.; 
Oval, No. 632, $12 doz.; No. 633, $14 
doz.; Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 per doz.; 
No. 209, $7.20 per doz. 

Tea Pots.—2 cup, $21 doz.; 4 cup, 
$24 doz.; 6 cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 

Iced Tea Sets.—$4 per set. 


ROLLER SKATES.—Sales are running 
considerably ahead of this time last 


year. a 


We quote from jobbers’ stocks, 
‘f.0.b. Chicago: Union roller skates, 
boys, $1.40; girls, $1.50; Chicago roller 
skates, boys, $1.30; girls, $1.40. 


ROPE.—Prices on sisal are very firm, 
—less so on manila. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila standard 
brand, 21c. to 23c. per Ib.; No. 2 
Manila, 20c. per Ib.; No. 1 Sisal, 
14%c. to 16c. per Ib.; No. 2 Sisal, 
13i%c. to 1bc. per Ib. 


SAWS.—Prices. are unchanged and 
sales are normal. 


We quote from jobbers’ stocks, 
f.o.b. icago: Cireular cord wood, 
20 in., $2.20 to $3;.22 in., $2.64 to $4; 
24 in., $3 to $4.50; 26 in., $3:50 to $5; 
28 in., $4 to 6; 30 in., $4.75 te $6.50. 


SASH CORD.—Sales are satisfactory 
and prices are unchanged. 


We quote. from jobhers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$7.90 per doz, hanks, No. 8, $8.90 per 
doz. hanks. 


SASH PULLEYS.—There is a goed 











volume of business and prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
55c. per doz.; barrels, 50c. per doz.; 
Common Sense, 2 in., 55c. doz.; bar- 
rels, 50c: doz.; No. 110, 50c. doz.; 
barrels, 45c. doz. 


SCREWS.—There is a good active de- 
mand at the recently advanced prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: (New lists Jan. 3, 
1928) Flat head bright screws, 50-10 
per cent; round head, blued, 45-10 
per cent; flat head, brass, 45-10 per 
cent; round head, brass, 40-10 per 
cent, 


SOLDER AND BABBITT.—Sales are 
very satisfactory with prices somewhat 
weaker. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Warranted 50-50 solder, $37.30 per 
100 Ib.; medium 45-55 solder, $34.70 
per 100 Ib.; tinners 40-60 solder, $32.10 
per 100 Ib.; high speed babbitt metal, 
$20 per 100 Ib.; standard No. 4 bab- 
bitt metal $12.00 per 100 Ib. 


STEEL SHEET S.—Manufacturers 
prices are held very strong. Sales are 
improving. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage galvanized 
sheets, $5.30 per 100 Ib.; 28 gage black 
sheets, $4.20 per 100 Ib. 


VENTILATORS—The selling season is 
practically over although a fair volume 
of fill-in orders is being received. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Continental ventila- 
tors, wooden type, No. 937, $3.70; 
metal type, No. 833, $4.65; No. 837, 
$4.80; No. 1137, $5.05; Diamond E ven- 
tilators, metal type, No. 02, $4.80; No. 
2, $5.60; No. 3, $6.40. All prices per 
dozen. 


WIRE PRODUCTS.—The recent ad- 
vance on nails is well established. Sales 
volume is good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 9 black annealed 
wire, $3.30 per 100 Ib.; No. 9 gal- 
vanized plain wire, $3.85 per 100 Ib.; 
catch weight spools galvanized cattle 
or hog wire, $3.80 per 100 lb. Polished 
fence staples, $3.55 per 100 Ib. Wire 
cloth, black, 12-mesh, $1.85 per 100 
sq. ft.; galvanized, 12-mesh, $2.05 per 
100.sq, ft.; bronze, 14-mesh, $5.60 per 
100 sq. ft. Galvanized poultry net- 
ting; Galvanized before made, 60 per 
cent discount; galvanized after made, 
50-10 per cent discount. 


WRENCHES.—Sales compare favor- 
ably with a year ago. 
changed. 


Prices are un- 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10-5 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list: Stillson 
wrenches, 70-10 per cent discount; 
Trimo, 70-5 per cent discount. 
Snap-on Wrenches. — Radio and 
electrical sets in metal cases, $2.75; 
No. 101, Master Service Set, $13.75; 
No. 202, peeve Daly Bet $8.80; No. 
404, Ptexfble ket Set, $8.80; No. 
608. Crankcase, Drain Plug Socket, 
$3.20; Ne. 90. Square Socket Set 
$3.70; No. 1817, Giant “Snap-on” with 
extra heavy duty . ratchet; $27.35. 
All Snap-on Wrenches less 33% per 
cent discount, 
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Cincinnati Reports Gain in Jobbing Trade 
of First Two Months of 1928 over 1927 


(Cincinnati office of HARDWARE AGE) 


CINCINNATI, Feb. 27.—While the volume of orders booked by local 
hardware jobbers has fallen off somewhat in the past two weeks, Feb- 


ruary will be a fairly good month from the standpoint of sales. 


Com- 


parison of the jobbing business in the first two months of 1928 with that 
in the same period last year shows a healthy gain. 

The amount of spring merchandise bought for future delivery is de- 
clared by one of the largest jobbing houses to be the best in several 


years. 


Depleted retail stocks are in large measure responsible for the 


gain, although the desire to anticipate requirements before prices go up 
in certain commodities has also been an active factor. 


Prices in general are unusually firm. 


In many seasonal items for 


the spring trade there has been a slight decline from the schedules in 
effect during 1927. Quotations on wood screws have been revised 
upward to conform to the higher prices announced some time ago by 


manufacturers. 


One of the depressing signs is the lack of buying in builders’ hard- 


ware. 


have dropped to the lowest point in three or four years. 


The situation, 


however, is not causing alarm, because building construction work 
holds promise of expanding to sizable proportions in the spring. 

Retail hardware sales have been rather dull, but this condition is at- 
tributed to the usual lull just before the spring selling season gets 


under way. 


AUTOMOBILE ACCESSORIES.—Bus- 
iness is only fair at best, but, an im- 
provement is expected in the next few 
weeks. The tire and tube trade has 
held up moderately well, and prices in 
general are firm. 


We quote from Cincinnati jobbers’ 
stocks: 


tires: 30xs-» 29x4.40 
Cheap @rade .......6<.. $5.00 $6.30 
Medium grade .......... 6.10 7.55 
Seer 8.75 9.65 

Tubes: 
COERD BIAGS. 22... .0s00%. 1.00 1.25 
Medium grade .......... 1.25 was 
| a eee 1.45 1,85 

Note—30x3% unguaranteed cord 


tires, $4.25 each. 

Spark Plugs. Bag yy spark plugs, 
32c. each; 30c. in lots of 100; Ford 
spark plugs, packed one set of four to 
a box, $1.10 per box. 

Chamois Skins.—13 x 16 in., 38c. 
each; 14 x 18 in., 54c. each; 15 x 20 
in., 65c. each. The chamois skins are 
packed one to an envelope and 12 
envelopes in a box. 

Polish.—_HLF polish in 1% pints, 
packed 24 to a case, 50c. per % pint; 
HLF polish in pint bottles, packed 
12 to a case, $1 per pint; HLF polish 
in quarts, packed six to a case, $1.50 
per quart, On the above prices there 
is a discount of 40 per cent on indi- 
vidual packages, 40 and 5 in case 
lots, and 40 and 10 in % gross lots. 


BOLTS AND NUTS.—In these items 
there has been no change. Demand 
from retail dealers is steady and about 
normal in volume for this time of the 
year. 


Ba: quote from Cincinnati jobbers’ 
stocks: 

Cut thread carriage and machine 
bolts, 60 per cent off list; rolled- 
thread carriage and machine bolts, 
60 and 10 per cent off list; stove 
bolts, 30 per cent off list; square, 





hexagon and tap nuts, 60 per cent off 


list. 


BUILDERS’ HARDWARE.—There has 
been a perceptible slowing down in 
building activities locally and as a re- 
sult jobbers are complaining about the 
dearth of business in builders’ hard- 
ware, Announcement has been made 
of an increase of 50c. on steel inside 
sets. Square bevel inside sets, how- 
ever, are not affected. 


We quote from Cincinnati jobbers’ 
stocks: 

Sash Weights.—Sash weights, $1.75. 

Inside Sets.—Square bevel inside 
sets in case lots, $5.75 per doz. 


CAMP STOVES.—Prices for the 1928 
trade are about the same as those last 
year. 
We quote from Cincinnati jobbers’ 
stocks: 


Coleman No. 2, $8.50 each; Coleman 
No. 9, $6.25 each; Gypsy, $4.70 each. 


COOK STOVES.—Printed below are 
the quotations for the coming season. 

We quote from Cincinnati jobbers’ . 
stocks: 

Coleman gasoline 
stove No. 322, $76 each; No. 
each; No. 328, $48 each; No. 325, 
each; No. 324, $26 each; No. 330, 
each. 


CROQUET SETS.—For the spring and 
summer season the prices published be- 
low will apply. They are slightly be- 
low those in 1927. 


We quote from Cincinnati jobbers’ 
stocks: 

No. 5, four-ball set, $1.40; No. 10, 
six-ball set, $1.70 each; No. A, eight- 


pressure cook 
329, $35 
$30 
$23 





It is true that this line is normally quiet in February, but sales | 





eight-ball set, 


$2.80. 


ball 
$3.80; 


GALVANIZED SPRINKLERS—A re- 
duction has been made in the price of 
this item for the spring and summer 
seasons. 


We anes from Cincinnati jobbers’ 
stocks 

4-qt. sprinkling pots, $5.25 per doz.; 
6-qt. sprinkling pots, $5.95 per doz.; 
8-qt. sprinkling pots, $7.10 per doz.; 
10-qt. sprinkling pots, $7.90 per doz.; 
12-qt. sprinkling pots, $9 per doz. 


GARDEN HOSE—In this item also 
there has been a scaling down of prices 
from the level which prevailed in 1927. 


We quote from Cincinnati jobbers’ 


set, $2; No. 3, 
No. 1, eight-ball set, 


stocks: 

Rubber Hose.—5-ply. % in., 7c. per 
ft. in 50-ft. lengths; 6-ply, ™ in. 
814c. per ft. in 50-ft. lengths; 7 -ply, 
¥% in., 10%c. per ft. in 50-ft. le agtha: 
double braid in % in., 500-ft. coils. 


8%c. per ft. 


HOES.—A few orders for early spring 
delivery are being giaced with local 
jobbing houses. 


We quote from Cincinnati jobbers’ 
stocks: 

First grade true-tempered socket 
garden hoes in 6 in. size, $9.84 per 
doz.; 6% in., $9.96 per doz.; 7 in., 
$9.96 per doz. 

True-tempered cotton hoes in 6 in. 
size, $7.44 per doz.; 6% in., $7.68 per 
doz.; 7 in., $8.40 per doz. 

Black finish hoes in 6 in. size, $6.36 


per doz.; 6% in., $6.72 per doz. 


HOSE ATTACHMENTS.—There has 
been no change from the prices which 
were in effect last year. 


We quote from Cincinnati jobbers’ 
stocks: 

Diamond nozzles, $3.60 per doz.; 
Pet. nozzles, $4.90 per doz.; Gem 


nozzles $5.50 per doz. 


HOSE REELS.—A small decrease in 
prices for the 1928 trade has been an- 
nounced by local jobbers. The new 
schedule is quoted below. 
We quote from Cincinnati 
stocks: 
Wooden hose reels, $14.50 per doz.; 
Victor iron hose reels. $2 each; No. 
10 iron hose reels, $3.55 each. 


ICE CREAM FREEZERS.—Prices 
which have been announced by the 
trade are the same as in 1927. 


jobbers’ 


We quote from Cincinnati jobbers’ 
stocks: 

White Mountain.—1-qt., $2.43 each; 
2-qt., $2.83 each; 3-qt., $3.38 each; 
4-qt., $4.13 each; 6-qt., $5.23 each; 
8-qt., $6.75 each. 

Arctic.—1i-qt., $2 each; 2-qt., $2.30 
each; 3-qt., $2.78 each; 4-qt., $3.40 
each; 6-qt., $4.30 each; 8-qt., $5.55 
each. 

Peerless.—1l-qt., $2.95 each; 2-qt., 
$3.45 each; 3-qt., $4.10 each; 4-qt., $5 
each; 6-qt., $6.30 each; 8-qt., $8.20 
each. On all sizes of Peerless a dis- 


count of 25 and 10 per cent applies on 
the above prices. 


JUVENILE VEHICLES.—Merchants 
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who are catering to this line have been 
doing a fairly good business. 
We quote from Cincinnati jobbers’ 
stocks: 
Scooters.—No. 109, $2.90 each; No. 
110, $3 each. 
Sidewalk Cycles.—No. 11, $11.50 
each; No. 12, $12.75 each. 


Velocipedes.—_No. 6E, $2.90 each; 
No. 7E, $3.30 each; No. 46, $7.40 each. 


LAMPS.—In this commodity there has 
been no change. 

We quote from Cincinnati jobbers’ 
stocks: 

Gasoline Lamps.—C317, $7.40 each; - 
C329, $6.25 each; C318, $7 each; C324, 
$7 each. 

Lanterns.—L327, $5.25 each; L427, 
$6 each. 


LAWN MOWERS.—Here again a 
downward revision of last year’s prices 
have been made in the cheap grades, 
but in ball bearing mowers there has 
been an increase. 
We quote from Cincinnati jobbers’ 
stocks: 
Cheap Grade.—12-in., $4.85 each; 
14-in., $5.15 each; 16-in., $5.45 each. 
Ball Bearing.—14-in. medium grade, 
$8.15 each; 14-in. good grade, $9.25 
each; 14 in. best grade, $11 each; 
16-in. medium grade, $8.50 each; 
16-in. good grade, $9.75 each; 16-in. 
best grade, $11.50 each; 18-in. medium 
grade, $8.85 each; 18-in. good grade, 
— each; 18-in. best grade, $12 
eacn. 


LAWN RAKES.—Some orders have 
been placed with local jobbers, but the 
bulk of the spring™merchandise is yet 
to be purchased. . 


We quote from Cincinnati jobbers’ 
stocks: 

Wire lawn rakes, $6.75 per doz.; 
wooden lawn rakes, $6.50 per doz. 


NAILS.—There has been a fairly good 
movement of nails in this territory, and 
prices have been sustained firmly. 


We quote from Cincinnati jobbers’ 
stocks: 

Common wire nails, $2.95 per keg; 
cement coated nails, $2.95 per keg. 


POULTRY NETTING.—Dealers are 
beginning to place a moderate number 
of orders with local jobbing houses. 


We quote from Cincinnati jobbers’ 
stocks: 

Poultry netting, galvanized after, 
60 per cent off list; poultry netting, 
~~ before, 60 and 10 per cent 
o st. 


RADIO BATTERIES.—In this line 
there has been no change. Business 
remains only fair. 


We quote from Cincinnati jobbers’ 
stocks: 


Less than 
Unit In Unit 
Packages Packages 
Batteries Each Each 

as "eee $0.351%4 
ogy °* * 0.97 
“B.” No. 1.14 
ws ae 1.30 
“BL” No. 1.30 
“BR.” Na. 2.11 
“B.” No. 2.44 
“E.”’ 2O. 3.17 
“3B”. "ee. 3.33 
“C0.” No. 0.26 
“<, » No. 0.39 
i ee 0.55 
"ee 1,14 





Note.—Nos. 5156, 5308. 2308, 10308, 
21308. “5360, 5540 and 6156 are in unit 
packages of 5. Nos. 4156, 2156, 2158 
and 2370 are in unit packages of 10. 
No. 6 is in a unit package of 50 


RAKES.—The volume of orders re- 





ceived for future delivery is regarded 
as encouraging by the local trade. 


We quote from Cincinnati jobbers’ 
stocks: 

True-tempered grade 12-tooth 
rakes, $9.12 per doz.; 14-tooth, $9.84 
per doz.; 16-tooth, $10.56 per doz.; 
competition grade, 12-tooth rakes, $5 
per doz.; 14-tooth, $5.25 per doz.; 16- 
tooth, $5.85 per doz. 


ROOFING MATERIAL.—Interest in 
this commodity is becoming more pro- 
nounced, although no active demand 
has yet appeared. 


We quote from Cincinnati jobbers’ 
stocks: 

Roofing Paper.—Light standard, 
$1.10; medium standard, $1.35; heavy 
standard, $1.60; light Holdfast, $1.35; 
medium Holdfast, $1.60; heavy Hold- 
fast, $1.90; K red and green slate 
surface, $2.10. 

Roofing Coating.—Coal tar, refined, 
in barrel lots, 25c. per gal.; in half 
barrel lots, 28c. per gal.; coal tar, 
crude, in barrel lots, 24c. per gal.; in 
half-barrel lots, 27c. per gal. 

Roofing Cement.—Liberty elastic, 1 
Ib., 12c.; in 5-lb. cans, 94%c. per Ib.; 
in 10-lb. cans, 9c. per Ib.; in 25-Ib. 
cans, 8c. per lb. Certain-teed ce- 
ment, 36 Ib. to the case, $4.25 per 
case; in 5-lb. cans, 12 cans to the 
box, 8%c. per lb.; in 10-lb. cans, 6 
cans to the box, 7%%c. per Ib. 


ROPE.—The situation is unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 

Manila rope, 23%c. a lb.; sisal rope, 
14\%c. a lb. 


SANITARY PRODUCTS.—A § steady 
call for this line is reported by jobbers, 
and the retail trade is carrying well 
rounded stocks. 


We quote from Cincinnati jobbers’ 
stocks: 

Desolvo special pipe cleaner, 10 oz. 
size, less than case lots, $2.25 per 
doz.; case of 3 doz., $2.15 per doz.; 
and in gross lots, $2 per doz. Desolvo, 
triple strength, 16 oz. size, case of 2 
doz. cans, $4 per doz.; half gross lots, 
$3.75 per doz.; in gross lots, $3.50 per 
doz. Desolvo, triple strength, in 2 Ib. 
cans, case of 1 doz. cans, $7 per doz., 
and gross lots, $6.50 per doz. 

Kloset Klean, 22 oz. size, less than 
case lots, $2.25 per doz.; case of 2 
doz. cans, $2.15 per aars ; gross lots, 
$2 per doz. 

Tubola, 12 oz. cans, ead than case 
lots, $2.25 per doz.; case of 2 doz. 
cans, $2.15 per doz.; gross lots, $2 
per doz. 

Chaco boiler liquid, single quarts, 
$2.50; half dozen quantity, $2 per qt., 
and dozen quantity, $1.75 per qt. 

Presto Products.—Oil soap, 16 oz. 
size, $2.60 per dozen; bowl cleaner, 
22 oz. size, $1.85 per dozen; pipe 
opener, 16 oz, size, $2 per doz.; tile 
and porcelain cleaner, 16 oz. size, 
$1.20 per doz.; Met-L-Shyn, 8 oz. size, 
$3.60 per doz.; Silvershyn, 4% oz. 
size, $1.80 per doz.; Waterless cleaner, 
2 pt. size, $5.40 per doz.; same, 5 pt. 
size, $9 per doz.; Window cleaner, 6 
oz. size, $3.60 per doz.; same, 12 oz. 
size, $5.40 per doz.; Presto Lustre, 
6 oz. size, $2.60 per doz.; 12 oz. size, 
$4.32 per doz.; 16 oz. size, $5.40 per 
doz., and Dry Cleaner, 8 oz. size, 
$3.60 per doz. 


SCREEN DOORS.—Prices announced 
by local jobbers show an increase over 
those last year. The new list is pub- 
lished below. 

We quote from Cincinnati jobbers’ 


stocks: 
Screen Doors.—No. 241, $18 per 





doz.; No. 281, $19 per doz.; No. 314, 
$25.30 per doz.; No. 355, $34.90 per 
doz.; No. 315, $32.10 per doz.; No. 
315, galvanized, $32.60 per doz. Note 
that all of the above quotations are 
on the size 2-ft. 10-in. x 6-ft. 10-in. 


SCREWS.—A sharp upward revision 
of prices has been completed by local 
jobbers. This was necessitated by the 
heavy advance made recently by manu- 
facturers. 
bt quote from Cincinnati jobbers’ 
stock 
Plat ‘head bright screws, 60 and 7% 
off list; flat-head blue screws, 60 and 
2% oft list; flat-head brass screws, 
50, 10 and 10 off list; round-head 
blue screws, 50, 10 and 10 off list; 
round-head brass screws, 50 and 10 
pe ne bright wire goods, 85 and 25 
r+) st 


SHEARS.—There has been no change 
from the 1927 price for the coming 
season. 
We quote from Cincinnati jobbers’ 
stocks: 
Pruning Shears.—No. 1091S, m. “4 
per doz.; No. 25, $e per doz.; 
2092V, $7. 25 per doz. ; No. 2192, Sn 45 
per doz.; No. 4192F, $15.20 per doz.; 
No. 4155F, $31 per doz 
Hedge Shears.—8- “in., $1.10 per 
air; 9-in., $1.20 per "pair; 10-in., 
1.30 per pair; lady’s size, No. 100L, 
80c. per pair. 


SPADING FORKS.—Orders for spring 
shipment are now being placed by re- 
tail dealers. 

ouasies quote from Cincinnati jobbers’ 


storent weight spading forks, $10.80 
per doz.; heavy grade steel D forks, 
15.84 per doz.; heavy grade wooden 

forks, $18.80 ‘per doz.; Jumbo forks, 
$21.12 per doz. 


SPRAYERS.—New prices put out for 
this season show no change from last 
year’s quotations. 


We quote from Cincinnati jobbers’ 
stocks: 

Paragon sprayers, 30 and 5 off list; 
in lots of 5 or more, 35 off list 


WATER COOLERS.—In this product 
also there has been no change for the 
coming season as compared with last 


year. 


We quote from Cincinnati jobbers’ 
stocks: 2-gal. cooler wr 80 — 3- 
gal. cooler, $2.05 eac ch; cooler, 
2.40 each; 6-gal. cooler, HE i0 each; 

-gal. cooler, 3.90 each; 1. 
ceoler, $5 each; a ae Century 
cooler with bot No. 50 in mahog- 
any finish, $10.86 each; Twentieth 
Century cooler with bottle and stand, 
No. 500 in mahogany finish, $13.75 
each; Twentieth Century cooler with 
bottle, No. 50 in white finish, $11.25 
each; Twentieth Century cooler with 
bottle and stand, No. 500 in white 
finish, $14.50 each. 


WINDOW SCREENS.—There has been 
an increase in this line for the spring 
season. 


We quote from Cincinnati jobbers’ 
stocks: 

Window Screens.—No. 1833, $4.10 
per doz.; No. 1833 galvanized, $4.25 
per doz.; No. 2433. $4.85 per doz.; No. 
2433 galvanized, $5 per doz.; No. 3037, 
$6.55 per doz.; No. 3037 galvanized, 
$6.85 per doz. 


WIRE CLOTH.—Orders for early 
spring delivery are being booked by 
local jobbers on the basis given below. 


We quote from Cincinnati jobbers’ 
stocks: 

12-mesh black cloth, $1.75 per 100 
sq. ft.; 12-mesh opal cloth, $2.10 per 
100 sq. ft.; 14-mesh opal cloth, $2.50 
per 100 sq. ft.; 16-mesh opal cloth, 
$2.85 per 100 sq. ft.; 14-mesh bronze 
cloth, $5.15 per 100 sq. ft.; - mesh 
bronze cloth, $5.55 per 100 sq. 
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Pittsburgh Reports Trade Still Subnormal— 
Demand Expected with Arrival of Spring 


(Pittsburgh office of HARDWARE AGE) 


PITTSBURGH, Feb. 28.—And still there is no appreciable increase 
in hardware business in this territory. Jobbers who have made 
the serving of coal mining company stores something of a specialty 
find business particularly poor, due to the depression in that indus- 
try, but even those whose sources of trade are more diversified also 
are complaining. The winter as a whole has been such a mild one 
and there has been so little snow that the retail movement of a large 


number of winter items has been subnormal. 


It is a little early for 


much activity in spring items and the more common report is that 
retailers have been a little less free with their advance orders than 


usual. 


Paints have been notable in this respect. 


But goods not 


ordered now will have to be when the demand picks up as it is sure 
to when spring arrives, and this is the philosophy which sustains 
the trade in these days of light demand. No important price changes 
are noted. Collections still are slow. 





AUTOMOBILE ACCESSORIES.—The 
demand for the items that ordidnarily 
sell well at this time of the year has 
rarely been lighter than it has been 
lately. All jobbers are complaining of 
poor business. They quote: 


Alcohol.—In barrel lots, 49c, to 57c. 
per gal. 

Ivo.—In 55 gal. drums, $2.25 per 
gal.; 30 gal. drums, $2.30; 3 gal. cans, 
$2.45. 

Prestone.—Eveready, $3.60 per gal. 

Chains.—Lots of 1 to 9 pairs, 30 per 
cent off list; lots of 10 to 49, 35 per 
cent off list; lots of 50 or more, 40 
per cent off list. 

Freezmeters.—Best, 60c. each; good, 
45c. 

Hydrometers. 
65c. each, 


AUTOMOBILE TIRES AND TUBES. 
—Demand could be much better than it 
is. Dealers’ prices on popular sizes of 
tires and tubes sold through the hard- 
ware trade: 


Casings.—High pressure, cord, 30 x 
3% in. clincher, $6.10 each; same ex- 
tra size, $8.30; 31 x 4 in., $13; 32 x 4 
in., $13.80; 33 x 4 in., $14.50; 32 x 4% 
in., $18.75; 33 x 4% in., $19.50; 34 x 4% 
n., $20.20; 33 x 5 in., $25.50; balloon, 
29 x 4.40 in., $9.15; 30 x 5 in., $13; 31 
x 5 in., $13.55; 30 x 5.25 in., 20 in. 
rim, $15.15; 21 in. rim, $15.65; 30 x 5.77 
n., $20.85; 30 x 6 in., $20.40; 32 x 6 


— Standard makes, 


in., 20 in. rim, $21.10; 21 in. rim, 
$21.80. 
Tubes.—High pressure, tan, 30 x 


3% in. clincher, $1.60 each; 31 x 4 in., 
$2.40; 32 x 4 in., $2.50; 33 x 4 in., 
$2.60; 32 x 4% in., $2.90; 33 x 4% in., 
$3.00; 34 x 4% in., $3.10; 33 x 5 in., 
$3.75; gray tubes sell 15c. to 50c. 
less; balloon, gray, 29 x 4.40 in., $1.85; 
30 x 5 in., $2.25; 31 x 5 in., $2.30; 30 
x §.25 in., 20 in. rim, $2.55; 21 in. rim, 
$2.65; 30 x 5.77 in., $3.10; 32 x 6 in., 
$3.10; 33 x 6 in., $3.35. 


BATTERIES.—Business in this line is 
not as good as it was recently, but is 





active by comparison with a number of 
other items. Jobbers quote: 


Broken Unit 

Packages Packages 
No. $0.97 
No. 3.33 
No. 1.14 
No. 1.30 
No. 1.14 
No. 2.44 
No, 2.44 
No. 3.17 
No. .39 
No. 361% 





No. 6 dry cells, ignition type unit 
package, 3244c. each. 


Flashlights.—No. 935, 914c. each; 
No. 950, 9%c.; No. 790, 18146c.; No. 
705, 28c.; No. 750, 18144c.; No. 761, 25c. 


Hot Shot.—No. 1461, $1. 67; No. 1661, 
$2.37. 


BOLTS, NUTS AND RIVETS.—There 
is a steady demand for small lots, with 
local jobbers firm as to prices and los- 
ing some business on that account, 
since there is still some shading by out- 
side jobbers. 
Bolts.—All styles except stove and 
tire bolts, per 100 pieces, 60 to 62% 
per cent off list; stove bolts, 75 and 
10 per cent off list; tire bolts, 50 and 
10 per cent off lis 
Nuts.—All styfes, 60 to 62% 
cent off list. 
Rivets.—Large, $3.50 base per 100 
pieces; small wagon and tinners’ riv- 
ets, 60 per cent off list. 


BUILDERS’ HARDWARE.—Inquiry is 
better than it has been, but not much 
pickup yet is seen in actual sales. Job- 
bers quote: 


Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots, 3 in. x 3 in. $18.50 per 100 pair; 
3% in. x 3% in., $19; 4 in. x 4 in., $30. 

Hinges.—Heavy strap, 6 in., "$1. 85 
per doz.; 8 in., Pa: i 10 in., $4.80; 
extra heavy, T, 6 $2.30 per doz.; 
3 in., $3.40; 10 in., ie. 40; light strap, 
with frewe, packed one pair in a 
box, 3 a per 100 pair; 4 in., 
et aes digit , 3 in., $11 per 160 pair; 

Fates. —Hanger, without screws, 


single dozen lots, 3 in., 65¢c. per doz.; 
in., 79c.; 6 in., $1.05; safety, 3 in., 


per 





97c. per doz.; 4% in., $1.14; 6 in., 
$1.60. 
Garage Sets.—Swinging hinges, 10 


in., $3.00 per set. 
CARPET SWEEPERS.— Some addi- 
tional stimulation is lent to a steady 
demand by the approach of spring with 


its house-cleaning activities. Jobbers 
quote: 
Bissel’s Grand Rapids, japanned 


trim, $44 per doz.; nickel-plated trim, 
$48. Universal, $42; standard, $36; 
Junior, $16; Little Gem, $4; Sterling 
sweepers, $24 per doz. 
EGG CARRIERS.—Now that the hens 
again are laying freely, the movement 
of eggs by parcel post is expanding and 
with that increase comes a large call 
for aluminum egg carriers, which job- 
bers quote: 


Egg Carriers.—1% doz., 85c. each; 
2 doz., $1; 3 doz., $1.20; 4 doz., $1.35; 
6 doz., $1.85. 


FARM, GARDEN AND LAWN SUP- 
PLIES.—Demand is not yet very wide- 
spread in these items, but at least shows 
some expansion with the approach of 
spring. Jobbers quote: 


Forks, Rakes and Hoes.—Manure 
forks, No. 31, $13.68 per doz.; No. 
41, $15. 24; spading forks, No. 84, $10. 80 
per doz.; No. 72, $14.28; garden rakes, 


No. 014, $5.64 per doz.; No. 512, $8.64; 
No. 514, $9; lawn rakes, No. 124k, 
$5.50 per doz.; field hoes, $6 per doz. 

crap gg —Garden, No. 81, $3.65 
each; . 82, $4.75; No. 83, ag No. 
84, ey 75; “No. 45, $4.50; No. » $5.75; 
No. 25, $6. 25. 

Trowels.—Garden, No. 7, $1.40 per 
doz.; No. 803, 90c.; No. 809, $2; No. 


100, $3.50; No. 85, 80c.; No. 02, 75e. 

Grass Hooks and Shears. "Hooks, 
No. 7, $2.50 per doz.; No. : 
German, $3.60; English, ae 
No. 360, $3 per doz.; No. 
No. 520, $5.50; No. 525, $7. 

Shears.—Pruning, o. 25, $2 per 
doz.;*No. 0, $4.50; No. 533, $6.50; No. 
4671, $9; hedge, 8-in. blades, $1.25 
to $1.75 each; 9-in., $1.40 to $1.90; 
10-in., $1.60 to $2. 

Pruners.—Tree, Waters, $1.30 to 
$1.60 each; Disston, $2 to $2.10; Rock- 
dale, $1.35 to $1.65; McKenney, $2.60 
to $3.60. 


380, $3.60; 


Hose, Reels and Nozzles.—Garden 
hose, in 50-ft. rolls, %-in., 9c. per 
& -in., 9%4c; %-in., 11c.; nozzles, 
$3.60 to $6 per doz.; reels, $1 to $4 
each, 

Sprinklers. —Ring, 50c. each; Rain 
King, $2.35; — Rain King, $7.50; 
Pluvius, $1.1 

Sprinkling a —Galvanized, 4-qt., 
$6 per doz.; 6-qt., $6.60; 8-qt., $7.50; 
10-qt., 40. 

Lawn Mowers.—12-in., $5 to $8.75 


each; 14-in., $5.25 to $13: 16-in., $5.75 

to $13.50; 18-in., $8.50 to $14; 20-in., 

$10.50 to $15. 
HEATERS.—Sales are not very heavy, 
but dealers are expecting better busi- 
ness to develop from the fact that when 
main house heating plants go down 
there will be a call for smaller heating 
units. There will probably be chances 
for gas heater sales when spring house- 
cleaning starts and housewives will 
want to replace old heaters with new 
ones. Jobbers quote: 


Gas Heaters.—Radiant type, $6 to 
$36 each, reflector type $3 to $11. 





























112 HARDWARE AGE for MARCH 1, 


1928 





Oi! Heaters.—Nesco, No. 12, $3.75 
each; od 15, $4.75 each; No. 016, 
$5.50 each Reliance, No. 20, $4.60 
each; No. 30, $6 each. 

HOUSE-CLEANING SUPPLIES.—The 
annual house-cleaning period is ap- 
proaching and with it comes an in- 
crease in the demand for the articles 
= for this work. Jobbers quote: 

Mops.—O-Cedar, 33% per cent off 
list; eA . £5" 4 No. 12, $4 
per doz.; N » $5.5 No. 30, $8. 50; 
No. 36, gis 

Chamois Skins —12 x 14 in., $3.50 
per doz.; 13 x 17 in., $6; 14 x 18 in., 
sig 15 x 20, $9.20. 

Waxes.—Johnson paste wax, 1-lb. 
cans, 85c.; 2-lb. cans, $1.70; 4-Ib. 
cans, $3; 8-lb. cans, $6; Old English, 
1-lb. cans, 85c.; 2-lb. cans, $1.70; 4-Ib. 
cans, $3; ‘liquid wax, Johnson, I a 
75c.; quarts, $1.40; Oia English, pints, 
75¢c.; quarts, $1.40. Dealer's discount, 
33% per cent. : 

Sponges.—According to size and 
quality, $2 to $9 per doz. 

Wall Cleaners.— Smoky City and 
Climax, $1 per doz. cans; Perfection 
paint cleaner, $3 per doz 

Step Ladders. at we ce full rodded 
ladders, 28c. per ft.; extra, 46c. per 
f 


t. 

Floor Polishers. — Johnson's elec- 
tric, $42.50 each, subject to discount 
of 25 per cent to retailer; hand, $3.75 
each; Old English, $2.60 each. 

Carpet Beaters. — Justrite, $1.10 
doz.; No. 4, $1.20. 

INCUBATORS AND BROODERS.— 
Fair demand is noted for incubators 
and brooders are doing really well. Job- 
bers quote: 

Incubators, No. $26.25 rig _ 

2, $31.15; No. 3, $4 we No. 4, $47. 

. 5, $74.90; No. 14E, $11. 55; tne er 
$19. 25: No. gd $25.73; brooders, 
portable, No. $8.23 each; No. 21, 
$10.85; No. 22, nn 30: blue flame, No. 
80, $14; No. 81, $15.75; coal burning, 
No. 117, $15.05; No. 118, $18.55; No. 
119, $21 

OVENS.—There is some interest, but 
it is chiefly advance orders, with real 
activity not likely until there is some 
movement into the hands of users. Job- 
bers quote: 


No. 25, $2.40 each: No. 35, $2.20; 
Aas $3.10; No. 50, $1.30; No. 55, 
1.40. 


PAINTING SUPPLIES.—It is almost 
two months since there has been any 
change in local prices of oil and turpen- 
time and prices of ready mixed paints 





and of lead have stood for an even 
longer period. The answer is that busi- 
ness is not active enough to put them 
up and they are so low that they can- 
not be cut without further reducing al- 
ready slim profits. 


Prices to retailers: Ready mixed 
paints, best grades, $2.60 per gallon; 
lower grades, $2.00 (whites and dark 
greens, 15c. per gal. higher); white 
lead, 13%c, per Ib. in 100-Ib. lots; 10 
per cent less in lots of 500 lb. or more 
and extra 4 per cent less in lots of a 
ton or more; turpentine, 77c. per gal- 
lon in barrel lots; raw linseed oil, 
11.3¢c. per Ib. in barrel lots. 


PAPER HANGERS’ SUPPLIES.—The 
paper hanging season is at hand and 
there is a more active demand for the 
implements of the trade. Jobbers 
quote: 

Smoothing rollers, No. 4, $9.60 per 
doz.; No. 8, $10.50; seam rollers, No. 
11, $2.75 per doz.; No. 17, $4; brushes, 
360 to $13 per doz.; shears, $17 to 
24 per doz. 

POULTRY NETTING.—Demand shows 
a steady increase. Jobbers quote gal- 
zanized netting at 50 and 10 per cent 


off list after weaving. 


POULTRY SUPPLIES.—Good demand 

is noted for fountains, trays and other 

poultry-raising supplies. Jobbers quote: 
Fountains 25c, to $1 each; feeding 


troughs 20c. to 85c. each; mash hop- 
pers, $1.30 to $2.10 each. 
SCREEN WIRE CLOTH.—Jobbers re- 
port a good increase in orders. They 
quote: 

Black, $1.80 per 100 sq. ft.; opal, 
$2.10; bronze, $5.50. 

SKATES.—There is some call for rol- 
ler skates, but almost none for ice 
skates. Jobbers quote: 

Roller Skates. — Union Hardware 
Co. line, og 2, 70c. per ir; No. 3, 
75¢c.; No. 10, $1. ‘05; No. 6, $1.55; Wins- 
low dy No. 38%, $1.50; No. 38, 
gg No. 38, rubber-tired. $2.50 per 
pair. 

Ice Skates.—Winslow line, No. 2110, 
65c. per pair; same, L. S., $1.12; No. 
2120, $1.20; same, L. S., $1.50; No. 
2140, $2.20; same, i, S., $2.50. 

SANITARY GOODS.—Demand is usu- 
ally good for these lines and the pres- 
ent is no exception. Jobbers quote: 





ey No. 16, $3.75 per doz.; No. 
10, $2.15 per doz.; ; Kloset Klean, $2 
per : Saniflush, $2.25 per doz. 
Presto pipe opener, $2 per doz.; 
tile and porcelain cleaner, PSL. 20 per 
doz.; bowl cleaner, $1.85. 


VENTILATORS.—In the face of a 
rather slack general hardware demand, 
the call for window ventilators holds 
remarkably steady. Jobbers quote: 


Continental ventilators, wooden 
type, No. 923, $3.65; No. "937, $4.00; 
No. 949, $5.50; No. 959, $6.05; No. 
1537, $5. "25; No. 1549, $7.10, and No. 
836, "$3. 35, ‘all prices per dozen. 

Continental igs ws metal type, 
No. 833, $4.60; No. $4.75; No. 
1137 $5.30; No. 1145, $6.35; No.’ 1437, 

96, and’ No. 1445, $7.80, all prices 
aa ozen. 

Diamond E ventilators, all metal 
type, No. 01, 36% cents; No. 02, 40 
cents; No. ¢ 46% cents; No. 1, 43% 
cents; No. 46% cents; No. 3, 53% 
cents; No. rs 63% cents, and No. 5, 
70 cents. All Diamond E prices are 
each. 


WIRE PRODUCTS.—The movement of 
fence and fencing materials has not yet 
attained large proportions, but it is ma- 
terially larger than it was recently. 


We quote from Pittsburgh jobbers’ 
stocks: 





Feuce Wire 

(per 100 Ib.) Annealed Galvanized 

No. 6 to 9 gage...... $3.05 $3.50 

PA, BD ses oieeadgea vicwaed 3.1 

eS Ee eee 3.15 3.60 

ee Be eer err 3.20 3.70 

Pe ess cab creseekans 3.30 3.85 

Se See ee 3.40 05 

AS | EA eee 3.60 4.30 

ee eee 3.80 4.45 
Barbed wire (per 80-rod spool): 

2-point cattle .. $2.97 

2-point hog .... 

4-point hog . 

4-point cattle | 

2-point cattle (special).......... 1 2.95 


Field Woven Wire Fence (per 100 


RENEE GG as Sas se baaGs cooks xe ee $39.80 
SRS aires eee ae ee 55.8 
gg eee eee 27.70 
BN OES toed eanees vesdics ea ce’ 37.00 
DWE: Welbe wsa siete saps .odhinens ade 35.80 
_: Ree eer 49.20 
Poultry: 
ME Su boa ee eebbs das bass ae $36.50 
No. a Ue evERN Se AHERS CED SORE ds 44. 
Pe EE A ahds thaw es thus aewas 49.50 


Steel , eee Posts: 
Galvanized Painted 
Tubular Formed 


5 ft. ee 
6 ft. 55c. each 38c. each 
7 ft. ..65c. each 40c. each 





TAb Mb. a voniccg¥pciteeaet hae 45c. each 
Bright nails, base, per keg, $2.85. 





Some people are like rivers—small at the head and 


big at the mouth. 


“When I was in China I saw a woman hanging from 


a tree.” 
“Shanghai ?” 
“Oh, about six feet.” 


He—Do you remember when we met in the revolving 


door? 


Bright Young Thing—Yes; that’s when we started 


going around together, wasn’t it? 


When news of the cheese clerk’s engagement be- 
came known in the store, there were many congratula- 


tions. 


“But,” said the boss, “I understand the girl you are 
engaged to is a twin. How do you tell the difference 


between she and her sister ?” 


“Well,” blushed the cheese clerk, bashfully, “to tell 
the truth, I don’t bother very much.” 
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AN EXTRA SMILE 


HOME NAME FOR IT 
Teacher (talking on the wickedness of stealing)— 


Now if I were to put my hand in someone’s pocket and 


Transcript. 


he die? 


take money, what would I be? 
Little Boy—Please, Miss, you’d be his wife.—Boston 


Inquisitive Old Man (slumming in New York)— 
Well, well, poor boy; so your father is dead. How did 


Urchin (who can’t be bothered)—Aw, he strangled 


to death. He was sittin’ in a lunch room eatin’ some 


them.” 


horse meat when some guy yells “Whoa!” and the stuff 
stopped in his throat. 


Mrs. Neurotique—“Doctor, don’t you think I have 
traumatic neurosis?” 

Doctor: “Not yet, but I’ll write you out a list of the 
symptoms, and you can go home and start working on 
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The Remington Weekly Letter 


You May Have KLEANBORE Centre Fires 
in Stock NOW 


V29T 


Enlarged representation of Star Code 











Remington Kleanbore Center Fire Cartridges under the old labels. 
We did this in order to allow jobbers and dealers to dispose of old 
stocks without loss. 


ik one of these letters last December, I told you that we were shipping 


We don’t want any of our customers to cut prices and take a loss on 
our goods. There’s no necessity for it. You may have Kleanbore Center 
Fires on your shelves right now. All Remington Kleanbore ammunition 
under old-style labels is marked with the star code. The star is stamped 
with the other code symbols on the bottom of every cardboard box and on 
the front end of everv case to the left of the red ball. Examine your 
stocks, and sell cartridges marked with the star as Kleanbore. Show this 
letter to customers as your authority for assuring them they are getting 
Remington Kleanbore in all boxes bearing the star. 


We have had a number of requests 
for reprints of these Weekly Letters, ‘ 
to be distributed to salesmen and 


others. We shall be glad to supply 


ee Prechdons 
REMINGTON ARMS COMPANY, Inc. 
25 Broadway, New York City Telephone, Bowling Green 3392 


Manufacturers of Arms, Ammunition, Cutlery, Cash Registers and Service Machines 
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New England Retail Business Lacks Snap 
and This Is Reflected in Jobbers’ Sales 


(Boston office of HARDWARE AGE) 


BOSTON, Feb. 28.—There is no dodging the fact that the retail 
hardware business in New England is quiet, and that statement 


holds true of other retail lines. 


Boston department store sales for 


February will be about 5 per cent smaller than those for the same 
month last year notwithstanding the fact that prices today are much 
lower than they were in 1927. Special sales have failed to bring out 


the big public buying movement. 


Competition for business in all 


classes of retail dealers is very keen, and it was stressed at the New 
England Hardware Dealers’ Association convention in Boston last 
week that the retail hardware dealer must apply all kinds of kinks 
to attract customers to his store because of the competition from 
chain, drug and department stores. 

As is usually the case, New England experienced a good fall of 
snow during convention week and the retail dealer was able to un- 
load at least a part of his stock of snow shovels, sleds, skiis, snow- 
shoes, sidewalk cleaners and the like. It is very doubtful, however, 
if retail stocks of such merchandise are materially reduced. A 
sizable carryover by the retail trade is expected by the jobbers. Col- 
lections are not as good as they might be and the outlook for March 
is not particularly encouraging because in that month Federal taxes 


must be paid, in part at least. 


‘Industrial conditions are fairly 


good, especially in mill and shoe manufacturing towns. There is 
less unemployment than a month ago. 





AIR MOISTENERS.—Some retail deal- 
ers find themselves out of air moisten- 
ers, and are buying in small quantities. 
It has been an average season for such 
merchandise. 


We quote from Boston jobbers’ 
stocks: 

Air Moisteners.—Silver colored, $6 
per doz. net; gold colored, $6. 


AUTOMOBILE ACCESSORIES.—Re- 
tail and jobbing sales of tire chains 
speeded up the past week, thanks to the 
first real winter conditions of the year. 
Tire sales have dropped off. The slump 
in crude rubber prices possibly ac- 
counts for the falling off. Accessories 
in general sell fairly well. 


We quote from Boston jobbers’ 
stocks: 

Bumpers.—One to 49 count, 40 per 
cent discount; 50 to 249 count, 40 and 
5 per cent discount. 

ender Guards.—One to 49 count, 
40 per cent discount; 50 to 249 count, 
40 and 5 per cent discount. 

Horns.—Klaxon, qualities less than 
$50 in list value, 35 per cent discount: 
in $50 to $199 value, 40 and 5 per 
cent discount; in $200 value, 50 per 
cent discount. 

Tires.—Mansfield line, fabric, clin- 
cher, 30 x 3 in., $6.35 each net; 30 
x 3% in., $7.25. Heavy duty cord, 
straight side, 30 x 3% in., $10.95 


$26. 85: 35 x 5 in., 85. 
"teuek—Cord, 32 x 4% in., $24.75 
et Re a x 4% in., $25. 65; 34 x 
2% $26.55; 30 ¥e in., $29 9.85: 33 x 
"$32.95; ia x 5 i n., $35.45; 35 x 5 
"$26: 25; 32 x 6 in., $45.90; 36 x 6 

i $50.40: 38 x 7 in., $70.65. 
Tubes.—Inner, tan, in small lots, 
30 x 3 in., $1.50 each net; 30 x 3% 
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in., $1.70; 32 x 3% in., $1.90; in lots 
of 12 or more deduct 10c. each tube; 
31 x 4 in., $2.40; 32 x 4 in., $2.50; 
33 x 4 in., $2.60; 34 x 4 in., ef 
32 x 1% in. re 33 x 4% in., $3; 
n., $3.10; 35 x 4% in., $3.30: 36 

x 4% in., 340: 30 x 5 in., $3.45; 33 x 
: in., $3.75; 34 x 5 in., $3.85; 35 x 5 
in., $4; in lots of six tubes or more 
deduct 10c. per tube; 32 x 6 in., = 20; 
36 x 6 in., $6.15; 38 x 7 in., $9.4 

Tire Chains.—One to nine a 30 
per cent discount; 10 to 49 sets, 35 
per cent discount: 50 to 99 sets, 40 
per cent discount; 100 to 149 sets, 
40 and 5 per cent discount; 250 sets 
and more, 40 and 10/ per cent dis- 
count. 


ASH SIFTS.—There is a steady yet not 
large call for all kinds and makes of 
ash sifts. The average retail dealer is 
carrying small stocks. 
We quote from Boston jobbers’ 
stocks: 
Ash Sifts.—In lots of less than two, 
$2.35 each net; crates of two, $2.17. 


Square, in dozen lots, $5.75 per doz., 
round, No. 19, $3.68 


BASEBALL GOODS.— Jobbers say 
sales of baseball goods for January and 
February will exceed those for the cor- 
responding months last year. With the 
official opening of the ball season less 
than two months ahead of us, buying 
should increase from now on. 
ane quote from Boston jobbers’ 


ocks: 

st Saseball Bats.—Babe Ruth, $16.20 
per doz. net; Eddie Collins, $16.20; 
gf Hellman, $16.20; Babe Ruth 
Jr., $7.20; Bin-Go, $12; burnt oil fin- 
ish, 10.8 0. 
Baseballs. — With rubber centre, 
$14.50 per doz. net; with cork and 
rubber centre, $14.50; Professional 
League, $8; Boy’s League, $3.50; 
Junior League, 32. 75; Dollar Lively, 
No. 7, $6. 





BATTERIES.—Battery sales hold up 
remarkably well. Radio batteries nat- 
urally are the leaders in activity. 


We quote from Boston jobbers’ 
stocks: 

Batteries. — Columbia, dry cell, in 
lots of 50, 324%4c. each net, freight al- 
lowed. Hot shot, in barrel lois, No. 
1461M, $1.65 each net; No. 1562M, 

1.97; No. 1662M, $2.34. In less than 
arrel lots, No. 1461M, $1.75; No. 
1562M, $2.07; No. 1662M, $2.45. 

Radio.—Dry cell, in lots of 50, No. 
7111, 35c, each net; in smaller lots, 
40c. each net. B batteries, in units 
of 10, _ 764, $1.14 each net; No. 760, 
g 30% No. 771, 39c. Storage batteries, 
6 t $9.75 each net; 6 to 1 » $11.10; 
e S i, 13.05. Radio, No. 486° $5 list. 

are, ‘a's, 6-9, _ each net; 6-11, 
io. 50; 6-13, $11.5 


CATTLE LEADERS —Hardware deal- 
ers in country towns are ordering cat- 
tle leaders. Most of the trade, however, 
carry only a small stock. 


Lo quote from Boston jobbers’ 


stoc 

Cattle Leaders. —Sargents, No. 51, 
$12.42 per 100; No. 52, $13.50. Buli 
rings, 23c. to d5c., each. Bull snaps, 
8lc. each; Ox balls, $7.56 per doz. 
pair. Ox muzzles, six guard, $5.10 
per single doz. All prices net. 


CLOCKS.—The demand for clocks is 
very good for this time of the year. 
Buying embraces all kinds and makes 
of New England goods. 


We quote from Boston jobbers’ 
stocks: 

Clocks.— Westclox line, Big Ben, 
$2.29 each net; luminous, $3.16; Big 
Ben De Luxe, $2.64; luminous, $3.52. 
Baby Ben, $2. 29; luminous, $3.16; 
Baby Ben De Luxe, $2.64: luminous, 
$3.25. Black Bird, $1.76. Sleepmeter, 
$1.40; luminous, $2.10. Blue Bird, 
$1.22; luminous, $1.76. America, $1.05. 
Ben Hur, $1.76; luminous, $2.46. 


FREEZERS.—Jobbers continue to re- 
port orders for freezers coming in slow- 
ly. Most of them feel bookings to date 
are somewhat behind those of last year. 
It is believed, however, retail stocks 
ar€é small and that business will im- 
prove later. 


We quote from Boston jobbers’ 
stocks: 

Alaska Freezers.—1 at, $2.95 each; 
4 B $3.45 each; 3 $4.10 each; 

$5 each; 6 qt., $ 0 each; 8 qt., 
38. i each; 10 at; $10. 75 each; 12 qt., 

14 each; 15 $17 each, and 20 qt., 
21.50 each. “a are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

Alaska Gray Goose Freezers.—1 qt., 
$3.35 each; 2 qt., $3.90 each; 3 aqt., 
$4.65 each; 4 qt., $5.75 each; 6 qt., 
$7.25 each; 8 qf: $9.35 each; 10 qt., 
$12.50 each. hese are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

White Mountain Freezers. — 2 at., 
$5.65 each; z > .» $6.75 each; 4 qt., 
$8.25 each; $10.45 each; 8 qt. 
$13.50 vo Ag i 10 qt., $18 each. 
These are list prices and are sub- 
sect, to dealers’ discount of 50 per 
cen 

Auto- “og Freezers. — No. 1, 
$3.33 net; eins $4 net; No. 3, $5. 33 
net, and Ni Ty 67 net. These net 
prices to Rites show a discount of 
33% per cent off list. 

Acme Freezers. — Bright, galv., 
tapered, 2 qt., $8 per doz.; same 
size, enameled-galv., $10 per doz.; 
4 qt. size, enameled-galv., $18 per 
doz., and 1 qt. size, Junior enameled, 
$4.80 per doz. These are net prices 
to dealers, 
































have never given 
the slightest trouble 


After a decade of service, R-W Doorway 
equipment is still good for many more years 


ese doors 


O. H. Roth, President of the O. H. Roth Com- 
pany, Cincinnati, says: 

“Our new building—probably one of the most 
modern and complete automobile and truck paint- 
ing shops in the United States — has more than 


‘16,000 square feet of floor space, and is flooded 


with daylight through skylights. To maintain a 
constant temperature and keep out dust, the four 
large doors are equipped with Richards-Wilcox 
hardware, which we consider the best made. 


“A good paint job requires that the temperature 
be held close to 72° and that dirt and dust be kept 
out cf the wet paint. This is impossible with doors 
that do not fit, or are hard to open and close. Still, 
the doors must be opened frequently to let cars and 
trucks in and out. Three of our doors are sliding 
doors, 12x13!4 feet; one is a 4-fold door, 16x13 
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feet, to the washing rack; all three are heavy. But 
being hung on R-W ball-bearing trolleys, they are 
easily operated by one man; and they open to full 
width and close tight. 

“Our selection of R-W equipment is based on 
10 years’ experience.in-our other building, where 
we have three sets of R-W hardware. These doors 
have never given the slightest trouble. We have 
never even had to tighten a bolt. They are still 
good for many more years. 

“We are planning to partition off spray rooms, 
and R-W hardware is specified for the bi-parting 
doors. 

“The expense of one spoiled paint job, in- 
cluding the labor of removing the finish and doing 
the job over, would pay for several sets of door 
hardware.” 








Let R-W Engineers make an analysis of your requirements in the matter of 
industrial doorways and conveying problems. This service places you under 
no obligation. You can obtain it by writing our nearest service branch. 





AHanever forany Door that Slides 








New York - AURORA, ILLINOIS, U.S. A. Chicago 

Boston Philadelphia Cleveland Cinci i Indi lis St. Louis New Orleans Des Moines 

Minneapolis Kansas City Los Angeles San Francisco Omaha Seattle Detroit 
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Arctic Freezers.—l1 qt., $4; | at.. 
$4.60; 3 qt., $5.55; 4 qt., '36.80; qt., 
as 8 qt., $11. 10; 10 sat $14. 80; 12 

$16.65; 15 qt., $23.3 

fst prices. Jobbers quote dealers’ 
discount of 50 per cent off this list. 
vg a iy Freezers.—No. 01, 1 qt., 
$4.00; 1, $5.50; No. 2, 2 at. 
it: 00; No. 3, 3 at. 

4 at., $9.00. Ti gray enameled. 
These are list prices subject to deal- 
ers’ discount of 33% per cent. 


GARAGE HARDWARE.—Garage 
hardware seems to sell all the time. 
Sales this winter have been especially 
good owing to the lack of snow up to 
recently, which has permitted much 


building. 

We quote from Boston jobbers’ 
stocks: 

Door a Penn ¥ Stanley line, 
No. T2505J, 8 ft., with track, $5.45 per 
set; No. 2510J, without track, $5.80; 
No. 1775J, $2. 80; No. 17763, $2. 80; No. 
1773, $6.50. 

Hangers.—Stanley line, No. 
ft., $8 per set net; No. 77, 16 ft., “he 
. Straight track, No. 77R, 1 ft., 20. per 
ae | ft., 15c.; 2 ft., 15¢e. 

Hol ers.—Stanley line, No. 1774J, 
$1.70 per pair net; No. 1773J, $3.05. 


GARDEN TOOLS.—More orders for 
garden tools have been taken by job- 
bers. ‘The retail trade in general has 


cevered its 1928 requirements. 
We quote from Boston jobbers’ 
stocks: 
Garden Tools.—Trowels, No. 214, 6 
in., $2.25 per doz. net; No. 6X, 6 in., 


These aoe uy 


er 52) J 85, 85c.; No. 120, $1.50; No. 
14 Forks, No. 300, $3.50; No. 
40. sf “ie. ” “Weeders, $2. 

Garden Sets.—No. 112, child’s three 
tools, $1.50 per doz. net; No. BBT, 
$2.14; No. F, $4.54; No. HF, four 
oom $9; o. FSX, three pieces, 

15.38; No. 83, three tools, $6; No. 
1842, $1.20; No. 860, $2; No. 867, $4; 
No. 870, $6. 


We quote from Boston jobbers’ 
stocks: 

Sash Cord.—Samson, 60c. per Ib. 
base; Phoenix, 43c.; Aetna, 33c. 


SHEARS.—Both pruning and grass 
shears have sold very well so far this 
year. Sales run ahead of those for 
1927, and there are still retailers who 


we tinge ag omgpegl taaalltage en fete fe covered their requirements. 


dealers are working up a very good 
lamp business, even in those cities 
where competition from the local light- 


ing company is keen. 
btm _ quote from Boston jobbers’ 
eH 
; cian, Champion line, 110, 
115 and 120 volts list: : 


We quote from Boston jobbers’ 
stocks: 

Pruning ee OK - 
doz. net; No. pee: hy % i 
23, $6; No. 65,’ $b No. 30, 8: No. 
40, $15; No, 290, 322" ms: No. 240, $18. 
French’ wheel, ‘No. 20 per doz. 
net; No. 9, $23; No. 39, 

Grass Shears. — Special, 2.50 per 
doz. net; No. 1, 5%-in. blade, 1 75; 


Glass Frosted 

: No. 1360, 54%4-in. blade, $4; No. 12 67E, 
P vans —— tee 54%4-in., "$6; Disston, No. 1105, 7-in. 
ee ee mee 23c. Rade. ps 75; Graham, shear pattern, 
| Sree: 2bc. 23c. No, 017, $6; No. 117, $7.50. 
40 nds Sea din db ae eae a 25c. 23c 
ae heen sseerenere — 9 VENTILATORS.— Current sales are 
Sires cme saiemaea Y small and only to an occasional retailer 
— Geongbupereasene a 1#c who happens to run out of stock. 
ER Ree ae 80c We quote from Boston jobbers’ 


Miscellaneous.—Mill type clear, 25 
watt, 25c. each list; 50 watt, 25c. 
Flame tint, 25 watt, 28c. 

Discounts.—In less than standard 
packages, 25 per cent; in standard 
packages, 30 per cent. 


stocks: 

Ventilators. — Window sliding 
screen, Continental, No. ¥937, 4.60 
per doz. net; No. V1537, $6. 12,” ia- 


; $4. ; 
$8.20; No. 2, $5.60; No, 3, $6.40; No. 
$8. world 


SASH CORD.—Jobbers have reduced 4, $7.60; No. 6 waged 
$2 ale net; No. 


sash cord prices about 5 per cent. 





vised prices follow: 


all metal, No. 
Re- $ ‘ ro a 


67; No. 6A, 33:17: 





No. 6B, $3.34 





Conventions Over, Northwest Turns to Spring 
Trade—Prospects Good for Years Business 


MINNEAPOLIS, Feb. 28.—With the association conventions nearly 
all in the background for this section of the country, merchants and 
jobbers alike are turning their attention toward the coming spring 
activities. The Minnesota convention was well attended and the 
dealers are reported to have made extensive purchases while in 
the Twin Cities. Prospects for an excellent year were again assured, 


(Minneapolis office of HARDWARE AGE) 


in the general opinion of the dealers. 
Collections have been rather slow this month in the larger cen- n 
has been unusuaily good, due to the 


ters. Prices are steady and firm. 





AXES.—Sales are fair, with prices 


firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes, $16; double bit base 
weight, $21. 50; Plumb gy of 
single bit, unhandled axes, $14. 
double bit, $19.50; handled singled me 
$19.25; double bit, $24.25 per doz. net. 


BOLTS.—Demand is normal for this 
Prices show no 


time of the year. 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage and ma- 
chine bolts, all sizes, 60 per cent; 
stove bolts, 75-10 per cent; and lag 
— 60 per cent from standard 
sts. 


BUILDING PAPER.—Sales are still 


light, with prices unchanged. 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Rosin sized build- 
ing paper at $2.75 cwt., and tarred 
felts at $3.10 cwt., net. 


BUILDERS’ HARDWARE.—Immedi- 


Light plain strap hinges, 3 in., 56c. 
doz. pair; 4 in., 75c. doz. pair; heavy 
plain strap hinges, 4 in., 93c. doz. 
pair; 5 in., $1.22 doz. pair; 6 in., $1.56 
doz. pair; light plain tee hinges, 3 in., 
62c. doz. pair; 4 in., 78c. doz. pair; 
heavy plain tee hinges, 4 in:, - 06 
doz. pair; 5 in., Pr; 20 doz. pair; 6 in., 
$1.40 doz. pair: 8 in., $1.95 doz. pair; 
extra heavy plain tee hinges, 4 in 
$1.28 doz. bal; 5 in., $1.58 doz. pair: 
6 in., $1.89 doz. pair; 8 in., $2.83 doz. 
pair; 10 in., $4.53 doz. pair net. 


CHAINS.—Demand for auto skid chains: 


road conditions. Other types of chain 
are selling at a normal rate. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Log chains, 4% x 
1tydbe ercot coll cnaine ie in: $i; 
$10.20; roof = chain, % in:, 
in., .95; % in., $8.35; % he 1.2 
cwt., net. 


ate demand is light, with prospects of EAVES TROUGH CONDUCTOR PIPE 
a very good year ahead. Prices show/ anf) ELBOWS.—Call for this line is 


no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 4 x 3 steel 
butts, old copper and dull brass fin- 
ish, 19¢. pair, in less than case lots; 
18¢. pair, in case lots; 4 x 4 steel 
butts, old copper and dull brass fin- 
ish, ite, pair, in less than case lots; 
25c. in case lots; broad bevel 
steel eles sets, old copper or dull 
brass finish, one piece knobs, less 
than case lots, $7 doz. sets, case lots, 
$6.75 doz. sets; steel bit-keyed front 
door sets, $1.60 per set; wrought 
brass outside trim, bit-keyed front: 
door sets, per set; cylinder 
front door sets, $6.50 per set. 


still light, with prices firm. Dealers are 
filling their stocks. 


We quote from jobbers’ stocks, 
f.o.b. L Sige Cities: Eaves trough, 28 
, S. B., slip joint, in crates, 

Sto per” 100 ft.; conductor pipe, 28 
ga., 3 1 in crates, not nested, $5.40 
per 100 "th; 3 in., $1.73 doz. net. 


FILES.—Call for files is steady, though 
still rather light. Prices show no 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 





Reading matter continued on page 118 
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“GUARANTEED ROPE 
. @- wave sv COLUMBIAN ROPE © COMPANY 1: 
, >» AUBURN, " She Cordage ity 


Why 
does the Breese Hardware Co. 


of Wichita, Kansas, 
sell 


Colmabian Rope! 


-_ ...* GUARANTEED ROPE - 
i fe- MADE. BY COLUMBIAN ROPE COMPANY a) | 
_-_ AUBURN, " The Cordage erty,” N.Y. 


Because they know that they can depend 
upon Columbian Rope to keep their rope 
customers and bring them new ones. 








There is nothing remarkable about the 
confidence the Breese Hardware Company 
has in Columbian. Hundreds of other deal- 
ers have the same confidence and the reason 
for it is—Columbian is the 


Guaranteed Rope 


The Manufacturer’s signed guarantee upon 
the red, white and blue Tape-Marker can be 
found in every foot of the rope. This is the 
greatest protection the manufacturer can give 
the dealer and with this momentum a large 
volume of sales soon results. Columbian 
Dan, the large cutout display is ready to serve 
Columbian Dealers. Send for him when 
you order your Rope. 


If your Jobber cannot supply you with the 
Columbian Brand, write direct to us. 


Columbian Rope Company 


352-80 Genesee Street 
AUBURN, “The Cordage City,” N. Y. 





Branches: — New York Chicago Boston New Orleans 
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at 50 per cent, and second grade files, 
60 per cent from lists. 


GALVANIZED WARE.—Demand for 
ash cans is still good, with other items 
selling at a fair rate. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard 10 at. 
galvanized pails, $2.45; 12 qt., $2.65; 
14 qt., $2.95; stock pails, 16 qt., $4.70; 
18 qt., $5.50; standard galvanized 
tubs, No. 1, $6.75; No. 2, $7.65; No. 
3, $8.95; heavy tubs, No. 1, $12.60; No. 
2, $13.80; No. 3, $15 doz, net. 


GLASS AND PUTTY.—Call is normal, 
with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single and double 
Strength glass, Minnesota prices, 87 
per cent; and strictly pure putty in 
50 lb. containers, $4.85 cwt., net. 


HAMMERS AND HATCHETS.—Hand 
tools are selling at an even rate, with 
stocks being filled for spring demand. 
Prices have not changed. 


We quote from jobbers’ stoc 
f.o.b. Twin Cities: A aoa vy No. tik 
carpenters’ hammers, $12.60; Plumb 
No. HF$81, $12; Plumb broad hatchets, 
No. 2, $16.40; shingling, No. 2, $12.50 
and claw, No. 2, $13.75 doz. net. 


LAMPS AND LANTERNS.—Demand 
is still very good, with stocks well filled. 
Prices are firm as last quoted. 


We quote from jobbers’ stock 
f.o.b. Twin Cities: Coleman Semen’ 
No. C329, $6.25; No. C318, $7; No’ 
C317, $7.40 each; lanterns, No. L327, 
95.28; es $6; No. L227, $6.10 

; ar, long o 
lanterns, $13 doz. Seg ee 


OIL HEATERS.—Sales are fair, with 
the heavy selling season approaching. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Nesco Perfect Oil 
heaters, No. 12, $5.50; No. 15, $7; No. 
016, $8.25; No. 0190, $10.50; No. 151, 
$7.50; No. 0161, $8.75; No. 0191, $11: 
No. 505, Giant, $11.25; No. 605, $12.75 
each, with discount in quantities less 
than ten, 30 per cent; ten or more 
30-5 per cent. ; 


NAILS.—The market is steady, with 
call at present rather light. Prices 
show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, and cement coated wire nails 
~ 100-Ib, kegs at $3.20 per keg, 
ase. 


PYREX OVENWARE.—Sales are 
steady with fair volume. Stocks are 
ample for the demand. Prices show 
no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17; No. 624 casseroles, $1.33; No. 
634 casseroles, $1.33; No. 212 bread 
pans, 60c.; No. 200 pie plates, 67c.; 
No. 209 pie plates, 60c.; No. 231 util- 
ity dishes, 67c.; No. 12 tea pots, $1.67; 
No. 26 tea pots, $2.33, and No. 953 
percolator tops, 7c. each net. 


REGISTERS.—Sales are showing some 
slight increase, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Cast iron regis- 
ters, 20 per cent and wrought steel 
registers, 40 per cent from lists. 


REGISTER AND RADIATOR 
SHIELDS.—Call is still fair, with am- 
ple stocks on hand. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Floor register 
shields, $12 doz.; wall, $6 doz., and 
sheet steel adjustable radiator 
shields, $2.67 to $4.37 each net. 


ROPE.—Sales are steady, with fair vol- 
ume for this time of year. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope, 24c. and best grade sisal rope, 
l7c. lb., base. 


SANDPAPER.—Call is steady, though 
not very heavy at present. Painters 
and decorators are using a fair amount, 
with shops beginning to buy. Prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sand- 
paper, No. 1, 85c. per box of 75 sheets; 
second grade, No. 1, 77c. per box of 
75 sheets; garnet No. 1, $16.75 per 
ream, net. 


‘ 


SANITARY PRODUCTS. — Sales are 
steady with normal volume. Prices 
show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 


Presto Products—oil soap, 16 oz. 
size, $2.60 per dozen; bowl cleaner, 22 
oz. size, $1.85 per dozen; pipe opener, 
16 oz. sizes, $2 per doz.; tile and por- 
celain cleaner, 16 oz. size, $1.20 per 
doz.; Met-L-Shyn, 8 oz. size, $3.60 
per doz.; Silvershyn, 4% 02. size, 
$1.80 per doz.; Waterless cleaner, 2 
pt. size, $5.40 per doz.; same, 5 pt. 
size, $9 per doz.; Window cleaner, 6 
oz. size, $3.60 per doz.; same, 12 oz. 
size, $5.40 per doz.; Presto Lustre, 6 
oz. size, $2.60 per doz.; 12 oz. size, 
$4.32 per doz.; 16 oz. size, $5.40 per 
doz., and Dry Cleaner, 8 oz. size, 
$3.60 per doz. 


Desolvo special pipe cleaner, 10 oz. 


SOLDER.—Market is steady, with de- 
mand normal. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Strictly half and 
half solder at 36%c. lb., and war- 
ranted half and half solder at 37%c. 
lb., net, in 100-lb. boxes. 


STEEL SHEETS.—Call for this class 
of material is still light for repair and 
construction work. Shops are buying 
at a fair rate. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheéts at $4.90 cwt., base (24 ga.), 
and black steel sheets at $3.95 cwt., 
base (24 ga.). 


TIN.—Demand is normal, with full 
stocks. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke tin, 
ICL, 20 x 28, $14.50 box and roofing 
tin, IC, 20 x 28, 8 lb. coating, $15.50 
box, net. 


WEATHER STRIPS.—Sales are fairly 
active, with stocks being diminished 
for spring. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 70, felt weather 
strip, $2.10; No. 71, $2.10; No. 71%, 
$3; No. 74, $4.20; No. 8, flexible rub- 
bers, $1.50; No. 9, $1.80; No. 10, $2.40; 
No. 11, $3; Flex-O-Mold, 500 ft. rolls, 
$2.25; Wirf’s 500 ft. rolls, $4.40; Bos- 
ley’s, 500 ft. rolls, $3.94 per 100 ft., 
net. 


WINDOW VENTILATORS.—Retail de- 
mand is good, with stocks well filled. 
Prices are firm as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 02 steel frame 
window ventilators, $4.80; No. 2, 
$5.60; No. 3, $6.40, and No, 4, $7.60 
doz., net. 





size, less than case lots, $2.25 per 
doz.; case of 3 doz., $2.15 per doz.; 
and in gross lots, $2 per doz. Desolvo, 
triple strength, 16 oz, size, case of 2 
doz. cans, $4 per doz.; half gross lots, 
$3.75 per doz.; in _— lots, $3.50 per 
doz. Desolvo, triple strength, in 2 lb. 
cans, case of 1 doz. cans, $7 per doz., 
and gross lots, $6.50 per doz. 


Kloset Klean, 22 oz. size, less than 
case lots, $2.25 per doz.;;case of 2 
doz. cans, $2.15 per doz.; gross lots, 
$2 per doz. 


Tubola, 12 oz. cans, less than case 
lots, $2.25 per doz.; case of 2 doz. 
cans, $2.15 per doz.; gross lots, $2 
per doz. 

Chaco boiler liquid, single quarts, 
$2.50; half dozen quantity, $2 per at., 
and dozen quantity, $1.75 per qt. 


SCREWS.—Stocks are being filled for 
the spring trade. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: at head bright 
wood screws, 50 per cent; flat head 
apanned, 37% per cent; round head 
lued, 45 per cent; flat head brass, 
45 per cent, and round head brass, 
40 per cent from new lists. 


SKATES.—Sales of ice skates are light, 
with dealers preparing for roller skate 
sales. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Plain steel roller 
skates, 75c. pair; Speed King, boys’, 
$1.35 pair, and girls’ Speed King, $1.30 
pair, net. 





WIRE.—Jobbers are ready for spring 
demand, and some shipments are being 
made to dealers. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized cattle 
barbed wire, $3.17 per 80-rod spool; 
galvanized hog barbed wire, $3.39 per 
80-rod spool; painted cattle barbed 
wireg $2.97 per 80-rod spool; painted 
hog barbed wire, $3.18 per 80-rod 
spool; No. 9 (base) smooth galvan- 
ized wire, $3.65 cwt.; No. 9 (base) 
smooth black wire, $3.20 cwt. 


WHEELBARROWS.—Retail demand is 
very light. Stocks are well filled, in 
jobbers’ hands. Prices are steady. 


We quote from jobbers’ stocks, _ 
f.o.b. Twin Cities: Fully bolted bar- 
rel type tray wheelbarrows, $36.50 
doz.; No. 2 tubular, $7.33 each, and 
No. 1 garden, $6.25 each, net. 


WRENCHES.—Sales are fair, with 
stocks ample for present need. Prices 
show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-10 per cent, and Trimo 
pipe wrenches, 65 per cent from list. 
Bemis & Call long sleeve nut, 10 in., 
$1.70; 12 in., $2.06; 15 in., $2.75 each, 
net. 
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N ew York Hardware Trade Improves Slightly— 
Spring Lines Becoming Active in Wholesale Area 


NEW YORK, Feb. 29.—A slight improvement in business in the 
New York wholesale hardware market is reported during the past 
week. While there is still a decided lull in staple lines, jobbers are 
reporting the movement of spring lines as being fairly active and 
giving promise of a satisfactory spring business. 

The price situation at this time appears to be noticeably firm, 
practically all lines remaining unchanged. 

Collections are reported rather slow. 


BATTERIES.—This line is still active 
and will be for some weeks, particu- 
larly radio batteries. Prices remain 
unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Dry cells, No. 6, ignition type, 
32%c.; No. 7111, same type, 35%c. 
each. 

B batteries, No, 767, $2.62 each; in 
units of 5, $2.44 each; No. 772 (ver- 
tical type), $2.62 each; in units of 5, 
$2.44 each; heavy duty vertical type, 
No. 770, $3.40 each; in units of 5, 
$3.17 each. Layerbilt, No. 486, $3.59 
each; units of 5, $3.33. 


BOLTS AND NUTS.—No changes to 
report on this item. Stocks are ample 
and demand normal. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Carriage bolts, 50 and 10 off list 
Case bolts, 60 per cent off list. 

Stove bolts, 80 per cent off list. 

Machine bolts, % by 6 and smaller, 
50 and 10 off list; larger to 1 by 30, 
50 per cent off list; 1% to 1%, 30 off 


list. 
Coach screws, 50 and 10 off list. 


Case bolts, 60 per cent off list. 
Step bolts, 50 per cent off list. 


BUTTS.—Being quoted, 3% x 8%, 
19%c. per pair, with the case lot price 
at 18c. Stocks are ample. 


CARPET SWEEPERS.—tThis line is 
normally active, stocks are satisfac- 
tory and prices remain the same as 
previously reported. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Carpet sweepers, sponte, each; 


Universal, japanned, 3. each; 
Universal, nickel plated, S3 each; 
Grahd Rapids, japanned, $3.67 each; 


Grand Rapids, nickel plated, $4 each; 
Elite, $5 each; Princess, $4.17 each; 
and American Queen, $4.50 each; 
Sterling, $2.10 each. 


CLOCKS.—A steady and normal de- 
mand for this item. Stocks are ample 
and prices remain unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Alarm clocks, Big Ben, broken lots, 
$2.29; dozen lots, $2.21; 2 dozen lots, 
$2.15; same luminous, broken lots, 
$3.16; dozen lots, $3.06, and 2 dozen 
lots, $2.97. Baby Ben and Baby Ben 
luminous take same respective prices. 
Ben Hur, broken lots, $1.76; dozen 
lots, $1.70, and 2 dozen lots, $1.65; 
same luminous, broken lots, $2.46; 
dozen lots, $2.38; and 2 dozen lots, 





this time. 
mand normal. 


RADIO TUBES.—Demand 


Black Bird, luminous dial, broken 
lots, $1.76; dozen lots, $1.70, and 2 
dozen lots, $1.65. Blue Bird, broken 
lots, $1.22; dozen lots, $1.19, and 2 
dozen lots, $1.15. Sleep Meter, broken 


lots, $1.40; dozen lots, $1.36; and 2 
dozen lots, $1.32. Jack-O-Lantern, 
luminous dial, broken lots, 2.10; 
dozen lots, $2.04, and 2 dozen lots, 
$1.98. American, broken lots, $1.05; 
dozen lots, $1.02, and 2 dozen lots, 
99 cents. 


Auto clocks, Westclox, plain, bro- 
ken lots, $1.76; dozen lots, $1.70, and 
2 dozen lots, $1.65; same, luminous, 
broken lots, $2.46; dozen lots, $2.38, 
and 2 dozen lots, $2.32. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Common wire nails, bright, 4d, $4.25 
per keg; 6d, $4 per keg; 8d, $3.85 per 
keg; 10d, $3.75 per keg. Common 
wire nails, galvanized, 4d, $6.75 per 
keg; 6d, $6.50 per keg; 8d, $6.35 per 
keg, and 10d, $6.25 per keg. 

Wire box ndils, smooth, 4d, $4.45 
per keg; 6d, $4.10 per keg, and 8d, 
$3.95 per keg. Wire finishing nails, 
bright, 4d, $4.95 per keg; 6d, 85 
per keg; 8d, $4.10 per keg, and 10d, 
$4 per keg. Wire finishing nails, gal- 
vanized, 4d, $7.45 per keg; 6d, $6.85 
per keg; 8d, $6.60 per keg, and 10d, 
$6.50 per keg. 


TAILERS, F.0O.B. NEW YORK: 





NAILS.—Prices remain unchanged at 
Stocks are ample and de- 


continues 


active, with stocks ample for local 
needs. 
JOBBERS’ QUOTATIONS TO RE- 


SCREWS.—Prices are firm. Jobbers 
have ample stocks to supply normal 
demands. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Screws, flat head, bright iron, 50- 
10-10; round heads, blue, 45-10-10; 
round head, iron, nickel plated, 27%- 
10-10; flat head, galvanized, 20-10-10; 
flat head, brass, 45-10-10; round head, 
brass, 40-10-10. These discounts ap- 
ply to new standard screw lists. 


SANITARY PRODUCTS.—No change 
in prices on this line. Stocks adequate 
and demand satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Desolvo special pipe cleaner, 10 oz. 
size, less than case lots, $2.25 per 
doz.; case of 3 doz., $2.15 per doz.; 
and in gross lots, $2 per doz. Desolvo, 
triple strength, 16 oz. size, case of 
doz. cans, $4 per doz.; half gross lots, 
$3.75 per doz.; in gross lots, $3.50 per 
doz. Desolvo, triple strength, in 2 Ib. 
cans, case of 1 doz. cans, $7 per doz., 
and gross lots, $6.50 per doz. 

Kloset Klean, 22 oz. size, less than 
case lots, $2.25 per doz.; case of 2 
doz. cans, $2.15 per doz.; gross lots, 
$2 per doz. 

Tubola, 12 oz. cans, 
lots, $2.25 per doz.; 
eans, $2.15 per doz.; 
per doz. 

Chaco boiler liquid, single quarts, 
$2.50; half dozen quantity, $2 per qt., 
and dozen quantity, $1.75 per qt. 

Presto Products—oil soap, 16 oz. 


less than case 
case of 2 doz. 
gross lots, $2 


size, $2.60 per dozen; bowl cleaner, 
22 oz. size, $1.85 per dozen; pipe 
opener, 16 oz. size, $2 per doz.; tile 
and porcelain cleaner; 16 oz. size, 


$1.20 per doz.; Met-L-Shyn, 8 oz. size, 
$3.60 per doz.; Silvershyn, 4% 02. 
size, $1.80 per doz.; Waterless cleaner, 
2 pt. size, $5.40 per doz.; same, 5 qt. 
size, $9 per doz.; Window cleaner, 6 
oz. size, $3.60 per doz.; same, 12 02. 
size, $5.40 per doz.; Presto Lustre, 
6 oz. size, $2.60 per doz.: 12 0z. size, 
$4.32 per doz.; 16 oz, size, $5.40 per 
doz., and Dry Cleaner, 8 0z. size, $3.60 
per doz. 
’ 


SPRING GARDEN EQUIPMENT.— 
A demand is reported by jobbers for 
spring garden tools and equipment. 
Next week we will publish a full list, 
giving jobbers’ prices to retailers on 
the important items in this line. 


VENTILATORS. — Demand continues 
active, and prices remain steady. Local 
stocks are adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Continental wooden 
No. 923, $3.65; No. 937, $4.00; 
No. 949, $5.50; No. 959, $6.05; No. 
1537, $5.25; No. 1549, $7.10, and No. 
836, $3.35, all prices per dozen. 

Continental ventilators, metal type, 


ventilators, 








Type List To Dealer 
Ae ae ee ee $4.00 $2.80 
eae ier ee araiale 1.50 1.05 
GETe A cirohssisc Se 2.45 
oC RR 2.00 1.40 
aes 3.50 2.45 
Seek See 2.25 1.58 
Cs sicg in Os xp50ns ps ee 1.58 
REE SSF bed 2.50 1.55 
CORO od0scdiscincaacc ERO 1.55 
> De eae 1.55 
i eer ee er eC 3.50 
CY Sonica oa oe sea one 7.50 5.25 
a a ee 9.00 6.30 
‘oc, nen, ane aes 4.75 3.33 
NEE 8 ooo ciscamattteaitxcd 3.00 2.10 
RP san otek odes 6.00 4.20 

ROPE.—Jobbers announce a_ decline 


of 1 cent per pound on Manila rope. 
This makes prices on Manila No. 1 
grade, 22 cents; No. 2 grade, 20 cents, 
and No. 3 grade, 18 cents, f.o.b. New 
York. There has been no change in 
sisal prices. 





No. 833, $4.60; No. 837, $4.75; No. 
1137, $5.30; No. 1145, $6.35; No. 1437, 
$6.90, and No. 1445, $7.80, all prices 
per dozen. 

Diamond E ventilators, all metal 
type, No. 01, $4.40; No. 02, $4.80; 
No. 03, $5.60; No. 1, $5.20; No. 2, 


$5.60; No. 3, $6.40; No. 4, $7.60 and 
No. 5, $8.40; all prices are per dozen. 
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Its blades 9° d-barber 









A minute to show the razor 


Good profit eee Repeat orders 
One man tells another . . . 
Very well advertised . . . 
Show a Schick —it sells itself 


For further particulars ask your wholesaler or write to 
Magazine Repeating Razor Company, 285 Madison Avenue, New York City 
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CUTLERY 











MERCHANDISING IDEAS + + NEW ITEMS 








Improved Coates Hair Clippers 


Coates Clipper & Mfg. Co., Worcester, 
Mass., is now producing four new models 
of the Coates Precision Hair Clipper, 





which have replaced the 14 old models 
previously manufactured and sold. 

These new models are greatly improved, 
both in appearance and in operation. A 
better grade of steel is used in the plates 
and the cutting edge is now specially 
sharpened. The “Liberty Model,” which 
is illustrated, has narrow, fine tooth plates 
of a special steel. The adjustable com- 
pression side spring and the tension nut 
enable the user to secure a light touch 
and smooth action. It has a high nickel 
plated finish and is made in three sizes. 





C. Nass Joins Sterling Grinding 
Wheel Co. 


C. Nass, who was formerly connected 
with the Packard Motor Car Company, 
has joined the Sterling Grinding Wheel 
Co., Tiffin, Ohio. Mr. Nass will cover 
the Detroit district. 





Sell Knives to Butchers 


Every Monday morning, O. B. Hardi- 
man, one of the partners in the Central 
Hardware Co., Nashville, Tenn., calls on 
all butchers and public markets in his lo- 
cality. He shows these dealers a repre- 
sentative line of butcher knives and steels, 
quotes a price, takes the orders and delivers 
the merchandise the next day. 

In the first six months of canvassing 
Mr. Hardiman secured orders for over 
$500 worth of butcher knives and steels. 





Why can you not do the same? A little 
time, plus a little effort on your part will 
surely increase your sale of these products. 





Remington Adds Shear Line 


The Remington Arms Co., 25 Broadway, 
New York City,’ recently announced the 
addition of a line of shears to the many 
items in its cutlery department. 

These shears are of solid construction 
made from high carbon steel. The blades 
have been hand 


sharpened and hollow 





ground. They have fitted joints, a proper 
blade tension, uniform adjustment and 
good balance. The blades are adjusted so 





that they will not bind when cutting heavy 
materials. 

The bows have been designed for ef- 
ficiency, will resist breaking and as they 
have rounded corners, will not mar furni- 
ture. Remington shears are heavily nickel- 
plated and will retain their finish perma- 
nently, as well as resisting rust. 





Grease on Stainless Steel 
Removed with Bon Ami Cleanser 


Bon Ami will be found very useful in 
the cutlery department, especially if there 
are stainless steel pieces in the case. The 
usual bright and shining appearance of this 
steel is often spoiled by a grease smudge. 
No matter how large or small the stain 
may be, the attractivity of the item is 
lessened. 

Use a little Bon Ami with a damp cloth 
to remove such smudges. It will not scratch 
the steel, but will remove all traces of the 
stain. 

A piece of chamois is also handy in the 
cutlery department, as it will shine up all 
kinds of cutlery items. 








Sell a Hook with Every Strop 


A strop without a hook is like a razor 
without an edge—useless. When selling 
a strop or stropping device that is hung 
from the wall, be sure to remind the cus- 
tomer of the necessary hook. It may be 
that it is the first strop he has ever owned, 
or he may now be using the door knob or 
handle of the medicine closet. Stress the 
advantages of having a hook in the wall, 
where it will be most convenient to hang 
and use the strop. The profit on the hook 
may be very, very small, but your thonught- 
fulness and the impression that you know 
your business, will be appreciated and re- 
membered. 


Four Valuable Sales Points to 
Increase Kitchen Cutlery Sales 


Here are four points which are valuable 
in making cutlery sales for they have a 
definite bearing on kitchen knives. Did 
you know that: 

1. A bread knife should be a straight- 
bladed knife? This is because a straight 
blade will cut a straight, even slice and is 
not apt to cut the bread board or oil cloth. 

2. A stiff bladed knife should be used 
for cutting hot meats, which are generally 
soft and juicy. This knife should have a 
sharp point for cutting around the bone. 

3. Cold meats take a thin, flexible knife. 

4. Every kitchen cutlery drawer should 
contain three differently shaped paring 
knives in order to meet all the demands 
placed upon them. 


Use Cork Balls in Window 
for Novel Cutlery Display 


Cork “beach balls” can be advantageous- 
ly used for displaying a large stock of 
cutlery in a small show window. A wes- 
tern dealer has taken three or four of 
these balls, each measuring about 6 to 8 
in. in diameter, and suspended them by a 
fine wire from the top of the window. 
Into these balls are placed the points of 
the knives. The balls literally “bristle” 
with cutlery and the small space that is 
required, allows the rest of the display to 
be devoted to other types of merchandise, 
without losing the effectiveness of either 
display. 
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Note the special purpose knives im the foreground. Pocket cutlery is shown on the top display shelf. 
extras, at the Phipps Hardware Co., Greensboro, N. C. 


Directly behind is the show case of 








Phipps, Southern Hardware Store, 
Brings Cutlery to the Fore 


store, frequently gets front-row location in the 

store layout. Phipps Hardware Co. of Greensboro, 
N. C., has its cutlery department very much in the fore- 
ground and nearly always has some items from this de- 
partment stock in window displays. As you enter the 
store you find a showcase displaying pocket cutlery and 
special-purpose knives. The pocket line with safety and 
straight razors are shown on the top and the special- 
purpose items are on the front side. The latter include 
all types of heavy-duty knives for kitchen use, for 
butchers and for certain trades. The first thing you 
see when you enter the Phipps store is cutlery. 

N. W. Kirkman, the manager, finds this department 
one of the best for attracting extra or display sales. He 
says women are always interested in additional or better 
kitchen cutlery equipment. Men always look fondly at 
pocket knives, at razors and, if they are hunters or fisher- 
men, they are keen on knives particularly suited for 
those purposes. 

Mr. Kirkman has lacquered all of his samples to pre- 
tect them from marks and dirt. Buttons near each item 
tell you the price, location and stock number. Stock 
drawers are conveniently located behind the display 
panels. These are numbered to correspond to the loca- 
tion numbers on the price buttons. The lacquered 
samples are never removed from the panels nor are the 


Cisee, taes always the show line of the hardware 


panels ever taken from the case. Should a customer 

wish to inspect any group the stock drawers are brought 

into play. In this way Kirkman has clean, unmarked 
(Continued on page 124) 


Bert Conner trimmed this window for Douglass Bros., Mount 

Vernon, N. Y. It features razor strops, hones, sharpening stones, 

oil stones, grinders and kindred lines all pertinent to the complete 
cutlery department display 
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TRAIL BLAZERS 
SINCE 1834 


RUSSELL 


GREEN mZrtVE SR 


CUTLERY 


Blankets the Country with 
National Advertising 





In 1834 the cutlery industry in this coun- 
try was in the making. John Russell, its 
acknowledged leader, founded a company 
that was later to show the way to all other 
American cutlery houses in the making of 
quality cutlery. 


From that day forward his company has 
assumed the leadership to which it is 
justly entitled. 


Today it is still blazing the trail. It has 
realized what many other cutlery houses 
have acknowledged but have not had the 
courage to put into effect. It has realized 
that the trade needs the co-operative in- 
fluence of national advertising to consist- 
ently build their cutlery sales. 





If Russell cutlery is of such excellent qual- 
ity, the public should know about it. They 
should be brought to appreciate what every 
progressive cutlery jobber and dealer 
knows—that good cutlery at a fair price 
is the most economical buyin the longrun. 
Besides, it creates good-will and satisfied 
customers. 


Nearly five million of the best families in 
this nation are being reached by this ad- 
vertising—all worth-while ones in your 


territory. 


Let us give you our entire plan of co-oper- 
ating with you. 


JOHN RUSSELL CuTLERY COMPANY 
GREEN RIVER WORKS 
TURNERS FALLS, MASS., U.S.A. 















































































RADIUM | 


the Blade SUPREME 


Use in a Gillette Type Holder 


Made of finest Sandviken razor steel from 
the famed mills of Northern Sweden. 
Ground, honed and finished by past masters 
in razor blade manufacture on the Roth pat- 
ented machines—the only machines of their 
type in America. This perfection of finish 
and long lasting keenness of Radium Blades 
make them best— 


For the Man Who Shaves 


Radium Blades retain their wonderful keen 
edge so long that they are the most eco- 
nomical—most satisfying blade known. 


For the Dealer Who Sells 


Demand for Radium Blades is constantly 
growing. The quality always brings cus- 
tomers back and their friefds with them. 
You get a liberal profit selling Radium 
Blades and prices are uniformly maintained. 


OTTO ROTH, THE RADIUM CUTLERS 
Newark, N. J. 


Wiebusch & Hilger, Ltd., New York 
106-110 Lafayette St. 
General Selling Agents for U. S. A. 


FREE DEALER COUPON 
Wiebusch & Hilger, Ltd., 106 Lafayette St., N. Y. H.A 
Send Samples of Radium Blades and Dealers’ Discounts 
PIO Go cca Corer diseweneys 
Address 


Ah 
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Now It's Easy 
For the Small Dealer 
To Display Grinding Wheels 


This practical PIKE Grinding Wheel Display As- 
sortment puts small dealers on the same footing as 
the big fellows, so far as display goes. 


It enables the little store to carry a stock of these 
well known wheels that will meet almost any de- 
mand and display them to such an advantage that 
sales are increased right from the start. 


The investment is small and the famous PIKE 
Grinding Wheels cost no more than others not as 
well and as favorably known. 


PATENTED STEEL BUSHINGS 


Twenty-four sets of Patented Steel Bushings, 
an exclusive feature of PIKE Wheel Assort- 
ments, are supplied without charge with this as- 
sortment of twelve wheels. The dealer, there- 
fore, can supply wheels in any arbor size the 
customer may desire from ™% inch to 1 inch. 
All wheels have standard one-inch lead bushed 
holes into which the steel bushings fit. 


You’ll like this feature as well as the compact display. 


Ask your jobber to supply you. If he cannot—write 
to us. 


Pike Manufacturing Co. 


PIKE Pike, New Hampshire, U. S. A. 


G90 000000000008 66 666 











Securing the Happy Medium in the 
Cutlery Department 


HE happy medium is the goal to seek in the mer- 

chandising of cutlery—not too much stock and yet » 

a representative assortment. It is essential to the 
making of profits that it be found and kept. 

To strike this happy medium it is necessary to know 
who will use the particular knife you are selling and 
to what purpose it will be put. If your purchases have 
been made with this information as a guide, it will 
be easier to sell to your customers. Your windows and 
displays should tell them why you bought the cutlery. 

Your jobber’s salesman will gladly lend his aid in 
gaining a desirable net result. His aid in keeping the 
stock trim and attractive will be valuable and he can 
pass to you sales ideas that will be of mutual benefit. 

Not long ago cutlery was looked upon as a holiday 
seller, and remained unsold throughout the other forty- 
nine or fifty weeks of the year. It is a good holiday 
item; a splendid gift, and many thousands of knives, 
scissors, razors, etc., are sold during the holiday season. 
There are many times during the year, however, when 
seasonable cutlery can be sold. i 

The number of campers, week-end trippers, vacation- 
ists and tourists is rapidly increasing. When these peo- 
ple come to your store for their equipment, a prime 
requisite should be a good serviceable knife. There are 
innumerable men who carry a small, gold plated knife, 
which is entirely suitable for such light duty as sharpen- 
ing pencils and opening envelopes, but is useless against 
the branch of a tree or a piece of stiff canvas. Bring 
out these points and the many others which will suggest 
themselves to you. These same customers will need 
many kitchen knives, can openers, corkscrews, etc., 
which you can supply from your regular stock. 


Phipps, Southern Hardware Store, 
Brings Cutlery to the Fore 


(Continued from page 122) 


cutlery samples all the time. Finger marks spoil many 
cutlery sample boards as eyery dealer knows. 

In showing the customer any particular cutlery item 
Mr. Kirkman or one of his salesmen shows some respect 
for the item; they handle carefully, avoid marking it 
and treat as a valuable article. They do this to instill 
respect of the customer and to make the customer want 
the quality lines they offer. 

Directly behind the cutlery case you will note a case 
devoted to alarm clocks, thermometers, flashlights, foun- 
tain pens, clutch pencils, razor blades, flashlight batteries, 
and lead refills for mechanical pencils. These may not all 
be classed as cutlery but they are closely related and so 
Mr. Kirkman keeps them together and finds the arrange- 
ment very practical and satisfactory. 

The recent introduction of colored lacquered handle 
cutlery is bringing many additional sales to this part of 
the hardware business. The buyer of colored cooking 
enamel is a fine prospect for the same color scheme in 
cutlery. Today you can offer the consumer a complete 
color service. In cutlery you have table sets, grapefruit 
sets, cheese sets, dessert sets and all types of special 
items finished in the attractive “color in the home” shades. 

The Phipps Hardware Co., is one of the several stores 
controlled by Odell Hardware Co., Greensboro, N. C., the 
firm headed by President Chas. H. Ireland. 
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THE NEW ROYAL 





New Royal No. 4 
finished in Royal 
Purple. 5 sizes. 


Write for new catalogue and prices. 
S. CHENEY & SON, Seneca St., Manlius, N. Y. 


The New Royal Grinder has all of the 
latest improvements in construction 
and design. 


The enclosed gear grease tight and 
the vitrified corundum wheel make 
this grinder an attractive seller. 


Every home is a prospect for the New 
Royal Grinder, you should have some 
on display, it pays. 




















Why the Gem Display Means 





Gem and Gem, Jr. 
take none of our 
selling time or effort. 
They occupy little 
space, and sell them- 
selves. 


Everybody likes these 
handy nail - clippers, 
because they trim the 
nails quickly and eas- 
ily. They Leep right 
hands looking as well 
as left. 


Gem, Jr. 
35c 


The Only Nationally Advertised 
Nail-Clippers 

Copy appears regularly in The Saturday 

Evening Post, Collier's and Judge. 

Transparent Du Pont “Cellophane” keeps 

them bright, clean and sanitary. 

A sensible price—35 and 50 cents—every customer can buy them, 

Gem, Jr. can be carried on the watch-chain. 


Customers like the idea. And every sale is an extra sale—usually 
it’s on top of other sales on other articles. 


Get these extra sales. Your 
jobber has the Gem display. 


THE H. C. COOK CO., Ansonia, Conn. 


















ROOFERS and 
PAPER HANGERS 
KNIVES nm 


Cutting roofing shingles or wall paper is 
not like slicing bananas. It’s tough work. 
It takes a real knife to stand the gaff. 


gq MURP Ay . 
KNIV 


ES 


7 
MADE SHARP AND STAY SHARD 





stand up under the severest usage. Jessup 
steel—specially processed. Every edge hand 
honed to stay sharp. Blades pointed and 
curved for maximum efficiency. Blades are 
drilled and primed after being driven in the 
handle—so no play is possible. They are 
easy to work with, as they fit the handle. 


REMEMBER! 
One dozen R. MURPHY Knives on your shelf is 
worth two in our stock room when a customer wants 
a knife. Prices, Catalog on request. 





R. MURPHY’S SONS CO. 


No. 0. Blade 2 


AYER, MASS. in. long. 


























126 


HARDWARE AGE for MARCH I, 1928 








Suggested Resale Price on Screws 


As Per Revised List of Jan. 3, 1928 


Approximate Cost Price Per Gross—Also Resale Per Gross and Per Dozen on Flat Head Bright Screws 


Compiled for Hardware Age by M. M. Godschalk 
























































N—To standardize prices in your store 
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1, then look down 
where the first 
(30) show sell- 


e last two numbers 


o. 9, bringing you to box 
ing price per gross, while the 5c. is the price per dozen. 


1 line until you come to No, 
) and th 


you come to N 


You follow horizonta 


the vertical line until 


screws. 


eat care. 


» 4S Well as securing 


, this list has been compiled with er 


EXPLANATIO 


a fair margin of profit on screws 


two numbers show your cost (19 


you wish to know cost and selling price on 1 x 9 


instance, 


KE Y—For 











Cutlery Imports and Exports 
Announced for November, 1927 


Figures on the importing and export- 
ing of cutlery during the month of No- 
vember, 1927, have recently been made 
available. In that month, manufacturers 
of safety razors sent 58,038 dozen such 
products to other countries, worth $93,344. 
Blades for these razors totaled 1,057,813 
dozen and were valued at $666,235. Scis- 
sors and shears were not quite so nu- 
merous, only 2248 dozen being sent over- 
seas, worth $15,449. Table and kitchen 
cutlery were large items, 27,353 dozen 
being exported in that month, having a 
value of $38,384. In the import list, razors 
and parts were brought into this country 
during November to the extent of $67,749. 
Scissors and shears were valued at $26,046, 
and pocket cutlery at $24,187. 





Be Prepared for Spring Demands 
of Boy Scout Official Knives 


The motto of the Boy Scouts of Amer- 
ica is “Be Prepared,” and these boys are 
instructed in the values and advantages of 
preparedness. Every Scout goes on hikes 
and camping trips. When he goes, the 
knife, canteen and knapsack are very nec- 
essary. There are several manufacturers 
who are licensed to produce knives bearing 
the emblem of the association which can 
be stocked. The Scout must wear the offi- 
cial uniform, and, of course, he wants a 
knife that carries the official emblem. You 
can supply him with this. Try circular- 
izing your neighborhood troops and play- 
ing up the “Be Prepared” idea. 


Shears with Colored Handles 


The Acme Shear Co., Bridgeport, Conn., 
is offering to the retail trade the “Ever- 
sharp” Shear Cabinet Assortment. The 
shears have carefully ground nickel plated 
blades which are adjusted with a screw 
pivot. In the No. 7340 Cabinet Assort- 
ment there are four pairs each, of 6, 7 
and 8-in. shears with assorted white, pink 
and blue ivory-toned lacquered handles. 
The Ne. 7345 assortment is the same as 
the No. 7340, but does not have the 6-in. 
shears. 

The display cabinet is designed to occu- 
py a small space on the dealer’s counters 





SPecat CanBONteED 
CUTTING BLADES 


1H AL FOR YOUR HOMEY 


EE 





and is shipped ready for instant display. 
Other color assortments can be obtained 
if desired. 
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everotain 


for the June Bride 


What More Appropriate and 
Enduring Gift Than a Carving Set? 





Handles and Blades in Great Variety 
to Appeal to Any Taste and Purse 


Order Thru Your Jobber 


The Ontario Knife Co. 
Franklinville, N. Y. 


Opens 
Bottles 
As Well As 















Ss 
What a_ display: 
What a 


; a convenient AQ ’ 
combination of bottle 
opener and can opener! 


What a sharp cutting 
blade of cutlery steel! — 


STAINLESS, too, with anti- 
slip gripper, cap lifter and 
acid-resisting white enamel 
handle. Also furnished in at- 
tractive colors: Red, Blue, Green 
and Yellow. 


Stainless 
Steel 


Sales Representative 


John H. Graham & Co., Inc. 
113 Chambers St. New York City 


THE mYO.O-S> GO, 161 Porter St., New Haven, Conn. 

















THE BURNS BREAD KNIFE 





The serrated edge cuts with each motion of the hand, 
producing a clean cut without tearing the bread or 
making crumbs. It is not in a class with ordinary 
cheap bread knives, but an article of merit that you 
will appreciate. The serrated edge will last for years 
and can be resharpened by rubbing the smooth side of 
the blade on a whetstone. 





THE BURNS GRASS SHEARS 


Patented Serrated Edge 


The small teeth grip the blades of grass and cut clean. 
Made of the best steel, hollow ~~ and highly polished, never 
require sharpening. 


The Burns Mfg. Co., Syracuse, N. Y. 


*“SERRATED EDGE CUTLERY” 
Please Write for Catalogue and Prices 





THE“BIG PROFIT” vovee 


ACME scores again 
with the new “Ivory- 
tone” assortments in 
practical display cab- 


inets. 


A RETAIL 


50c 


WINNER 





Sold Only Thru 
Jobbers! 
Sales photos and 


Addressed Inserts 
Furnished 








Cabinet Assortment No. 7340 
We also have other assort- 


ment combinations. 


This practical cabinet grips each shear securely until 
released by the purchaser. Ships perfectly. No. 7340 
assortment contains 1 dozen famous Oval brand “Ivory- 
tone” lacquered (4 ea. pink, white, blue) shears in 6”, 
7”, 8” sizes. 


THE ACME SHEAR °°. 


Bridgeport, Conn. 
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California Convention Most Practical in Its History 


would make business profitable all down 
the line, and reduce the general overhead. 
He also advised building up the average 
sale, contending that if only 25 cents could 
be added to the average sale there would 
be little complaint as to profit. 

He advised merchants and jobbers to 
visit chain stores and look at the hard- 
ware stocks. Jobbers and ‘retailers work- 
ing together, he said, could arrange to 
place the key items which the chains fea- 
ture into hardware stocks. These items 
could be shown in a comparative way, 
to sell items of better quality. He strong- 
ly advised against the hardware man turn- 
ing his store into a cheap merchandise 
bazaar. You are not geared to 10-cent 
sales, he said. You are essentially quality 
merchants. Show the cheap goods to con- 
vince the public that you can sell as low 
as the chains, but actually sell the quality 
items, on which there is a profit. He 
closed with the statement that business in 
1928 will be good for the merchant who 
strives intelligently to make it good. 

The morning session of the last day 
was given over to Hamp Williams, whose 
topic was “The Other Fellow.” Hamp 
spoke with deep feeling on the subject 
of according proper treatment to the men 
behind retail counters. He advocated some 
plan whereby these men are allowed to 





(Continued from page 98) 


share in the profits of the business. They 
must be contented and interested in the 
business, he said, if they are to materially 
aid in making it successful. 

Have an interest in their family life, 
he said. No man can succeed if he has 
domestic troubles. Most of the shortages 
which occur are due to domestic trouble 
of some kind. Give your men an oppor- 
tunity to help you in your business, and 
you will be giving your business an oppor- 
tunity to succeed. 

Mr. Williams also took up the matter 
of a merchant interesting himself in the 
welfare of his community. Unless you are 
interested in your community, he said, how 
can you expect the people of your commu- 
nity to have any interest in you? People 
have had their confidence in merchants 
undermined; they have, in a measure, lost 
faith in their merchant friends. This faith 
must be restored by right merchandising, 
by community service, and by friendship 
contacts. It can never be restored by neg- 
lect of civic duties and by aloofness. 

Hamp’s address dealt with an element 
too often neglected, the human element, 
and it touched a responsive chord in the 
hearts of his listeners. 

President Atkinson was the only speaker 
of the final session, the topic of his ad- 
dress being “Where Are We Headed?” 





In speaking on the outlook for the future, 
National President Atkinson said in part: 
“We are prosperous, but we should not let 
it turn our heads, for we must take due 
precautions. The man who will succeed 
in the future is the dealer who attends 
his state conventions, who gets into con- 
tact with other dealers. He is the man 
who makes.trade papers of more interest 
than the sensational dailies. He carefully 
studies those markets which give him the 
widest range and the best value for his 
dollars. 

It has been found that the chief factors 
which affect the retail hardware man’s 
business are excessive competition, pres- 
sure to buy, changed buying habits and 
high selling costs.” 

President and secretary designated as 
delegates to National Congress at Boston. 

San Francisco chosen as next meeting 
place. 

The routine business was then taken up, 
including the selection of officers for the 
coming year. Those elected were as fol- 
lows: 

President, Walter Mariani, San Francisco ; 
first vice-president, L. S. Quinan, Emigh- 
Winchell Hardware Co., Sacramento; sec- 
ond vice-president, Frank R. Bancroft, 
R. Bancroft & Sons Co., Merced, Cal.; 
secretary-treasurer, Le Roy Smith. 








Push the button and the blade opens 


both conveniently done with one hand. 





CHRADE ()AFETY 
Push Button Knife 


No Breaki 
Yager nails 





matically. Safety slide locks the iy one oa the blade 
or closed. DOUBLE-LOCKED—the only Safety 

ife that is actually Double Locked. 
motions to unlock and open the knife—therefore safe, 


TRADE BeRasTINGLY SA? ne | 


No. 34 4x1 6 
No. 35 5x1 7 
No. 36 6x1 9% 
No, 37 7x1 14 
No. 38 7x1% 21 


ished 
machine 
pinions. 


cut 


radical price 





American Quality Grinders best quality grinding 
Wheel Weight Cases of Each 


Champion Popular 
Grinders—the best grinder 
value on the market. Fin- 
in baked enamel— 
gears 


This Popular Line 
with the added sizes and 
reduction 
made possible by our facili- y, 


“American” and 
““Champion ” 
Tool Grinders 


American Quality Grinders 
are strictly high grade— 
perfectly balanced, smooth 
running. Baked enamel, 
mickel plated trimmings, 
machine cut gears, and 
pinions, oil tight case— 





wheels. 
6 $5.50 
ae 
6 =:11.00 Champion 
. os Grinders 





Price 


and 


Wheel Weight Cases of Each 











SCHRADE CUTLERY CO. 


Also manufacturers of «a complete line 
of Schrade regular type pocket knives. 





Send for Catalog E. Factories: Walden N. Y.—Middletown, N. Y. 








aes 


It r ires two S ’ 44 4x1 6 6 3.40 
a x ties is having a remark- a. $8 i ide 
able revival of life. No 47 1x1 11 a 750 

Dealers: Buy them of your jobbers—It will pay 

both Jobbers and Dealers to get posted on the 

advantages this line now offers. Write for complete 

details. 
” Walden N. Y. . . . 

’ The Milwaukee Circulating Pump & Mfg. 


Company 


331 Ninth Street Milwaukee, Wisconsin 
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Hot of the 


Little yarns that others have laughed 
over culled from various sources. As a 
contemporary puts it: 
have been copied, the rest will be.” 





ail Ke 


“Some of them 












A negro entered a hardware store with 
“blood in his eye.” 

“Ah wants a razzer, an’ Ah wants it 
quick.” 

“Do you want a safety razor?” asked 
the clerk. 

“Naw, sah,” replied the negro, “Ah 
wants de most dangerous razzer whut you 
got!” 





“What was the name of the hotel you 
stopped at in Denver, dear?” 

“Oh, I just can’t remember the name. 
Just a second. I'll look through my 
towels.” 





“Bill, who does the most good, Henry 
Ford or Billy Sunday?” 

“That’s easy! Henry Ford!” 

“How’s that?” 

“He has shaken the devil out of more 
people than Billy Sunday can ever hope 
to.” 





Boss—“Say, where in blazes are you two 
worthless niggers going? Why don’t you 
get to work?” 

Mose—“We’se working, boss. 
carryin’ dis plank up to de mill.” 

Boss—“Plank! I don’t see any plank.” 

Mose—“Well, foh goodness sake, Sam, 
ef we hain’t gone and clean fohgot de 
plank.” 


We’se 





Very Old Father—“There 
worse than to be old and bent.” 

Very Young Son—“Yes, there is, dad.” 

“What?” 

“To be young and broke.” 


is nothing 





“Throw up your hands, I’m going to 
shoot you.” 

“What for?” 

“I always said if I ever met a man 
homelier than I, I’d kill him.” 

“Am I homelier than you?” 

“You certainly are.” 

“Well, then, go ahead and shoot.” 





It was a wet day, and as the pretty. girl 
entered the crowded car a man rose to 
his feet. 

“No, you must not give up your seat, 
I insist,” said the young woman. 

“You may insist as much as you like, 
miss,” was the reply. “I’m getting out 
here!” 





Adam and Eve came back to earth, 

To see the latest styles from Worth’s; 
Said Eve to Adam: “It seems to me 

The styles are the same as they used to be.” 





Pat’s two buddies, deciding to play a little | 


joke on him during his absence, drew the 
features of a donkey on the back of his 
coat, which he had left behind. Pat re- 
turned, and presently hove in sight bear- 
ing the lime-decorated coat. 

“What’s the trouble, Pat?” asked one, 
trying to appear indifferent. 

“Nothing much,” replied Pat, equally 
indifferent, “only Oi’d like to know which 
one of yez wiped yez face on me coat.” 





Betty was milking the cow when a mad 
bull tore over the meadow. To the aston- 
ishment of others who had fled to safety, 
the bull stopped within a few yards of the 
milking maid, turned and ran away. 

“Weren’t you afraid? Why did he run 
away?” they asked. 

“He got scared,” returned Betty. 
cow is his mother-in-law.” 


“This 





Distressed Prof.—“Why don’t you an- 
swer me?” 

Frosh—“I did shake my head.” 

D. P.—“Well, do you expect me to hear 
it rattle way up here?” 


>” 


Voice at Telephone—“Is Sox there? 

Sox’s Secretary—“No, he just stepped 
out.” 

Voice at Telephone—“Will he be back 
in a little?” 

Sox’s Secretary—“I think that’s what he 
stepped out for.” 





He—“How about a little ride, Cutie?” 
She—“Are you going north?” 
He—“Yes, I am.” 

She—“Give my regards to the Eskimos.” 





Judge—“Haven’t I seen you before some- 
where ?” 

Defendant—‘“Surely; I 
daughter singing lessons.” 

Judge—“Fifty years.” 


taught your 





Teacher—“It gives me great pleasure to 
give you 85 on your examination.” 

Jimmy—“Why not make it 100 and give 
yourself a real thrill?” 


Norton—“Something seems to be wrong 


| with this engine, it—” 





| 


| 


Pansy—“Don’t be foolish; wait until we 
get off this main road.” 

Junkman—“Any rags, paper, old iron?” 

Man of the House (angrily)—‘“No, my 
wife’s away.” 

Junkman—“Any bottles ?’ 


’ 


“How long has your family lived in 
Chicago?” 

“Oh, about average. Grandpa wasn’t 
shot until he was twenty-nine.” 





Social Worker—“And what is 
name, my good man?” 

The Convict—‘“999,” 

Social Worker—“Oh, but that’s not your 
real name.” 

The Convict- 
name.” 


your 


“Naw, that’s only me pen 


Minister—“And to whom do you belong, 
my little man?” 

Young American (proudly)—‘“Daddy is 
a lawyer and a Rotarian, and mother is 
president of the Law Enforcement League.” 

Minister—“And what do you do?” 

Young American—“Oh, I look out of 
this back window for the motor cop.” 





He—“Dear, I don’t think I’ll be home 
for dinner tonight.” 

She—“No? What will I do?” 

He—“If I change my mind, I'll call you 
on the phone at six; but don’t answer, then 
I’ll get my nickel back.” 

Milligan—‘“If I be afther lavin’ security 
equal to what I take away, will yez trust 
me till nixt week?” 

Sand (the grocer )—‘Certainly.” 

“Well, thin, sell me two av thim hams 
an’ kape wan av thim till I come agin.” 





The laziest man we can imagine is one 
who sits up all night to keep from wash- 
ing his face in the morning. 





Irate Wife (discovering husband on 
front steps fiddling with door knob)— 
“What are you doing there, Webster?” 

Husband (continuing to turn knob)— 
“Pshh! I’m trying to get Pittsburgh!” 
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If You Sell Lawn 


Mowers You Cer- 
tainly Can Sell 
Lawn Edge Trimmers 


Home owners need both. Because no lawn 
is properly cut unless the grass is cut close 
to the edge of the walk. 


A lawn mower cannot be expected to do this, 
but the IMPERIAL Lawn Edge Trimmer 
can and does trim right up to the very edge 
of a walk. What’s more, it delivers the over- 
hanging grass onto the walk (as shown be- 
low), where it may be conveniently carted 
away. 


It’s quick, too, trims an 80 ft. lawn in 20 min- 
utes. Its moderate price makes it a ready 
seller. 


Your Jobber will supply you. 

















Reichert’s Anti-Suck 
Weaners 


New Reichert’s No Kick 
Cow Hobble 





0 
A Better Hobble—Goes on and off more PAT Jan Ver 
easily and holds legs and tail more secure- __Reichert’s Anti-Suck Calf and 
ly. The rope does not kink, has double Cow Weaner permits calf to 
leverage pull and doesn’t cut cow’s legs graze, eat or drink, yet pre- 
like a chain. vents sucking. 


Write for prices 


Imperial Bit & Snap Co. 


Racine, Wisconsin, U. S.A. 











Plan to Use a Given Amount of 
Newspaper Space Each Month 


(Continued from page 87) 


goods carried in stock and the store’s policy regarding 
value and quality for the money. 

And that is just what the customer is interested in! 

Smaller stores could profitably use a fourth of the 
space in this ad one day, another fourth three days later 
or one week later, and so on. The space is divided into 
five areas each, with a special class of goods represented 
by carefully selected items. A mighty clever way to 
divide up the space. 

More hardware merchants would not only study adver- 
tising of other stores but would do more consistent 
advertising if they knew just how much goods an ad 
sold for this or that store or how much extra sales 
volume was made because of an ad. 

Yet an ad that draws well for one store in a town 
would not draw well for another. The main point is to 
get up your own advertising, plan it as carefully as you 
would buy goods or keep your own books, put it in the 
newspaper and believe that it is worth while, whether or 
not everything in it sold out the next day. Advertising 
sells more goods one day than it sells another but it finally 
builds up extra business if the store keeps at it and 
believes in it. 


George Washington 
(Continued from page 85) 


bravery nor anything that would throw the slightest 
shadow upon his integrity. He was a man brought up 
by fate to assume the responsibility of a certain task. 
This task he took upon his shoulders, and he did his 
work well. With the white light of a modern criticism 
playing upon every line he wrote, upon everything he 
did, we find that while he had many human weaknesses 
still in the great fundamentals of character George 
Washington stood out in his own times and will stand 
out in the course of the years like one of the granite 
figures that is' now being carved of him out of the 
living mountains in the far West. 

What of his religion? What did he believe about the 
next world? In what I have read I cannot come to any 
conclusion on this subject. In his personal letters and 
in his public documents it wasn’t his custom to refer to 
Providence or to call upon the name of the Deity. 
Among his letters I do not find anything of a religious 
nature. In this there is a vast difference between the 
letters and public documents of Abraham Lincoln. 
Lincoln constantly referred to God and the support of 
God in his undertakings. Washington never did! 

He did go to church. Just how much this was a matter 
of convention or formality we do not know. We do 
know that he was a Mason and therefore subscribed to 
Masonic beliefs. But after all in studying his life it 
would seem that Washington was a man who, in a large 
measure, allowed the next world to take care of itself. 
His work was largely to make the present world better 
and to do what he could to push forward the progress of 
civilization. Even in his last illness at Mount Vernon 
there is nothing recorded about any talks about a world 
to come, nor when his end approached was a minister 
summoned to his bedside. He died as he lived—a man 
of the time—a man of practical common sense, taking up 
with practical sense the problems of his daily life. His 
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mind was not given to abstruse speculation either in re- 
ligion or in philosophy. He was far more interested in 
his growing crops, in his horses, in his cattle, in his 
slaves, and in the profits derived from his farm. 

Washington’s mind was that of a great business man. 
He would have made an ideal president of the United 
States Steel Corporation. In his last days, after he re- 
tired from the presidency, he lived in Mount Vernon. 
In one of his letters to a friend there is an account of 
how he spent his days. He was up every morning at 
daylight ; he went out to see his slaves getting to work; 
he returned for breakfast at 7 a. m., then he mounted 
his horse and rode over his plantations, returning home 
for dinner in the middle of the day. In the afternoon, 
assisted by his secretary, he sorted out and filed his 
papers, correcting and rewriting many of them. After 
supper in the evening, no matter whether there were dis- 
tinguished guests present, at 9 o’clock he slipped up the 
little side stairway to his bedroom and retired. Wash- 
ington was never a great reader. He took little interest 
in books, except those having a practical bearing upon 
farming. 

When I was discussing with a friend the lack of re- 
ligious references in the papers of Washington, and the 
fact that they were so frequent in those of Lincoln, this 
friend pessimistically remarked that probably Abraham 
Lincoln was a much better politician than Washington ! 

Now, in conclusion, let me tell you something that 
possibly will be new to many of my hearers. Kipling 
once wrote a story or article about George Washington. 
At the end he summed up Washington’s character in 
that immortal poem, and I think it is true, that all I have 
had to say in this address in regard to Washington can 
be summed up in the words of Kipling’s poem: 


IF— 


If you can keep your head when all about you 
Are losing theirs and blaming it on you, 
If you can trust yourself when all men doubt you, 
But make allowance for their doubting too ; 
If you can wait and not be tired by waiting, 
Or being lied about, don’t deal in lies, 
Or being hated don’t give way to hating, 
And vet don’t look too good, nor talk too wise; 


If you can dream—and not make dreams your master ; 
If you can think—and not make thoughts your aim, 
If you can meet with Triumph and Disaster 
And treat those two imposters just the same; 
If you can bear to hear the truth you’ve spoken 
Twisted by knaves to make a trap for fools, 
Or watch the things you gave your life to, 
And stoop and build ’em up with worn out tools: 


If you can make one heap of all your winnings 
And risk it on one turn of pitch-and-toss, 

And lose, and start again at your beginnings 
And never breathe a word about your loss ; 

If you can force your heart and nerve and sinew 
To serve your turn long after they are gone, 

And so hold on when there is nothing in you 
Except the Will which says to them: “Hold on!” 


If you can talk with crowds and keep your virtue, 
Or walk with Kings—nor lose the common touch, 
If neither foes nor loving friends can hurt you, 
If all men count with you, but none too much; 
If you can fill the unforgiving minute 
With sixty seconds’ worth of distance run, 
Yours is the Earth and everything that’s in it, 
And—which is more—you’ll be a Man, my son! 
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RALDE. mon TOYS 


‘ Hardware Counters 
The Year Round 





Austin 
Road Roller 






No. 106 X 
Ford Sport 
Model Coupe , 





Assorted 
Pyramid Display 3 

















The Tiny Arcadians are forever 
thinking up new and popular 
toy items that will sell well on 
your counters the year round. 
They have’ toy bedroom sets, 
laundry sets, Mack stake body 
trucks, Austin Road Rollers, and 
five models of the new Fords 
that will prove popular with the 
children the year round. 

In addition they have made 
plans for assisting you in your 
‘‘turn over’? by equipping you 
with an assortment of Arcade’s 
most popular items and a pyra- 
mid display stand. 


Write us for Catalog. Ask your Jobber for Prices 


ARCADE Mrc. Co. 
FREEPORT, ILLINOIS 
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Precision 
Machined 


Like an airplane, F. & N. Lawn Mowers are 
machined and fitted to thousandths of an 
inch! This, plus tempered tool steel blades, 
rigid construction, patented self-adjusting ball 
bearings and other points of superiority, are 
what enable F. & N. Lawn Mowers to give 
service of lasting satisfaction long after ordi- 
nary mowers are discarded. And these dis- 
tinctive talking points enable F. & N. dealers 
to lead in sales year after year. 


This is the device 
that assures con- 
stant, perfect align- 
ment between the 
revolving blazes and 
cutter bar through- 
out the mower’s life! 
The genuine F, & N. 
Self-Adjusting Ball 
Bearing Derice is en- 
closed in a_ dust- 
proof steel case. 








Therefore, b e of 8s of similar appearance 
with the patented controlling steel sleeve omitted. 


Order from your jobber or write us. 


‘, a ~~ 


LAWN MOWER CO. 


RICHMOND, IND. U.S.A. 











Everybody’s Business 
(Continued from page 99) 


and clouds that the picture or message will be visible 
for a distance of five miles. If no clouds are in sight, 
artificial ones will be created by exploding smoke-bombs 
at proper intervals. Radio lights are available to guide 
airmen to a safe landing when the fields are enveloped 
in a fog. And there is a super-beacon proposed for 
Chicago that will stand 500 feet above the ground, em- 
ploy electric tubes filled with neon gas and send forth a 
beam visible in Milwaukee, eighty miles away. 

At the Government’s Assay Office in New York City, 
they have a device that actually picks gold out of the 
air. Heretofore, a considerable quantity of the precious 
metal was lost in the fumes that passed off during the 
smelting process. Now the gold-bearing fumes are 
forced to rise between two metal plates charged with 
high voltage electricity. The gold particles become elec- 
trified, and after settling on the nearby electrodes, they 
are shaken into a collecting chamber below. Already 
something like 700 ounces of gold values have been re- 
covered. 

Engineers are demonstrating revolutionary types of 
steam boilers having “submerged burners” that permit 
the combustion of gas, oil or even powdered coal to go 
on under water. No smoke is given off, so stacks are 
not needed. Combustion is complete before the flame 
strikes the water, but the hot gases speed through it so 
rapidly that steam is raised in a few minutes. If a 
method of this kind should come into general use, our 
boilers in a few years would be only a tenth as large 
as they are today, and the result would be a tremendous 
saving in the cost of such equipment. 

Out in Nebraska recently at the College of Agricul- 
ture, a remarkable tractor that ran by itself, successfully 
plowed a twenty-acre field. All the owner must do is 
guide the tractor once around the outside border of the 
field. Then by starting the engine with one wheel trav- 
eling in the furrow already plowed, a metal guide on 
the front of the machine does the rest, and it goes chug- 
ging along in a constantly dwindling area, never stop- 
ping until the last bit of ground has been plowed. An 
automatic cut-off stops the tractor instantly in case the 
plow hits an obstruction, or the front wheel jumps out 
of a furrow. Developments of this kind lead us to 
believe that farm labor may soon go the way of the 
farm horse. 

On every side are recently perfected devices of great 
value to industry. Mercury is coming into large use 
in many fields of enterprise. It is the essential substance 
that enters into the operation of the new mercury tur- 
bines. But this metal when present as a vapor in the air 
is extremely poisonous, so a clever fellow has given 
us a device that rings a gong when there is even one part 
of mercury in twenty million of air. Another new ap- 
paratus changes the alternating current from ordinary 
house wires to direct current suitable for charging bat- 
teries. An ingenious contraption called a “thermostop” 
will protect motors of all kinds from overheating. If 
the oil supply of the engine becomes exhausted, or any 
part of the cooling system fails, the thermostop rings 
a bell and the motor ceases to operate instantly. 

The rays from a new kind of quartz lamp are being 
employed to detect forgeries, test foods and read secret 
writing. Under this powerful “black light” the investi- 
gator can discover quickly if a bank note is genuine, if 
an erasure has been made, if a cheap dye has been sub- 
stituted for the real thing, if a fabric contains cotton 
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instead of wool, or if a sausage contains too large a 
percentage of gristle. Wonderful microscopic cameras 
will now take pictures that are magnified 6000 times, 
thereby revealing the innermost secrets of metals, paper, 
rubber and a hundred other materials. This device in 
practical use is disclosing why many things are flexible. 

Our biggest telephone company has accomplished the 
seemingly impossible by developing an artificial larynx 
that is able in large degree to restore the human voice. 
Up at the Massachusetts Institute of Technology they 
have an adding machine de luxe which permits engineers 
and scientists to solve problems in a few hours that 
would require from a month to a year to work out by 
ordinary methods. A new “colorimeter” that makes it 
possible for the user to match any shade is proving of 
great value to the ink, paint, dye, paper, and textile in- 
dustries. 

Science has even produced what we might call an 
“Electrical Man,” for the new “Televox” represents the 
nearest approach of the modern engineer to the crea- 
tion of a mechanical slave. This astonishing “Robot” 
can control power stations, motors and switches from a 
central point hundreds of miles away, in strict obeyance 
to the human voice. 

It all sounds as if we were coming rapidly to a time 
when men and women will do little more than command 
automatons to perform every task that entails the least 
drudgery. In such an age there would be an end to 
arguments, impudence and procrastination. Man’s in- 
telligence would be released for limitless opportunities. 
Inanimate brains would direct artificial senses and mus- 
cles. The human master sitting at his desk would be 
endowed with hundreds of hands, ears and mouths, all 
of them doing his bidding in remote stations where 
switches and tools would operate ceaselessly without the 
supervision of human eye. 

Scientific research in “America is widespread. No 
industry can now exist without it. New things come 
out of the laboratories daily. It is no time for the ex- 
ecutive to keep his eyes focused constantly on his own 
desk. Neglect in recognizing the importance to his par- 
ticular business of a new material, a new method or a 
new machine may spell the difference between success 
and failure. 


Reducing Uncle Sam’s Bank Roll 


N a little while now all the paper money used between 
Kodiak and Key West is to be changed. Mr. Ameri- 

can Citizen is to lose that currency to which he, his 
father and his grandfather were born and get in its 
place a new size with newpict ures on it. 

It is probable that he will carry this new money in 
his pocket as long as he lives and that his children and 
grandchildren will carry it. So will a most familiar 
thing in th lives of the multitude, a seemingly stable 
and changeless thing, appear in a new guise. 

The Secretary of the Treasury has spoken, and all 
the paper issues are to be made over. 

Not only that, but all the tills in all the cash boxes, 
cash registers, tellers’ cages in the nation will need to 
be made over to fit the new money. So will the pocket- 
books that are manufactured to carry it. Even the 
nature of the “roll’’ one carries in his flank pocket will 
have to be changed. 

The new bills will not be long enough to roll and 
encase in a rubber band. A new habit of carrying cur- 
rency will be developed. Even the fingers of the people 
will have to accustom them selves to the feel of a new 
agent that helps them to buy and sell. 
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DIETZ LANTERNS *ENo wy" 


OST lantern cus- 

tomers like to 
carry a good looking 
lantern, particularly 
when they know that 
back of good looks is 
the substantial, endur- 
ing construction that 
means lasting service. 


And this is another of 
the good reasons why 
Dietz Lanterns sell 


BEST. 


R. E. DIETZ COMPANY 
NEW YORK 


Largest Makers of Lanterns in the World— 
Founded 1840.° Output Distributed Through 
the Jobbing Trade Only. 


>) | aa 4 

















LANTERNS 
Se a 


———— 











laine 
psa rony Peis 





134 we HARDWARE AGE for Marcu 1, 1928 











A poorly constructed tool 
Consider of any kind is expensive 


even at a very low price. 


Quality When again ordering 
torches and furnaces, con- 

F irst sider carefully the quality 
and merits of the “AL- 

WAYS RELIABLE” line. 

The leading make on the 


market today. FULLY 
GUARANTEED. 


Order through your regu- 
lar distributor, or mail 
your order to us with the 
name of your regular dis- 











tributor. 

OTTO BERNZ CO. INC. 

Newark, N. J. 
Covered by Stocks in Newark, N. Jeo New York 
several pat- City, Chicago and San Francisco. 
ents. + ag aan N. J., New York 
No. 83 Quart. Ys ago, Fort Worth, Denver, 
No. 84 Pint. Helena, Mont., San Francisco, Seattle, 
For gasoline. Los Angeles and St. Thomas, Ont. 
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A Real Good 
Shower Bath 


Retails at $5.00 


Attached to any bathtub 
fixture (without tools) 
in a minute by anyone. 











PATENTED 


The “Morning Glory” 


Trade Mark 


Curtainless Shower 


A bathroom luxury everyone 
can afford. 

This handsome fixture is 
made of non-rusting metals, 
fitted with full size 6 inch 
150 hole shower head. 

No rubber connections to 
rot. Will last a lifetime. 
For use in any bathtub, 
without curtains. Does not 
splash over the floor. 

Our merchandising plan 
shows quick turnover and a 
good margin. 


Fits All 
Bathtub 
Fixtures 






Write for samples and prices. 


A. K. TROUT 


Exclusive Sales Representative 


Hugh Pitcher Co., Inc., M’fr’s 
17 E. 45th St., New York City 




















Coming Hardware 
Conventions 


AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
AND SOUTHERN HARDWARE JoOBBERS’ ASSOCIATION 
Joint Convention, Edgewater Gulf Hotel, Edgewater 
Park, Miss., week of April 16, 1928. Charles F. Rock- 
well, secretary-treasurer, 342 Madison Avenue, New 
York City. 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Little Rock, May, 1928. L. P. Biggs, secretary, 
815-816 Southern Trust Building, Little Rock. 


HarpWaARE ASSOCIATION OF THE CAROLINAS CONVEN- 
TION, Charleston, S. C., June 5, 6, 7, 1928. Arthur R. 
Craig, secretary-treasurer, 804-806 Commercial Bank 
Building, Charlotte, N. C. 


LouIsiIANA Retait HarpwARE IMPLEMENT Asso- 
CIATION CONVENTION AND Exuisition, New Iberia, 
June 4, 5, 6, 1928. S. H. Sale, secretary, Shreveport. 


MississipPI ReTaAiL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Edwards Hotel, Jackson, 
June 12, 13, 1928. Guy Nason, secretary, Starkville. 


NATIONAL Retart HarpWARE ASSOCIATION CON- 
GrEss, Boston, Mass., June, 1928. H. P. Sheets, secre- 
tary-treasurer, 130 E. Washington Street, Indianapolis, 
Ind. 


SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION, composed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhibition, Atlanta, Ga., 
May 22, 23, 24, 1928. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 


SouTHERN HARDWARE JOBBERS’ ASSOCIATION AND 
AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
Jornt Convention, Edgewater Gulf Hotel, Edgewater 
Park, Miss., week of April 16, 1928. John Donnan, 
secretary-treasurer, Richmond, Va. 


PANHANDLE HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Amarillo, Tex., April 9, 10, 11, 1928. 
Headquarters, Amarillo Hotel. C. L. Thompson, secre- 
tary-treasurer, Canyon, Tex. 


In What Class Are You? 


There are three kinds of people in all organizations: 
There are the rowboat people, the sailboat people and 
the steamboat people. 

The rowboat people always need to be pushed or pulled 
along. The sailboat people move along when a favorable 
wind is blowing. But the steamboat people move along 
continuously, through storm and calm. They are the 
masters of themselves and their surroundings. 

We need more people of the steamboat variety. In 
what class are you? You do your own classifying for 
the duty devolves upon you.—E xchange. 
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‘The Outlook for 1928 


As Seen by Prominent Hardware Men 


Productive Crops in West 


“Having just experienced a productive crop year, and present 
prospects for that standpoint being unusually favorable, 1928 
should yield a good volume of profitable business for north- 
western hardware and implement dealers.” 

(Signed) E. E. Lucas, Secretary, Idaho Retail Hardware & 
Implement Dealers’ Assn., Pacific Northwest Hardware & Imple- 
ment Assn. and Oregon Retail Hardware & Implement Assn. 





It’s Good in Oklahoma 


“The outlook for 1928 in the hardware business in the State of 
Oklahoma is good. I expect this year’s business to be better than 
that of 1927 and believe there will be more profit made. 

“The most important change that I can see in the hardware 
business is that the majority of merchants are getting away from 
the old-time ways of dispensing their goods and using up-to-date 
methods of display, which alone will increase profit.” 

(Signed) Cras L. Uncer, Secretray-Treasurer, 
Hardware & Implement Ass’n. 


Oklahoma 





Competing for the Consumer's Dollar 


“My own personal opinion is that the outlook for hardware 
business in Indiana for 1928 will differ very little from the aver- 
age experience in 1927. 

“Indiana is largely an agricultural State, and business depends 
much upon crop conditions. Even if general business should 
show a marked improvement in 1928 over 1927, the hardware 
merchant would of necessity be obliged to put forth extra effort 
to get his share of the business on account of the keen competi- 
tion for the consumers’ dollars. 

“T see no immediate change in the hardware business, but there 
are certain tendencies in hardware distribution which may show 
radical departures within the next few years.” 

(Signed) G. F. Sueety, Secretary-Treasurer, Indiana Retail 
Hardware Ass’n. 


Expect Better Business 


“Inasmuch as this State is 85 per cent agricultural, our pros- 
perity is dependent less on national conditions than on crop 
prospects. The business we do in 1928 depends to a great extent 
on the crop outlook during the planting and growing season, 
the size of the crop when gathered and, of course, the 1928 prices 
for our products. 

“As compared to 1927, however, there is every reason to ex- 
pect better business. Not that 1928 must be good, but 1927 was 
too unfavorable and from obvious causes that should not be re- 
peated. 

“Such business as we had in 1927 was done largely in the lat- 
ter half of the year. The unprecedented rainy season of 1927 cut 
down the business of the first half very much. 

“Therefore, I have no hesitation in saying that, barring an- 
other disaster of this or similar character, the year 1928 will be 
a material improvement over 1927.” 

(Signed) L. P. Biccs, Secretary, Arkansas Retail Hardware 
Ass’n. 


An Improvement Over 1927 


“I think the outlook for 1928 is for an improvement on 1927. 
Building is good in this section and labor is very well employed. 
I am looking for the profitless prosperity of 1927 to change 
into a profitable prosperity for 1928.” 

(Signed) Gerorce A. Fie, Secretary, New England Hardware 
Dealers Ass’n. 








The King Folding Ironing Table 


nigel — Convenient 


==> 








A Really Fine 
Table. 


A Wonderful 
Selling and 
Profit - mak- 


ing Item. 


New and Novel in Design, made from the best se- 
lected, kiln dried stock, Spruce tops, with Hard- 
wood Frame. Legs fold within width of board, 
only nine working joints. No wires, screws or 
nails used, all bolted and riveted—trigid and firm- 
setting and will remain so. Write for catalog and 
price. 
IRONING TABLES and WASHBOARDS 

Quality, Price and Service that mean Profits for 


you. 
Write for our proposition. 


The Federal Washboard Co. 


General Offices, Tiffin, Ohio 
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Small 
articles 


Nos. 16 and 17 





Double-Duty Display 
Tables 


They double the use of your aisle frontage making more sales 
per square foot of floor space. Just think of it, 108 square feet 
of actual display space in this group of four tables besides plenty 
of storage space below. 


There is a spot in nearly every hardware store where one or 
more of these tables should be 4 use. The best paying invest- 
ment any hardware store can make. 


HELLER 


Business Building Store Fixtures 
W. C. HELLER & CO. 


700 Bryant St., Montpelier, Ohio 
20 Vesey St., Suite 500, 
New York City 


Check the items you are interested in, 
tear out this ad and mail it today. 
New Display 0 Pennsylvania 
‘ables Metal Saw Rack 
© Nail Counters O Display r 
Wall Cabinets 
3-1-28 56-A 
Write name and address 
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Here is a wonderful seller ! 


The only feeder that will successfully care 
for both large and small flocks. Saves time 
and labor and prevents waste of feed. A de- 
light to the poultryman. 


Made in two sizes with 32 and 54 feeder holes. 
Also made with extra hoppers which fit snugly 
on top and further increase the capacity. 


for Catalog of Moe’s Big Line of Supplies. A 
profitable line to sell. 


OEFT & COMPAN 


2305 Davis St. North Chicago, Ill. 





Stock a few and watch them move. Write - 
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INDIANA 


X-tra 


Quality 










Indiana Line of 
Shovels will more 
than satisfy the most 
critical users. You 
can guarantee them 
to give excellent 
satisfaction. 

We know that a 
shovel can never be 
better than the steel 
from which it is 
made. We roll our 
own steel to make 
sure that the steel 
is right. 

May we send you further details? 


_ X-tra Quality Means Extra Sales 
The Indiana Rolling Mill Co 


New Castle, Indiana 


Division of 
The Galesburg Coulter-Disc Co., 








Galesburg, Ill. 

















No Great Change 


“One guess is as good as another on business forecasting. The 
more facts you have the more uncertain the results—there are 
too many dependent variables as they used to say in mathematics. 
My guess is that business will be very good the first of 1928. I 
don’t think 1928 will show any great variation from 1927, as to 
volume of retail hardware sales. 

“I don’t look for any great change in spread. The retail hard- 
ware stores have always had the chance to make more profit and 
when they realize that they are just burning dollars over they 
will take the bit in their teeth and make a decent spread, or go 
out of business. The retail hardware industry is too easily 
satisfied with small profits, as shown by your surveys and con- 
vention minutes. 

“I think the public understands better the position of the mer- 
chant who is becoming more acceptable to it. The best new 
year’s resolution we can make is to mark our goods so that each 
item will show a living profit.” 


(Signed) Ropert Russgii, Vice-president, New England Retail 
Hardware Ass’n, Holyoke, Mass. 


Business and Strict Economy 


“While agricultural conditions seem a little more helpful, I 
teel that from a local standpoint they promise better for 1928. 
Industrial conditions are only fair—purchasing power of consumer 
at low ebb—having over bought in the luxuries rather than neces- 
sities. My personal opinion is that the merchant who makes 
money in 1928 must practice business control—strict economy, 
and proceed along most conservative lines.” 


(Signed) Tuos. B. Howeit, N. R. H. A. Director, Sec’y, 
Virginia Retail Hardware Ass’n, Richmond, Va. 


A Prosperous Year in Texas 


“As far as Texas goes, I believe that 1928 will be as pros- 
perous a year to the hardware and implement merchants as 1927. 
As far as I can see now, it looks to me like it will be a bigger 
and better year for those merchants who make a serious éffort 
to analyze the business conditions of this year, work hard and 
think constructively on the problems they have before them.” 


(Signed) Dan Scoates, Secretary, Texas Hardware & Imple- 
ment Association. 


4 
—_—_sA 


Looks for One of the Best 


“There is no question in our minds but what this year will be 
one of the best for the hardware industry. There are no under- 
lying economic conditions which would justify one in having a 
pessimistic outlook. In fact, the reverse is true. 

“Our men report stocks on the retailers shelves to be low, and 
while we look for a continuation of hand-to-mouth buying, we 
feel that live merchants are now able to apply this principle with 
intelligence. 

“The hardware merchant has lost much business during the 
last decade, particularly on specialties to dealers in other lines 
of business. If the hardware dealer will stop to take a mental 
inventory of items in his stock which offer him full profit, and 
will concentrate on those items which, through national adver- 
tising and general consumer acceptance find a ready demand on 
the part of the public, we believe he can recapture much of his 
former position. 

“It may mean the concentration on fewer items, but if properly 
selected there are disproportionate rewards awaiting this type 
of merchandising.” 


(Signed) Francis H. Evms, General Sales Manager, Magazine 
Repeating Razor Co., New York City. 

















HARDWARE AGE for Marcu I, 1928 Ps 





Should Compare Well with 1927 


“Business for 1928 should compare fairly well with 1927, at 
least for the first half year. Profits must show an increase. 
This is dependent upon dealers who have failed to realize the 
extra volume necessary to equalize the sacrifice of legitimate 
profits. 

“Purchases of standard items should be made in volume com- 
parable to the past year. The purchase of merchandise other 
than standard should be made in very limited quantities, if any. 
Dealers who operate with caution will be congratulating them- 
selves this time next year.” 

(Signed) A. C. Tatmace, Secretary, Montana Implement & 
Hardware Association. 


Slow to Start and Best in Three Years 


“The outlook for 1928 is better than that of the previous three 
years. A little slow to start, but 1928 is destined for an excep- 
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For 


the Life of a Lawn— 


Th 


SHERMAN DIAMOND 
HOSE NOZZLE 


A perfect attachment made of 
heavy wrought brass for cov- 
ering more ground in _ less 
time. It throws more water 
farther — thus shortening the 
important hours of lawn and 
garden sprinkling. A larger 
nozzle with a larger stteam and 
a volume spray. Water-tight 
shut-off. 


tionally strong windup.” 


(Signed) JouN M. Lyncn, Sales Manager, Sapolin Co., New 
York City. 


always 
sePer fect 
~e@ Spray 


Optimistic for 1928 


“We are optimistic in regard to 1928. We think customers 
have very light stocks of goods on hand. We do not expect to 
see profits greater nor do we have any ideas in regard to any 
great change in the hardware business.” 

(Signed) J. M. Burrett, American Ring Company, Waterbury, 
Conn. 





Order a dozen Diamond Nozzles 
in display carton featuring “‘Per- 
fect Spray” from your Jobber. 
Individually wrapped in tarnish- 
proof paper. 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICH. 


Just What Dealers Make It 


“The retail hardware business for 1928 will be just what the 
dealers make it in those communities where there are no unset- 
tled conditions like there are in the coal mining districts. 

“Members of our association who have studied conditions and 
use judgment based on conclusions made from the result of these 
studies, and apply this judgment with hard work, will have some- 
thing at the end of the year to show for their effort.” 

(Signed) James B. Carson, Sect’y, Ohio Hardware Ass’n. 

















WE Sell through Hardware 
Trade—not around them! 





Will Be As Good as 1927 — | 
ECONOMY | 


“The corn-belt farmers are not feeling any better than they 5 
were a year ago. We see no reason why farm trade should not | : LUM BER 
be as good in 1927, but do not expect it to be materially better. crAN Pipe ye 

. : ° : ° = ° N Dy | 

“Our local industries are operating in fair condition. There is *seeanae eat | 

some unemployment, but there are a large number of people eT : — 3 





working steadily, and this means steady business. 

“Just across the alley from us Montgomery Ward & Company 
have a new retail store in the five-story Murray Building. They 
occupy the basement, first floor, and second floor, each floor 
measuring 50 x 140 feet. What the effect of this competition 
will be it is too early to decide. Their appeal for trade is a 
price appeal. They have dry goods, ladies’ ready-to-wear, stoves, 
furniture, automobile tires and accessories, some mechanics’ 
tools, and radios. They drew a very large crowd the opening day, 
and our cash sales were excellent that day. They will undoubt- 
edly do a lot of business that will take the place of mail orders 
going into their Chicago house or to their large competitor. 
They will bring lots of new people to Streator, and our present 
viewpoint is that they will help us rather than otherwise. We 








DOMINANT SALES APPEAL 


. One full pound net weight. 

. Absolutely no fumes. 

. Money-back-guarantee. 

. Harmless to plumbing. 

. Sold only to the Hardware Trade. 


THE ONLY DRAIN PIPE CLEANER 
SOLD EXCLUSIVELY 
THROUGH HARDWARE DEALERS 


Vw thw vo — 


can tell better as to this after a year of competition with them. . 
“We believe that the popularity of the bell-ringing canvasser ms 
is on the decline. People have been canvassed to death, usually Price 


$2.00 Per Dozen 


(Packed 1, 2 and 3 dozen cans to a carton) 


Order Through Your Jobber 


pay high prices, and we believe this form of retailing will be less 
prominent in 1928 than heretofore. 
“If something could be devised to improve the income of the 
average farmer, our business outlook would be very bright.” 
(Signed) Cras. H. Wituiams, Williams Hardware Co., Strea- 
tor, Ill, Past President, N. R. H. A. 
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SELL NO SUBSTITUTE 


STerlice$ 


“V-formed’’ front brace give greatest strength 
and rigidity to both tray and frame. 


Properly balanced barrows carry the load over the wheel. 
Therefore the greatest stress and weaving is at the front. Ordi- 
nary braces of flat stock or even angle iron were found not strong 
enough to meet Sterlin requirements. Sterling designed, scienti- 
fically, a special ‘“ V-formed” front brace. It gives to Sterling 
barrows a strength and rigidity not found in any other barrow. 

























They can’t wobble. 


This is another reason why dealers can sell more Sterlings. 
Write for our dealer proposition—good discounts — good pro- 
fit — extra heavy national advertising. Prompt service from 
factory warehouses at Chicago, New York, Philadelphia, Pitts- 
burgh, Cleveland, Detroit, St. Louis. 


STERL IMC WIHEEI RAR RAMU COMPKNY 
LINO WILL LUARLUS WU VUII 


NDNOW /yoTor EQUIPPED 
VERS POWER PUMPS 
FOR GENERAL SERVICE 


S: REGISTERED TRADE ing 

To the prospective purchaser of a power pump, regardless of his whims or fancies, 
the matter of service is paramount. Show him and sell him on dependable, low cost, 
power water facilities and you have created a spark that is easily kindled into business 
and profits. 

There are so many outstanding features found on Myers Self-Oiling Power Pumps 
—so many honest-to-goodness sales points—that dealers by the score have joined the 
Myers ranks of distributors and are cashing in on the superior water 
a they can offer prospective buyers through this remarkable line 
of pumps. 


























’ The best plan that we know of to test this out is to 
give Myers Self-Oiling Power Pumps an opportunity 
to demonstrate. One of our rep- 
resentatives will see you person- 
ally, or we will be glad to send 
catalog and quote direct. Write 


us. , 
g ‘Ss 6-9-IZ2and18 IN 
a MYE ia S oon oO EROKE 


PUMPS -WATER SYSTEMS - HAY TOOLS -DOOR 



























WITH OR WITHOUT. MOTOR 
TH F.E.,MYERS & BRO.&¢9. 
CAPACITY RANGE ASHLANDB, OHI10O. 
GALLONS PER HOUR FURNISHED WITH WATER SYSTEMS TAY grain UNLOADING TOOLS BARN FACTORY and 






QR WITHOUT MOTOR 
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Building Business 


Open new accounts—renew old accounts—by 
selling them Cordley 20th Century Water Cool- 
ers. An item just enough different from the 
rest of your line in appeal and in use. A piece 
of equipment that promotes health, comfort and 
efficiency. 

For many years this has been the standard make, 
by far the best value for the money, thoroughly 
well made, perfectly hygienic, economic of ice, 
absolutely clean. Cordley Coolers are always 
easier to sell—especially now, when the public 
is interested in the healthful habit of drinking 
plenty of water. 


Write us for special Cordley Sales Helps. 


CORDLEY & HAYES 
10 Leonard Street New York 


Cordley & Hayes 
10 Leonard Street, New York 


Gentlemen: Without putting me under any obligation to you, will you 
please send me full information about your 20th Century Water Coolers, 
how they cau be sold the year ‘round and how | can take advantage of the 
aroused interest of the public in hygiene to aid sales. 


Name 


























CLEAN UP IN PROFITS 
During 
CLEAN-UP TIME 
with 


SANI-CAN 


Be ready for that campaign of housecleaning and house 
renovating which seizes every housekeeper when the 
first bright days of Spring appear. 





Sani-Can in its attractive blue, yellow, green, red, white 
or gray baked enamel finish will sell on sight to the 
modern housewife. Its good looks, convenience, large 
capacity and durability are visible at once. 


Take Advantage of the Spring Cleaning Enthusiasm. 


SANI-CAN Keeps Your House Clean 


It is simple to “pick up” as you go when you have 
Sani-Can at hand. Its convenient top opens instantly 
at touch of toe on pedal, and closes automatically with 
all waste tightly housed, out of sight—and smell! 


Sani-Can is ideal for kitchen, bath, nursery or living room. 
[It receives coffee grounds, peelings, burned foo, paper 
and cigarette stubs equally well and thus keeps the house 
safe from odor, fire, flies and ants. 


YOU MAKE SIX TIMES MORE PROFIT on the sale of 
one Sani-Can than on the sale of an ordinary 49c. garbage 
pail at no more effort on your part. 


SPECIAL OFFER 


To introduce Sani-Can we will sell you your first order 
of a dozen cans ut the regular 3-dozen price, $21 per 
doz. (F.0.B. Dunkirk, N. Y.) for white; $22 per doz., 
(F.0.B. Dunkirk, N. Y.) for colored. Use coupon below 


SANITARY RECEIVER CO., Inc. 
Dunkirk, New York 











Send me 1 doz. Sani-Cans in colors in- apple green 
dicated by parcel post, express, freight. china white 
ie | French gray 
Attached is my check for the cans. Write | delft blue 
name and full address in margin below mandarin red 
ad. canary yellow 














RRS ORC RIEL 


late 


Mt St a CEs 


she cote oni 


LAN ie NOE 8 
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This Can Be Your 
Biggest Refrigerator Year 


More people in your community will buy refrigerators this year 
than ever before. You should make your plans now to get a fair 
and profitable share of this business. 


The Challenge line is particularly adapted to the hardware 
trade. Many hardware dealers have handled our refrigerators 


successfully for years. 


Our line is well graded, starting with a well-made but low price 
ice box and grading up to the all porcelain Iceberg, the last word 
in an ice refrigerator. 


The Challenge is a dependable product in every sense of the 
word. We have been making refrigerators since 1883. We are 
one of the oldest and largest of the Michigan factories. We oper- 
ate our own porcelain plant. Our factories cover 20 acres. 


Write us about the agency, either direct or to your jobber. 


CHALLENGE REFRIGERATOR COMPANY 
GRAND HAVEN, MICHIGAN 


One of the Oldest and One of the Largest Refrigerator 


Factories in America 














Easy to freeze 


Freezer | 





—and easy to sell 


ISPLAY the Auto Vacuum 

Freezer at the new 1928 prices. 
The demand that has always ex- 
isted for this modern, work-less 
freezer will be larger than ever— 
because it’s a real value and your 
customers realize it. The Auto 
Vacuum is known and accepted by 
every up-to-date housewife. 


Backing up this nationally-popular 
‘household necessity is a new organ- 
ization whose policy is to give the 
trade every possible co-operation. 


These new list prices give you a 
good profit on a small investment. 


er $3.50 | ep $5.00 
Eee 4.00 SORES 63. 65555 6.00 


Order from your jobber 


Auto Vacuum 


FREEZER COMPANY 
Dept. B-11, Winchendon, Mass. 
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The harder the quality of 
steel used in making nails 
the better they are + + + and 
this fact accounts for the 
outstanding superiority of 
American Steel & Wire 
Company’s nails. 

Examine one of our nails. 
Note its clean, sharp point, 
the firm set head show- 
ing ample metal, the well 
punched barbing, the ac- 
curate gauge, and above all 
test that which does not 
appear at first glance—the 
great strength of the steel 
that holds straight in driv- 
ing according to the work 
for which intended. 


American Steel & Wire Co. 


SALES OFFICES 











CHICAGO - 208 So. La Salle Street SALT LAKH cITY be er Bank Bld 
CLEVELAND - Rockefeller Building NEW YORK Church Street 
DETROIT - - Foot of First Street BOSTON - - - - - Cnetler Bidg. 
CINCINNATI - Union Trust Building PITTSBURGH - - - Frick Bidg. 
MINNEAPOLIS—ST. PAUL PHILADELPHIA - Widener Building 
Merchants Met Bank Bidg., St. Paul ATLANTA - - 101 Marietta Street 
T. LOUI ° 06 Olive Street WORCESTER - - 94 Grove Street 
KANSAS CITY - “417 Grand Avenue BALTIMORE - 32 So. Charles St. 
OKLAHOMA CiTz - BUFFALO - - 670 Ellicott Street 
- CPirst Nat'l Bank Bldg. WILKES-BARRE - Miners Bank Bidg. 
BIRMINGHAM - Brown-Marx Bldg. *SAN FRANCISCO - - Russ Bldg, 
© = eee) a see *LOS ANGELES 2087 E. Slauson Ave. 
- — and Planters Bank Bldg. *PORTLAND - - - 777 Nicolai 8t. 
D. § - + Praetorian Building *SEATTLE 4th Ave. So. & Conn. St. 


A 4 
DENVER - First National Bank Bldg. *United States Steel Products Co. 














Co 
. «* 





* 
€ 








A PLAN—that Makes 
Hardware Easy to Sell! 


Warren will furnish a practical store plan for 
your store that will help you to easier and 
quicker sales. You can now plan ahead, know- 
ing from the results obtained for other dealers 
that you will get your FULL SHARE of the 
local hardware trade. 


The basis of the store plan is a careful analysis 
of your store, plus an 
equipment of Warren 
Fixtures and Display 
Tables, arranged ac- 
cording to your spe- 
cific requirements. 
This idea has been de- 
veloped by “Warten” the same organization 
that first applied the sectional idea to hard- 
ware store fixtures. 





The plan will cover an analysis of your loca- 
tion from every angle, space available, arrange- 
ment to induce “shopping,” wall fixtures that 
will attractively display your merchandise 
where it can be seen and will suggest forgotten 
needs, and an arrangement of open Display 
Tables that speeds up service. 

The Warren Fixture Catalog—the Warren Blue Book 

of Floor Plans, Store Fronts, Show Windows, etc., 


and our Display Table Folder with prices, sent upon 
request. The coupon below is for your convenience. 


J. D. Warren Mfg. Company 
208 W. Washington St. Chicago, Illinois 


J. D. WARREN MFG. iar 208 West Washington St., 
Chicago, Ill, 
Please send me: [} The Warren Fixture Catalog; ( Display Table 


Folder—‘‘Increased Sales and Bigger Profits’, and (J ‘‘The Warren Blue 
Book”’, as featured in Hardware Age. 


| ee eee ere ys oe Pee ee : Ae A ivele  aberareilets 
Btroet Addresé ... se vcccccseveveces 
GE se eR isles FER wis bc cee cee etee State 
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Many Dealers Make Their Own Show Cards 
Do You? 


These dealers are using great quantities of attractive show 
cards, streamers, price tickets, etc., yet they do not pay a 
show card artist to do their work. They are using the 
STENCILOR—a show card writer that anyone in the store 
can operate. 

Put one of these sales makers to work boosting business for 


you. Write us for samples that show the type of work pro- 
duced with the Stencilor. 


DISPLAY MATERIAL COMPANY 
774 Grand Ave., ST. PAUL, MINNESOTA 


Eastern Agents: DISPLAY MATERIAL CO., 191 Pearl St., 
New York, N. Y. 


Canadian Agents: DISPLAY CARD COMPANY, LTD., Brockville, Ont. 























Sell Them 
by the set 


10 to 30% per pound in 
favor of ATLAS TACKS 


What count do you get when you buy tacks 
or small nails by weight ? 





There is often a difference of 10 to 30% in 
favor of Atlas tacks or small nails. Test 
them yourself. And remember—good, 
sharp, clean cut, correctly sized tacks are 
expensive to make. 





Or, when you buy by 
count see that you get 
the weight. There is 
often a corresponding 
difference. 








Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the user. 


It isn’t hard. Every mechanic needs the entire set in his work, and it 





Either way, you can 
bank on Atlas tacks 





and small nails for resolves itself to a question of selling him once or seventeen times. Bring 

. out the value of the case, its use in keeping the bits in order and near at 
quality, full count and hand, preventing loss, etc. Try it. 

: orstner Bit: the only bitg that are not dependent on a center or 4 

full weight. level to guide them. ‘They cut from the outer rim. The entire surface is 

at work all the time; no jagged ends; every part of the work is smooth and 


polished. They bore their way through hard, knotty, cross grained wood, 
leaving a smooth hole and clean, polished surface. 
Let us send you catalogues. Order through your jobber or direct. 





ATLAS TACK CORPORATION The Progressive Manufacturing Co. 


Fairhaven, Mass., and St. Louis, Mo. TORRINGTON, CONN, U. S. A. 

















NOELTING 


FAULTLE 
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DISPLAY of The Green Line Armored 
Tool Cases attracts the attention of 
customers who come into your store. Appear- 
ance counts—In The Green Line it is backed 
by quality material and sturdy construction 








WHERE APPEARANCE COUNTS 






Ry = ; 
yD) 


vi In ) Write today. 


) “x that keeps your customers sold. 
| =a a7 Get The Green Line catalog and sales helps. 








No. 85-32— A Carpenter Shoulder | 








Sees 


>| 

32 

- P Chicago Office 
— 7, rs " Surpless Dunn & Co. 
BA Fa 34 No. Clinton St. 














GREEN-CASE, Inc. 


Racine, Wisconsin 


Case. Brackets for three saws. Prac- | 
tically designed and well construct- | 
ed. Size 8” x 814” x 32". 
No. 80-32—Same as 85-32 but with | 
trunk lock and draw bolts. 

| 


Eastern Office 
89-91 Warren Street 
New York, N. Y . 











_ 








Since 1837 
TRACE 
J. WHIP 
“1337, 
Sur raco Ne 
MaRK 


Look for this 
Trade Mark 


90 Years 
ie 


Quality Tools 





Your Customers Want 
This Adze 


Costs a little more, sure, but will outwear any 
other two adzes made. Put in a few and see how 
well they sell. 


Write for New Catalogue. 


The L. & I. J. White Co., Inc. 
125 Columbia St., Buffalo, N. Y. 











Swedish 
Pansar 
Files 






PANSAR 











Flexible Circular 
Blades Cat 
Tanged 

Half-Round 

Bastard 

Smooth Guaranteed 


We carry a full line of files, chisels and pliers 
Write for catalogue. 


SCANDINAVIAN WESTERN IMPORTING CO., Led. 
107-109 Lafayette St., New York, N. Y. 


Minneapolis, Minn., 304 Railway Exchange Bidg., Montreal, Can. 
Seattle, Wash. * 


Fully 
| 








We offer also. 
GENUINE STAINLESS 
STEEL TAPES 


Send for 
Catalog No. 11—Tapes and Rules 
Catalog No. 5—Tools 





OFAIN ‘TOOLS 


SUPERIOR IN QUALITY AND DESIGN 
Winning Their Way with Mechanics and Dealers to the High 
Position Held by 


OFATIN 'T APES *? RULES 
ni » 7 al ) 





THE [UFKIN fpuLe C0. 


SAGINAW, MICH. NEW YORK 














genes 


~~ 
son SE RE 
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SILVER 
LAKE 


Clothesline 


Solid braided 
100% cotton. Sold 
in the hank or on 
metal reel,—alllines 
have handy metal 
- loop. 
| SILVER LAKE Co. 


Newtonville, Mass. 








The “Premier” 
Ball-bearing—Adjustable Tension 








: Type 4001 





Consider the Life of a Hinge 


The life of a hinge is governed by the durability 
of the parts which must stand the most wear. 


The “Premier” Spring Pivot Hinge has been 
designed with a drop-forged piston, hardened 
steel roller-bearings for the eccentric, compres- 
sion spring of tempered steel flat wire and ball- 
bearings to carry the weight of the door. 


These features make it the “Premier” hinge of 
its class. 
Send for Catalogue H-42. 


Chicago Spring Hinge Company. 


CHICAGO NEW YORK 
U. S.A. 





- i y ’ 
Blane 
| Uuaranteed F 


Nor 


T 
> 
OF 75 tARay 


, 
a, 2 y 
y 


1s - 


Superior Hex- 
agonal Netting 
has gained its 
place of recog- 
nized leadership 
because it is al- 
ways woven 
evenly and un- 
rolls in a _ per- 
fectly straight 
line, and is thor- 
oughly galva- 
nized. 


G. F. Wright 
Steel & Wire Co. 


Worcester, Mass. 








x 


“STOP!” 


Attractive show cards 
stop customers-—they see 
the goods and buy. Na- 
tional Show Card Writer 
signs are great. sales 
makers. 












One dealer wrote: 
“Paid for itself the 
first week.”’ 


Any clerk can 
do the work. 


Send for folder. 


NATIONAL SIGN STENCIL CO, 
Manufacturers of the National Show Card Writer 
1602 University Avenue, St. Paul, Minn. 











There’s a Mine 
of Information 


vitally-important facts, live mer- 
chandising ideas and sales-produc- 
ing methods in HARDWARE AGE 
each week. Make it a habit to read 
your business paper regularly and 
thoroughly. 
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HUNDREDS OF HARDWARE STORES 
Find Lawn Mower Sharpening Profitable 


These stores have come to realize that many first-class 
lawn mowers they sell fail to give good satisfaction sim- 
ply because of improper sharpening. These dealers, 
by installing an IDEAL LAWNMOWER SHARPENER 
and sharpening the mowers themselves, render a much 
wanted service to their customers and make liberal 
profits themselves. 


$1.50 to $2.00 PER MOWER 
for 15 Minutes Work 


Any boy can operate 
the IDEAL. Slip the 
mower into the IDEAL 
without dismantling, 
make a few simple ad- 
justments and in 15 
minutes the mower is 
perfectly sharpened— 
every blade with a true, 
keen edge. The usual 
charge, $1.50 to $2.50 
per mower, is mostly 
profit. 


The IDEAL SHARP- 
ENER requires little 
space, operates off a 
light socket, and its 
first cost is extremely 
low. 






Mower slips into 
sharpener witout 
being dismantled 





Write for prices and 
full information. 

















They 
Are 


the Best 


They fe) 
Are 
the Best | © 























Millions 
and Millions 


Of People Are Pushing 


BOMMER SPRING HINGES 


Whenever They Open a Door 


Follow 
the Line of Least Resistance 


Stock and Push Them 


Bommer Spring Hinge Co., Brooklyn, N. Y. 




















Which Hod Would You 
Rather Carry? 


If you had to haul mortar for a living, you 
certainly wouldn’t want to carry a hod that 
dripped water all over your shoulder. 

ou would choose a Never Drip Steel Hod 
with its one-piece ends. You would go 
whistling on your way while the other fellow 
sulked. 
There are lots of hod carriers in your town 
who are bearing the discomforts of carrying 
leaky hods simply because they have not been 
shown the sensible and better kind. 


This open field of profit is yours for the 
asking. Write us at once for details. 


The Cleveland Wire Spring Co. 
Cleveland Ohio 
SLE aE = 

















GRAND RAPIDS 


ALL-STEEL 


SASH PULLEYS 
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STATION LL-C-0 STAR ERE. MLATE 


They have stood the test for over 25 years, and have 


announcing the been and always will be superior to other brands. wy 
Because they are made of the very best annealed 


BO ! | LE OPENER able iron and pte 208 ves warsage meg other brands. 











<. \o 


(A real key—not a novelty) 48 T A Pp 


Opens Your Doors—Opens Your Bottles a MIDS: 


We supply an assortment of bottle opener “STAR 


key blanks in the 25 most staple numbers— 
one dozen of each number, packed in attrac- 
tive boxes plainly marked. 

Your patrons supply the interest after view- 
ing our neat display, furnished with each 
assortment. 

You do the rest. 


QD INDEPENDENTIOCKCO.d> 


Fitchburg, Mass., U. 8. A. 
Manufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glass STAR HEEL PLATE CO. 
Knob Sets, Key Blanks, Auto Switch Keys, Hardware LOUIS SACKS, Ine. 
Specialties, Key Cutting Machines, Ete. Newark, N. Z. 


These illustrations are % size. 














IWAN TOOLS ARE UNUSUAL TOOLS 


Some are for everyday use and others for only occasional use, but all of them give unusually good economical service 
for their particular purposes. The list of these activities for which the good IWAN tools are manufactured shows that a 
tremendous amount of work is done with them every year. 


Post hole and pole hole boring in 2, 3, 4, 5, 6, 7, 8, 9, 10, 12, 14 and 16 inch diameters, shallow well 
boring, soil testing, prospecting for sand, clay, gravel and phosphates—by the IWAN Post Hole & 
Well Auger. 

Post and pole hole digging—by IWAN Hercules, Perfection (Atlas) Eureka, Invincible, Gibbs, 
Champion and Hexagon Post Hole Diggers and Vaughan Pattern Augers. 

Hay and straw cutting, in stack or mow—by I WAN) Serrated, Sickle Edge, Solid Socket tial 
and Ely or Heath Pattern Hay Knives. 

—— of tile ditches before laying drain tile—by IWAN Adjustable and Stationary Drain 
eaners 

ne of barns and poultry houses (also sidewalks)—by IWAN Barn and Poultry House 
rapers. 

Sidewalk and street cleaning, garage floors and roofing work,—by IWAN Avalanche Snow 

Pushers and Icy Walk Cleaners. 

Jobbers’ orders of IWAN Poe hole tools for 1928 shipment are 14% ahead of their futures for last 
year. January a) AM cock 4% ahead of January, 1927. They have confidence in another good year 
and confidence in I tools. — your su y from your jobber now. IWAN tools are not sold 
under any other A. ~ ay ‘IWAN. 





IWAN BROTHERS, Mfes. South Bend, Indiana 
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Best Known— Most Used 
Hose Clamp in the Industry! 


Universal Hose Clamps have 
achieved this distinction 
a  __ -aey a Bog out - and - out 
, g quality and the equi- 
The quickest, most eco- table and square sales policy 
nomical and convenient Seg . under which they are dis- 
way to tin soldering — baie sik 
r re ele! our guarantee is ie name 
coppers. Known and wdc Pas lt a “Universal” stamped on 
used by plumbers every- eel eleielaielele each clamp and printed on 
where for years. each carton. Look for this 
; : el slielsisiale's name when you buy and be 
A live item for any sg you get what you ask 
dealer. a 
Their size adaptability, ease 


Write for prices. of installation, leak preven- 
tive feature and_ rust-proof 


. : construction make them all 
Special Chemicals Co. . that a good clamp should be. 

Waukegan, Ill. Universal clamps are manu- 
; factured from cold rolled 
steel wire—not strap. Their 
edges are smooth. Every 
clamp is “Electro - Galvan- 
ized.” 
One size—1 to 3 in.—fits any 
hose of any size. For oc- 
casional needs of small hose 
we make a Junior Clamp 
adapted to % to 1% in. 
adjustability. 














Universal 
Patents Granted Industrial Corp. 


Meson 1, 1921. Hackensack, N. J. 


Not the ordinary type or quality but a line 
of individuality and merit that means satis- 
fied customers and increased volume of 


business. 
Send for Catalog and Discounts. CLAMP 


Hollands Manufacturing Co. 


wu. §, 5 =~ OE Adjustable toLit arzy Lose of ary S22 

















Duss SS ve A large — 
Glass Cutters oc a 
we have been purchas- 


No 48, Six Hand Honed RED DEVIL MEANS ing your No. 1 Nail 
7 RANCE 
Wheels. There's @ er aad - Puller from local 


ae Ns al in. the whell dealers, but we now 


find that we are unable 
N P. SMITH, INC. : : s 

Bhp ina: B AVE. IRVINGTON, N. J. patric wr uae 
several of the different 
: makes, we i oa Pe 

co * No. 1. Morri at 
a 2 | Puller and would like 
ate Tbe to know if you would 
send us a half dozen 
i i ay oR > or advise us where we 


UNDERHILL can purchase some.” 





a= 








There’s lots of good business going 


Ca away today because the dealer does not 
8 os to n yet have what the customer wants. 


ee See ee ae <s Morrill Products are good sellers and 


of Lathers were made in our shop in > 
Boston under the Underhill Star Boston [| always satisfy the user. 
trade mark. The Lathers know these 
hatchets as the genuine Underhill. 


UNDERHILL BROS. aa Chas. Morrill, Inc. 


WINTER HILL STATION 


Sales hack, Geohatliean & Co. | 102 Lafayette St. 
; oe Oli oe New York City 


Mentana 




















ae 
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tm BKS 
IMPROVED 'e e . 


REG. U. 8. PAT. OFF. 
Closes the Door for Customers 
Opens the Door to Profit 
for Dealers 
Size for size, not a Door Closer 
on the market has the POWER 
of this one—nor the v- 
STRUCTION; it’s made right 
and works right ALL the time. 
Fits and operates ALL doors 
satisfactorily. We guarantee 
% service and live up to our 
guarantee. Our prices are 
worth “‘checking up’’ on. 
Look up this Door Closer—it’s 
as good as it looks. 
Request catalog No. 40; our 
line will interest you. 


United Hardware & Tool Corp. 


72 Reade St., New York City 











“IVES” Patent Ventilating Lock 





Showing Window 
Closed. Manufacturers of 


“Quality Hardware Since 1876” 
Window and Door Specialties 


Tue H. B. Ives Co. 
New Haven, Conn., U. S. A. 











Since 


COLDWELL CUB 


Motor Lawn Mower and Roller 


Simple in design. Dependable in operation. 
Little servicing required. Abundance 

of power. Moderate in price. 
Write for descriptive litera- 
ture and discounts. 







Coldwell Lawn Mower Company 
Newburgh, N. Y. 


Dependable 
Lawn Mowers 


Hand—Horse 
Gasoline—Electric 








for every need 
Cambria Fence 
Steel Fence Posts 
Wire—Barbed, Barbless and 
Twisted; Processed, Bright 
and Galvanized 
Nails—Cement-coated, Bright, 
Blued and Galvanized 


Wire Rods Staples 


BETHLEHEM STEEL COMPANY 
General Offices: BETHLEHEM, PA. 


EM 
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Standard for 35 Years 


Norcross Garden Cultivators (made 
in 3 sizes) have given universal satis- 
faction for 35 years. Used by Men 
and Women who do garden work. 


Norcross OUT-U-KUM Weed Pull- 
ers are the only tools that pull 
out weed and entire root at 
same time, without disfiguring 
lawns. Send for Prices. 


Manufactured only by 
Cc. S. NORCROSS & SONS, 


BUSHNELL, ILL, U. S. A. 








WHEELBARROWS 


Exclusive features of design and construction put the Bull 
Frog line in a class by itself. Our No. 101 is the last word 
in general purpose low priced barrow for home use. Other 
Bull Frog barrows, carts and scrapers for every garden, 
farm, mill, mine, contracting and industrial use. Write for 
catalog. 


THE TOLEDO WHEEL- 
BARROW COMPANY 
Toledo, Ohio 


Branch Office and Warehouse 
Chicago 
69 E. Wacker Drive 
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TRADE- MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX,and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS + COTTON TWINES 











for 85 Years 
WATSON’S 


Hand Cards 


Have Made Profits for 


Hardware Retailers 
COTTON—WOOL—TOW—HORSE CARDS 
L. S. WATSON MFG. CO. 


503 Main St. LEICESTER, MASS. 


Write for Prices Guaranteed Against Decline 









































This practical 
SOLDERING 
and TINNING 
FLUX flows 
evenly, acts quickly, fluxes perfectly, sticks to the 
work, makes a “better joint” with less solder, and 


never corrodes. 





To prove it never corrodes we put it up in tin 
containers. Send for Free Sample and Prices. 











Good 


RUBY CHEMICAL CO. prey, 
COLUMBUS, OHIO 


Good 
Seller 


68 McDOWELL STREET 








CC ONSTRUCTION 


_ the new SNELL Construction Bit 
Shiffe - Stronger - lougher 


Write today for illus- 
trated folder and 
price list on this fast 
selling item. 


Snell Manufacturing Company, Fiskdale, Mass. 
Sales Representatives: 
John H. Graham & Co., 113 Chambers St., New York City 
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Satisfied 
Customers 


Russell Jennings Mfg.Co. 


Chester, Conn. e1-is2 











Robertson “Horseshoe Magnet” Hammer 


THE HAMMER 
HOLDS 
THE TACK 














The best permanent magnet hammer on the market. 


A PRACTICAL AND SUPERIOR TACK HAMMER 
FOR USE IN MANY TRADES AND IN THE HOME. 


Awarded Silver Medal Panama-Pacific Exposition. 


Name and design trade marks registered U. 8. Pat. Of. 


ARTHUR R. ROBERTSON, 94 Portland St., Boston, Mass. 
Sole Manufacturer 











Give them PHENIX QUALITY 


i In Storm Sash and 

Screen Hangers and Fasteners 
Phenix Storm Sash Hangers and 
Fasteners are simplest, handiest, eas- 
iest applied, most 
efficient—that’s why 
they sell best. New 
improvements put 
them in a _ class 
of theirown. Write 
to-day for Catalog 
showing full 
Phenix line. 
Samples free. 











Sold by all leading 
jobbers. oe 
No. 115 Fastene: 


PHENIX MFG. CO., 032 Center St., Milwaukee, Wis. 














FOSTER G) capscrrws 


Personal Service “GS in Big Business 





Two big plants, one in Cleveland 
and one in Chicago, assures 
prompt service to all sections 
of the country. 


The Foster Bolt & Nut Mfg. Company 
CHICAGO 


6249 to 6265 West 65th St. 
Telephone Hemlock 4484 


CLEVELAND 


Union Ave. and E. 72nd St. 
Telephone Broadway 840 






















72% Greater Holding 
Power Than Wire 
Nails. Won’t Split the 
Wood. Heads Stay on. 


Send for Quotations 
READING IRON 
COMPANY 


Reading, Pa. 
Makers of Cut Ploor Nails, Rico Hard 
Floor Nails, Large Head Cut Foundry, 
Headless Cut Foundry, Black and Gal- 
vanized Cut Shingle, Cut Clinch and 


ff 
Hinge Nails. Y) 


READ 
CUT NAILS 
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et 
CORRECT %9 DROP 
OESIGN FORGED 


SUPER WELL 
QUALITY BALANCED 











ATP SSsseeseeseesere: 
4 PS Sseseseseseeeaeere: 


SCREW DRIVERS 
“The Toots in the Plaid Bow” 





AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 





~~ — 
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We offer for Investment 


Hammacher, 


Schlemmer & Co. 


7% Debenture Preferred Stock 


To Yield Over 7% 


BERDELL BROS. 


Members, New York Stock Exchange 
100 Broadway, 








Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 
joomer Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
8 


The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. Try us. 


Write for Catalog. 


C. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 
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New York 
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MYERS NOISELESS CUSHION TIRE 


Deep tread steps, full length hand grips, rubber tires, 

overhead track system, firm construction throughout, 

eliminate vibration and noise and produce a ladder 

of ample strength for safety, convenience and 

efficiency One style only—neat of design— 

attractively finished—any height — 
meets most 





MODERNIZE 
STORE METHODS 


To provide adequate storage facilities for 

shelf stock—to make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 
LADDERS. 






















position may be 
listed for you in 


the 


lassified Section 
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Every Housewife Wants One! 





One look at this attractive, sturdy pan, 

with its long handle that saves bend- 

ing, is enough to sell any woman. il 
And it’s the only nationally advertised Po! y 









article of its kind on the market. Prim 

Polly Prim is made of strong steel, Dus 26 I h 

a in — * a = — t nc 
pan retails for $1. the blue 

for $1.25. Our plan offers you a Pan Handle 

liberal margin of profit. Write for Saves Work 


details today. 


Patent Novelty Co. 


Incorporated 
Fulton, Illinois 


“The Fulton Line” 


BURNLEY 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 















[ranon wuss) 





0 SIE 
RE RING PAS 23 years. 
YS QarTeRy & mrc.Co rm OS J) 
Sample free. 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 















ACM FP THE DOLLAR 
ICE CREAM FREEZER 
Spring is at hand. It’s time you were lining 
up your 1928 ACME FREEZER require- 
ments. Four handsome, all metal, gearless 


models which meet every cus- 
tomer need. 


Retail at: 2-qt. Bright Gal., $1; 
2-qt. and 4-qt. Enam. Galv., $1.25 
and $2.25; Pint ACME Jr., 60c. 
Prices slightly higher in 
South and West. 
























Patented Card that 
prevents Hooks from 
dropping off 









New Packing 
of 


White Enameled 
(Brass) 


Cup Hooks 


on 10c Cards 
2 doz. cards to carton 
$1.60 per carton. 
Samples on Request 
Also Samples and Prices on 
White Enameled Thumb- 
= tacks on blocks or in boxes. 
Originators & Manufacturers 
of Moore Push-Pins and 
Moore Push-Less Hangers. 
The kind your customers 
expect. 


MOORE PUSH-PIN co. (Wayne Junction) Philadelphia, Pa. 



































ee 
It’s a Fact 


that these Pushpins 
and Pictures 


Hangers are 
superior 
They 
‘ profit 
dealers and 
please customers. 
Write for Catalog. 


GRAFF-UNDERWOOD CO. 
52C Washburn Ave., Cambridge, Mass. 






















McKAY TIRE CHAINS 


are satisfying motorists everywhere because 
they're built to last. A steady year-round 
demand for McKays is bringing in worth- 
while profits for McKay Dealers in every sec- 
The Bella tion of the country. 

Black Chains UNITED STATES CHAIN & FORGING CO. 


Boh A Union Trust Building, Pittsburgh, Pa. 


MCKAY TIRE CHAINS 


 . tae 


















DOMES of SILENCE gasegarm 


They sell like sixty when dis- 
played in this handsome steel 
cabinet free to dealers. Every 
home needs them. So we say: 


Put This Handsome Free Customer 
Display Cabinet to Work 
for You. 

Then watch your sales climb. 
We also make all grades of 


Sliding Casters, Pin Slides, 
Felt Slides, etc. 


DOMES OF SILENCE 
21 Pearl St. New York City 
* 


%, A Packages 











IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 
MAKE EVERY DAY COUNT 
Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 


New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 
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Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
Classified Advertising Rates BOXED DISPLAY RATES Positions Wanted Advertisements 
Opportunity Exchange Section 50% off rates quoted 
Address your advertisements and replies to 
Set Solid, Minimum of 5 lines.... Hardware Age, Classified Oppor- 
Each additional line..... 60 i f tunities, 239 West 39th St., New 
All Capitals, Minimum of 5 lines.. 4.00 Discounts for Classified Advertising York City 
Each additional line........... £0 4 insertions, 10% off; & insertions, 18% Hampwane Aom is published each Thursday. 
Average 10 words to a line of Forms close Nine Days previous to date of 
Allow One Line for Keyed Address Remittance Must Accompany Order publication. 
Samples of merchandise, literature, catalogs, Io sie sagniring men more than ordinary reforwarding postage should not 
































BUSINESS OPPORTUNITIES POSITIONS WANTED 


Capital and brains available for well rated manufacturing, wholesale or 
a class — anes See within 50 pea r ee Aig 
ity now making money n aggressive company wi nd valuable the 
experience of this well balanced seasoned executive. Highest type business, S A | S x | J V 
—} _ — references. Address Box H-861, care of HARDWARE E E EC TI E 
Ace, New York. 











A 25 year established Hardware Store located in Connecticut. Stock pod <i lea Gt Casta MEE. 


emg of ——. agp mon eae Raped yy and a oll on 
, t , i 

ey Rey ol other “Ls somnggg  * ny "Box H. 843, ro ge of poe Me Acz, INTERVIEW—17 YEARS SUCCESSFUL HARD. 
New York. WARE EXPERIENCE IN SALES PROMOTION 
AND HANDLING SALESMEN. EXTENSIVE AC- 


Business man, with capital and record of successful management, wishes 
partnership interest in factory supplying the Hardware trade. Highest QUAINTANCE IN SOUTH AND MIDDLE WEST 


credentials. Address Box H-857, care of Harpware Ace, New York. —REFERENCES FURNISHED AS TO RECORD 

Hardware Store—Excellent business in thriving town 15 miles from A ABILITY. ADDRESS BOX H-866, CARE OF 
New York. Store building new, for sale complete with building. Address HARDWARE AGE, NEW YORK. 
Box H-862, care of Harpware Ace, New York. 


HELP WANTED 























HELP SPECIALISTS 
HARDWARE SALESMAN 


Illinois manufacturer of building hardware, house furnishings and FOR THE HARDWARE INDUSTRY IN NEW YORK STATE 


stove sundries is seeking bigh class, experienced traveling repre- 

sentative to sell long established, well known line to Middle Western MALE AND FEMALE 
Jobbers. Attractive salary and expenses to start. Write fully, 
stating complete experience to date. Address Box H-855, BVERY APPLICANT INVESTIGATED AND GUARANTBED 


eare of Hardware Age, New York. 
FOR TPN TIMPS THE WEEKLY SALARY INVOLVED 




















BUILDER'S HARDWARE AND PAINT MAN for outside and in- ' ABBYE EMPLOYMENT AGENCY, INC. 
side selling. Man experienced in calling ~ 4 — pom ge etc. Remington Building 
Experienced in assisting in specification wor tate in great detail ex- 
perience, age, salary expected, references, and enclose photograph, if con- 118 W. 42nd Street Bryant 7374-5-6 
venient. Apply “Salesman”, Box 909, Norfolk, Va. 














WANTED—Experienced hardware man to take charge of the builder’s 
hardware department of one of the largest lumber concerns in Ohio 
located in large southern Ohio city. Reply giving age, experience, refer- 
ence and salary to start. Box H-863, care of Harpware Ace, New York. 


Permanent position by first class Hardware man. Can fill any position. 
30 years’ experience, best of reference, no objection to small city. D. O. C., 
806 E. Adams Street, Springfield, Ill. 








WANTED-—Salesmen calling on Retail Hardware Trade to sell our line 
of Tool Racks, Rubbish Burners and Cappers. Commission basis. Write Young experienced man desires position as display manager or assistant 
for proposition. GRAND RAPIDS RE PRODUCTS CO., corner | manager of é — ng hardware store in southern California. References 
First and Front, Grand Rapids, Mich. furnished. ALEY, Willoughby, Ohio. 


Salesman wanted by old established firm to call on electrical and hard- Position wanted as manager or buyer in ee and Paint Store, ten 


ware trade to cover Brooklyn and Long Island. Write experience. Ad- | years’ experience. Best of references. H-851, care of 
dress Box H-865, care of Harpware Ace, New York. Harpware Acz, New York. 


POSITIONS WANTED SALES ACCOUNTS WANTED 














MANUFACTURERS’ REPRESENTATIVES 


CATALOG COMPILER We are interested in making a selling arrangement with 4 manufacturer, 


Experienced catalog compiler and advertising department on a commission basis, who is desirous ts n 
manager desires position with reputable Hardware Jobber 7 a % ype Ah pat ig lines that can be sold to the 
or Manufacturer. Best of reference from past employers. trade we are now calling on. 

My wide range of experience in editing and the printing If you are interested, we will be pleased to arrange for nal 
of catalogs will save you money. Available after April a a... 3 satisfy ‘you with eee Tien be 2 orm sbi, 
lst. Write Box H-864, care of Harpwarp AcE, New York. iwiwmia i: 6 Cl a baths 
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assified Opportunities 





SALES ACCOUNTS WANTED 





SALES ACCOUNTS WANTED 








Attention, 
Manufacturers | 


Are you looking for new or increased business on 
the Pacific Coast and in foreign territories? Am 
about to establish office with warehouse facilities in 
San Francisco and other Pacific Coast cities if neces- 
sary, to act as sole selling agents for products of 
proven merit. 

For the past twelve years have been Pacific Coast 
Sales Manager for one of the largest national con- 
cerns and am personally acquainted with practically 
all Hardware, Electrical, Automobile Supply, and 
Radio Jobbers on the Pacific Coast and Hawaiian 
Islands. Also familiar with trade in the Orient. 
Correspondence solicited. 


Address Pacific Coast, c/o Hardware Age, 
New York City. 











] REPRESENT a firm, manufacturers of hand tools, whose sales I 
have increased 400 per cent over a period of five years. Sales 
were made to the wholesale hardware, wholesale auto accessory and 
mail order houses of Chicago and vicinity. This territory is now 
pretty well developed, no longer requiring much time and attention. 
Therefore, I am now seeking additional sales items, those with 
distribution through like channels given preference. Should you, 
as a reliable manufacturer, be desirous of conscientious and intelli- 
gent representation in Chicago, kindly let me hear from you. Ad- 
a Box 7268-A, c/o Hardware Age, 1507 Otis Building, Chicago, 














Two men each handling one line hardware specialties Chicago and sur- 
rounding territory jobbing trade only—desire one more line. Will give 
careful intelligent cooperation. Address Box 7267-A, care of HARDWARE 
AcE, 1507 Otis Building, Chicago. 














Resident Sales Agent, located at Havana, Cuba, desires agencies of 
hardware lines. Interested in furniture, hardware, wood screws as wel 
as the general line. Commission basis. M. F. FERNANDEZ, P. O. Box 
2002, Havana, Cuba. 








SALES REPRESENTATIVES WANTED 





MANUFACTURERS of full line of household specialties want local 
representatives in all important cities to handle line on commission. De- 
partment houses, premium concerns, are all big users. State experience, 
lines handled and territory covered. We want none but those who can 
“make good.” For such our proposition is an excellent one. Address 
“S. H.’’ care of HARDWARE AGE, New York. 





Manufacturer operating three factories desires additional salesmen with 
established following among jobbers and retailers to sell vises, saws, 
household tools and utensils and an extensive line of electrical floor and 
Open territories will 


bridge lamps, table lamps, etc. Commission basis. 
i Address 


be definitely awarded. Salesmen having automobile preferred. 
Box H-868, care of Harpware Ace, New York. 





WANTED—Hardware and Sporting Goods salesmen of mechanical 
ability to call on retail trade in eastern territory. Leading line Gasoline 
Pressure Stoves, Camp Stoves, Water Heaters, Radiant Heaters, Lamps 
and Lanterns. Must give Bond and drive own car. Address Box H-784, 
care of Harpwarg Acg, New York City. 





New England’s largest clock and watch distributors have opening for 
high-grade representatives in New England, New York and Pennsylvania, 
commission hasis only. Westclox, Ingersoll and five other factory lines. 
— CLOCK & WATCH CO., 93 Federal Street, Boston, 

ass. 





SALESMAN CALLING ON JOBBING and RETAIL TRADE to handle 
E-Z screen and combination door hinges, distinctly different. Commission basis 
only. Territories open, Southern States and States immediately West of 
Mississippi. THE MASTER PRODUCTS CO., 6410 Park Ave., Cleve- 


land, 





COMMISSION MEN WANTED TO REPRESENT old established 
cutlery house calling on department stores, hardware trade, industrial 
plants in the East, South, Southwest, Central West and Northwest. G 
opportunity for hustlers. Liberal commission. Address Box H-867, care 
of Harpware Acer, New York. 





COMMISSION SALESMEN IN EACH STATE for manufacturer of 
hand tools and hardware specialties. Advise territory covered and houses 
represented. Address Box H-638, care of Harpware Ace, New York. 














Looking for a Hardware Store? 


e place to find one is in the “Classified 
Seoclaadites Section” of this paper. 


By watching the FOR re * ads u'll be 
reasonably sure to secure a good nas ha 
ness at a fair price, or better still, 

know the kind of a store you are n.. $ = 





Seymour Smith “Handy Grass Shears” 


A complete line of 
Grass Shears, 
Pruning Shears and 
Tree Pruners. 
ABSOLUTELY 
GUARANTEED 
= Send for New 
; Manufactured by Catalog. 
SEYMOUR SMITH & SON, INC., dakville, Conn. 
Sales Representatives: John H. Graham & Co., 113 Chambers 8t., New York 

















Plain or enameled 


STRATTON = ***c".szr 
HANDLES 


F, Sue Teste, Deena 
” “Hnemeling, bet Ela & Sus" 


STRATTON MFG. CO. Stratton, Maine 








Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 
52 Industrial St. Rochester, N. Y. 




















Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 
Made only by 
AntTI-Borax Compounp Co. 
Fort Wayne, Ind. 





@AT MAY 87,1908 








Get Your Seed Department Ready 


Now is the time to start making friends 
with attractive display cartons of Landreth’s 
Garden and Flower Seeds. Make up a list 
and let us quote you on our tested seeds and 
Mixed Lawn Grass. Be sure of your stock. 


D. Landreth Seed Co., Bristol, Pa. 
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THE ADVERTISERS INDEX is published ss » convenience and not ss s part of the advertising contrast 


No allowances will 


Bvery care will be taken to index correctly. 
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MODERNIZE YOUR STORE 


with Better Way Counter Tops 


HERE is the “last word” in counter tops. Flexible—Interchange- 
able—Adjustable, they do away with all troublesome, old-fash- 
ioned equipment. 


Better Way Counter Tops are attractive in appearance and practical 
as well. The bins can be made any size to fit the merchandise almost 


instantly. 


Better Way counter Tops are economical, saving time and space. 
The first cost is the last. No extra blocks or shams required to make 
the bins the size you need. The original cost is but slightly higher é eF 
than ordinary wood blocks or counter boxes. Better Way Counter Tops et ae poh) Rebs fo 
are also made for Feature or Cross Counter display at a very low cost. mambez the operation is simple and requires 
sions, place between prongs of the special spreader 
and insert glass into another location. 
Send for Sample Section 


Give us the width and length of your tables, in” 
side of rim measurement, also width of Bins pre~ 
fered—4, 6 or 8 inches and we will gladly furnis 
you a free sample section with estimate of cost, 
also discriptive booklet. 


If your merchandise or glass jobber cannot 
supply you—Write direct. 3: i: 3 3 


———S = HEC Va 
This Cut Shows How It Is Possible to Make Bins Any Desired Size [fEller ay 


A. Shows a 4 inch section of dividers. The sections extending across the full width 

of the table, are made flexible by a special tempered steel spring. Glass partitions COMPANY 
can be inserted every inch if desired, A.B. and C. are 4 inch sections combined to 214 Builders Exchange 
make a 12 inch section. D. and E. ate 6 inch sections combined to make a 12 inch ST. PAUL, MINN. 
section. F. and G. are 8 inch sections combined to make a 16 inch section. : 


GREASE Cups 
and OIL Cups 


a VERYWHERE in industry— 
No58 e | from, the largest factory to the 
smallest repair shop—there is need 

for grease cups and oil cups. 


This constant demand for them as 
repair and replacement parts makes 
them profitable to handle. 


The Empress line is complete. It 


consists of more than fifty types of 
4 grease and oil cups, each in several 
oe) sizes. There is an Empress cup for 











every place requiring lubrication. 


Complete data on these cups and over fifty other 
types is given in Booklet No. L104A. Write for it. 


No.56 No 53 


BOWEN PRODUCTS CORPORATION 
27 few of AUBURN, NEW YORK 


4 
M e 
No20r the Sifty BRANCHES: 
e SY NEW YORK, 220 Broadway SAN FRANCISCO, Monadnock Bldg. 
different DETROIT, 2760 W. Warren Ave. MINNEAPOLIS, 983 17th Ave. 
KANSAS CITY, 411 Mutual Bldg. CLEVELAND, 7113 Euclid Ave. 





BOSTON, 161 Massachusetts Ave. CHICAGO, 412 Wrigley Bldg. 


types 
Manufacturers of Empress Lubricating Devices since 1890 
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‘SHAPLEIGH SPECIAL BICYCLES 


Standard Of Quality For More Than AQuarter Century 











SNAPPY COLORS — 





sexe > abana ane abana 2 tas ean haat, ici Se ribet As wlll ta ie sieloe. 





GRACEFUL LINES 
HIGH GRADE EQUIPMENT 
q BALLOON GIRES IF DESIRED 
| 
| 


SHAPLEIGH HARDWARE CO. 


INTERNATIONAL DISTRIBUTORS 
ESTABLISHED 1843 


DIAMOND EDGE 
TOOLS Qa ee 

ot aan . no a of 
ST. LOUIS, “oo * U«S.A.. 
‘DIAMOND EDGE 1S _A QUALITY PLEDGE” 


‘DIAMOND EDGE 
CUTLERY 











fe CIEL FS eh kctcal MT er 
Shapieigh National Series No. 1406 














